The grandest leathers in 
the Easter Parade are 


Fine shoes of Ruby Black Kid, Peerless Glace 
and Suede Kid, Cara and Brogandi are 
prominent in fashion parades. The leading 
manufacturers know that Evans’ quality 


leathers sell shoes and make customer friends. 


JOHN R. EVANS & COMPANY + Camden, New Jersey 
Est. 1857 
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FALL STYLE SHOW 
St. Louis Shoe Manufacturers Association 


APRIL 27-30, ST. LOUIS 
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Sales curves don't rise of their own accord. It tock a great 
deal of earnest effort on the part of every member of 
the Colonial organization to maintain the consistently 

high quality of Colonial leathers, plus the good 

will of Colonial customers to put this one where 

it is. We shall rely on the same team to 

keep it climbing. $20,000,000 
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it pays to kiss 
we 


the frills 


WS 


Topay’s alert shoe merchants who are hold- 
ing their own against stiff competition have 
not forgotten the fundamental principles of 
sound merchandising . . . the kind that were 
too often “put in moth balls” during the war. 

Back before the lush days, successful shoe 
stores and shoe departments concentrated on a 
few lines. That meant less “odds and ends’, 
less broken sizes, less markdowns. Easier sell- 
ing. Better stock control. More effective ad- 
vertising. More volume. Yet these simple 
fundamentals were quickly forgotten during a 
period when everything sold and shoe lines 
were myriad. 

Topay’s forward-looking shoe man is kissing 
the frills goodbye, going back to sound mer- 
chandising. AMERICAN GIRL SHOES give 


him, in one line, the price coverage he needs 








. « « $4.95 - $5.95 - $6.95 - $7.95. Style cover- 
age, too . . . sport welts, casuals, novelties, 
conservative fashions. And one good name to 


promote. 


The AMERICAN GIRL Shoe is the answer. 
It offers: 


1. a comprehensive and completely coordinated 
line , 


2. prices in the volume selling brackets 
3. an extensive in-stock service 
4. recognized style acceptance 


5. national advertising and promotion with in- 
tensive dealer tie-ups 











AMERICAN GIRL SHOE CO., 120 Kingston St., Boston, Mass. 
1 Shoe Corp. 
TODAY—MORE THAN EVER-—-AMERICA’S STANDARD OF VALUE 


3:2. 3 Neti 


Division: C. 





2 Boot and Shoe Recorder 





The popularity of TAN-ART suede kid 
invited added production facilities many 
months ago. We met the invitation. 


Our production now includes a full-scale 
color program. 


We maintain that TAN-ART means suede at its very 





best. That will apply to any color we produce. as it 


does to TAN-ART’S black. white and brown. 


now available 


BLACK #87 
PROMENADE BROWN +101 
DRESS BLUE +204 
CONTINENTAL GREEN 7109 
TOWN TAUPE +379 
SLATE GRAY +180 
COGNAC +107 
FIESTA WINE +402 
CARAMEL +378 
IVY GREEN =108 
WHITE +22 


No matter how production costs may 
affect profits, we shall. maintain quality 
unchanged, and dependable service. 


TAN-ART 
SUEDE KID 


G. LEVOR & CO... INC. 
Tanners Since 1876 
TAN-ART CO... INC. 
Gloversville, N. Y. 
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BEAUTIFUL sHOF 


THE LINE THAT HAS 


EVERYTHING! 


S 
y sri sHOF 


* CASUALS 
© SPORTs 


TO RETAIL PROFITABLY 


$495 to $695 


Now—Fashion Craft offers you the line that has every- 
thing—Style Shoes—Casuals and Sports. Beautiful Shoes— 
Beautifully fashioned. Brilliant styling, fine materials, expert 
craftsmanship, plus efficient in-stock service. Here's 

a well-balanced line priced right for your volume market. 

It’s a sure-fire sales-winning combination. For fast sales 


action and year ‘round profits feature Fashion 


Craft—the fast selling line for °49. SEVENTEEN 


_ 


FASHION CRAFT Division of Craddock*Terty Shoe Corporation, Lyackbueeae Vi 
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Putting motion in promotion 





Smart Easi-Gait styling with new, exclusive Vel- 
Flex construction. 


Nationally Advertised in Vogue, Woman’s Home 
Companion, Ladies’ Home Journal to millions of able-to- 
buy women-including the majority of your customers. 


Complete leeal tie-ins: newspaper mats, window 
material, radio scripts, publicity, ete. 


April 15, 1949 


Carried in Stoek 3 ways to cut your overhead, speed 
turn-over. The ROMP Sling. 


Why don’t you get on the Walk-Over bandwagon? 
Walk-Over prices from $12.95 
Geo. E. Keith Company, Brockton 63, Mass. 


New York Sales Rooms: Marbridge Building, 822 & 906 
75 years of fine shoe craftsmanship—1874-1949 



























STYLE 296 
SIZES 5 TO 3 

ALSO BROWN, 
GREEN and WHITE 


Seein’ them . . . is sellin’ them. 

New leaders in our quality line of 
juvenile shoes that is keeping 
dealers sales happy. Every shoe 
is a genuine Goodyear welt. Qual- 
ity construction backed by over six 


decades of skilled craftsmanship. STYLE 225 
For complete details concerning SIZES 6% to 3 
our juvenile line, write or call for ALSO BROWN, 


our new, free catalog. GREEN and WHITE 


“Look Well—-Fit Well—Wear Well.” 


NEW ENGLAND DISTRIBUTOR: KREIDER CREVELING SHOE COMPANY — _ 602 Atlantic Ave., Boston 10, Mass. 


KREIDER’S SONS .....: 


= Gee MANUFACTURING COMPANY Palmyra, Penna. 
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DREW’S SMART SALES WINNING 
WHITES ... ALL IN STOCK NOW! 
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- The SERENE —_ The RISQUE The TEMPO 
No. atere—\ hite Kid, 18/8 Cuban Heel No. ae — 1. t W anaes. Soft Whi 3/8 Cuban 
5 Last Ki th Rest Welt 4 Featherweight Stotetnee tion st, Featherweight Co nstruction 
AAAA. 7 toll Rx. sa 3 AAAA . 612 10 10 A... $%010 AAAA . “614010. A... 5%1010 
AAA .6 toll Gs - - $0016 AAA .6 1010 Bian 3s ee ee AAA .6 1010 B.ss« 8 ee 
AA ..6 toll - . . 5t010 AA ..6 t010 C.s-. 3 OS AA ..6 to10 G.sce 8 OR 
A... Sell Bs - Sto 9 
IN STOCK NOW... 7.50 IN STOCK NOW ___ 7.50 


IN STOCK NOW... 7.65 






The PATTY The ALERT 
Ne. 21250 — Fine White Kid for Better Fit- White Elk Kip Unlined No. 22222 — Soft White Elk Kip, Unlined, 
Cc 1 Heel, 325 Last, “Cookie” Snug Heel Counter, Cookie” Snug Heel Counter, 13/8 Broad 
Dressy and 197), 13/8 Broad Wedge Heel, Wedge Heel, Kushon-Flex Concealed Piat- 
Kushon-Flex Concealed Platform, 196 Last. form, 196 Last. 
- $4200 10 AAAA.7 toll A... 6toell 32222 — Same as No. 22222 only in Soft 
aim ele AAA . 62t0ll B... $1010% Brown Elk Kip. 
- S$ 10 AA ..6 toll CC... $010% AAAA. 7 toll A... 6toll 
AAA . 6%2t1l Bu. « See 
- 7.50 IN STOCK APRIL Ist... 6.50 AA ..6 wll CC... $10% 





IN STOCK APRIL Ist___ 6.50 


DREW’S DEPENDABLE STOCK SERVICE 


Drew's IN STOCK SERVICE enables retailers to maintain an adequate 
and efficient selling stock with a minimum of stock investment. Every 
style is carried in stock in all sizes and widths to the very end of the 
season. This means increased turn-over and increased profits for you. 





SCULPTURED TO FIT YOUR FOOT 
THE IRVING DREW CORPORATION, LANCASTER, OHIO 


New York Office, 746 Marbridge Bidg. . . . Also Makers of Dr. Hiss’ Balanced Shoes 
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The fame of Pine Tree moccasins has spread from Maine to 
the Golden Gate. The consistent quality . . . the 

imaginative styling .. . plus the aggressive 

merchandising and advertising program all add up to 

one thing — Pine Tree moccasins sell on sight. 


Write for In-Stock catalog. 


HAMMOND MOCCASINS, INC. 
BANGOR, MAINE 
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JUST AS THE STANLEY CUP TROPHY 
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NORTHWESTERN LEATHER COMPANY 
BOSTON 11, MASSACHUSETTS 
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Most highly prized trophy in 
the world of hockey is this, the Stanley Cup, 
awarded to the top ranking member team of 
the National Hockey League . . . a symbol of 


clean competitive sportsmanship and ability. 


COMMEMORATING FIFTY YEARS OF BUSINESS LIFE IN 1949 





NEOPRENE CREPE 
and welting . . . impervious 
to grease, oils and most 
acids. In any color. Out- 
wears in equal thickness any 
type of shoe bottom known 
to us. 
ALSO ... Neo- 
prene and Nat- 
ural Latex com- 
binations: any 
color. Send us 
your specifica- 
tions. 


YOU'VE SEEN THESE SOLES 


IN THE 


National 


CREPE .. . latex 
crepe, smooth or 
ribbed, natural or 
colors; any com- 
bination. Also 
welting. 





Advertising 









AIROLITE... 
leather color, brown, 
black or white. 
*“Nuclear” — NOT 
LEATHER. Firm. 
Flexible, Lightweight 
— Healthful, Water- 
proof, Longer Wear- 
ing, Comfortable . . . 
Economical. 


*An industry name given 


of some of America’s 


most aggressively 





new scientific 
development for better shoe bottoms. 


merchandised shoes 


TRIPLE DECKERS 
- . men’s or women’s: 

any color combination 

desired; any irons. 















ATRCORE..:. 
men’s, boys’, brown 
and black rugged 
service soles: Also 
in white and _ high 
colors, all runs. 


~OLES by BEARFOOT are seen on smart shoes featured by 


alert manufacturers in leading national - magazines. 
BeaRFOooT Soles have the /ooks that make sales — the quality 
that keeps customers. Made by America’s pioneer manufac- 
turers of rubber soles. Samples gladly supplied to shoe 
manufacturers on request. 


THE BEARFOOT SOLE CO.. INC.. Wapswortu. Onto 


BOSTON 
72 Lincoln Street 


MILWAUKEE 
1225 N. Water Street 


ST. LOUIS 
1602 Locust Street 


ePIONEER MAKERS OF RUBBER SOLES 








Styling h IRSTS for 
YOUR 1949 Silliag 
by Cambridge 


The profitable volume of rubber footwear merchandising 
by the Nation’s smartest retailers is featuring FAMILIES 
of a few key-selling types . . . in stylings to fit each different 
wardrobe need. 


Illustrated, is Miss America’s favorite boot, styled and 
expertly made the way she wants it. More important still 
(for your repeat-business) it is shaped on a masterpiece 
designed by Cambridge’s own Last Factory. The Cambridge 
Rocker Last makes it entirely NEW in better-fitting . . . 
better wearing . . . better looks! 


This is only ONE of the Cambridge’s FIRSTS. Ask to 


see the new variations by Cambridge, in this type boot, for 
your 1949 Merchandising. 




















THE New STADIUM See the NEW FIRSTS in Foot 
Fashion by Cambridge—On 


by Cambridge display at Hotel New Yorker 
‘itil: ta ieee: | Bite —Rooms 611-612 . . . at the 
available in Women’s, Misses P.P.S.S.A. 


a = Cambridge RUBBER COMPANY 
FIRST i Foot Fashion 


CA MBR DGE 39,MASSACHUSETTS 
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216 LINCOLN) STREET 
BOSTON, MASS. 





RISO—NATURAL 
ALSO 
R9S2—WHITE ELK UPPER 

(Same Buffclo Construction) 

3/9 FULL SIZES — 4 WIDTHS 











a ... INN oe 
... OUTERS 
HEAVY CORK P 












R9SI—NATURAL 
ALSO 
R9S3—WHITE ELK UPPER 
(Same Buffalo Construction) 


3/9 FULL SIZES—M wane 


2 


IMMEDIATE DELIVERY 


36 and 18 pair lots. Net 30 days F.O.B. 
Boston 


wetch for your catalog of 
Rogers Bros. complete Spring line 
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HOW WEINBRENNER USES CUSHION CORK 


to add extra comfort to the Thorogood work shoe 


The diagram above shows how The Albert H. 
@ it~ Weinbrenner Shoe Co., of Milwaukee, puts a 
44” filler piece of Armstrong’s Cushion Cork in their 
Thorogood work shoe to give it added resilience. 
In this sturdy Goodyear welt shoe, gridded Cush- 
ion Cork is used to relieve the stiffness of heavy, all- 
leather construction. Thus Thorogood work shoes 
lessen fatigue and provide much of the comfort and 
flexibility found in a dress shoe. 
The Cushion Cork used in Thorogood shoes is 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


ARMSTRONG’S SHOE 


made of live cork particles and a sponged binder. 
Thousands of tiny cork ceJls contract and expand 
with every step to encourage healthful air circulation. 
Cushion Cork also insulates against heat and cold. 

Sales come easier when you carry shoes made with 
Cushion Cork. Simply explain its advantages during 
the try-on. A few steps down the aisle will do the 
rest. For more information write to Arm- 
strong Cork Company, Shoe Products Dept., 
9604 Arch Street, Lancaster, Pennsylvania. 





PRODUCTS 


BOX TOE MATERIALS + FLEXICORK ~- FILLERS + CUSHION CORK + CORK COMPOSITION 
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MILLER TREES 
MAKE 


- lh - 


SALES! 

















Miller Trees mean business — 
extra business! When you’ve made a 
sale, the customer is in the right 
frame of mind to buy a pair of Miller 
Trees. He’ll appreciate your pointing 
out the way to extend the life and 
looks of his shoes. 

Miller Trees sell quickly — faster 
than the shoes themselves — because 
there’s nothing to take off or try on. 
Miller’s are available in four sizes, 
fit practically all shoe sizes by easy 
adjustment lengthwise. Self adjusting 
for width. What’s more, they feature 
foreparts modeled like a shoe last 
and bottoms hollowed out to allow 
for metatarsal pads. Shoe stores 
everywhere are proving that money 





grows on Miller Trees! 


O. A. Miller Treeing Machine Company 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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Let him know the luxury of Genuine White Buck . . . the luxury 
of Full Leather Lining and soft, deep-yielding Red Gum Sar Sole. 


Style 6511, featured in April Esquire, will retail about 14.95. 


Style 6512 is representative of the Finer Leather appeal in our entire Merchandising Program. 
If you'd like to discuss the sales possibilities in the Taylor Program, 
or receive our Spring Mailings of Style Groups in Stock, write Dept. 7, 


E. E. TAYLOR CORPORATION MANUFACTURERS BOSTON. MASSACHUSETTS 
ALSO MAKERS OF THE TAYLORED MOCCASIN 
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NO SHOE SOLE IS 


Look ee 1M Mark this Mark! 
are Specify Genuine 
NOT ALIKE! m= NEOLITE SOLES! 


NEOLITE SOLES 
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“JUST THE SAME” 
WITHOUT 
THIS NAME! 


No soling material is “just like” NEOLITE! Not 
leather . .. not rubber . . . not plastic . . . not fabric. : CHECK IT YOURSELF! 


there is no substitute for genuine NEOLITE. 


NO SUBSTITUTE for NEOLITE wear! Actual walk- 
ing tests have proved that NEOLITE outwears 
leather over 2 to 1. . Outwears leather over 2 to I. 


NO SUBSTITUTE for NEOLITE comfort! NEOLITE 
Soles provide a firm, sturdy platform for the foot — 








No other shoe sole gives you 
all these advantages: 


100% waterproof—keeps feet dry in 
any weather. 
. Non-skid—wet or dry. 


yet are so flexible they need no breaking-in. 25 
y , Does not mark floors. 


steps prove it! ae : 
we Forms a firm platform for the foot. 


NO SUBSTITUTE for NEOLITE economy! Shoe Helps keep the shoe in shape. 
dollars go twice as far with NEOLITE. That extra Insulates the foot against heat or cold. 
wear means big savings on tight budgets strained Backed by the biggest advertising campaign 


by today’s cost of living. ever put behind any brand of shoe product. 


And there’s no substitute for the new business . . . Plus these manufacturing advantages: 
satisfied customers . . . bigger profits you'll get + Easy to stitch—easy to cement. 

when you feature NEOLITE on all your lines. Write + Easy to sell. 

or phone your jobber today! + Uniform quality. 


xr + Most profitable sole ever made. 


We think you'll like “The Greatest Story Ever Told.” 


Every Sunday—A BC Network. 
April 15, 1949 : 
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\ moccasin 


— 
SAND LER 


BOSTON 






A smartly conceived envelope-bow pump with glove- 
like fitting qualities. Square toe... 17/8" heel... 
last #715. 


TANDRITE CALF #572 BROWN 





BETTER 


CALFSKIN 


MAKES BETTER 





E. HUBSCHMAN 
& SONS, INC., 


PHILADELPHIAA 


April 15, 1949 


CRAFTSMEN: --: Even the most skilled and 


experienced shoe craftsman feels 
more confident with Tandrite Calf. 
Naturally so, for Tandrite possesses 


Quality that gives assurance... Color 





_ that stays true... Luster that richly 
reflects beauty .. . Durability that 


adds extra value. 


Tandrite Cal 














FLEXIBLE SHOES FOR HAAD WweAR 
 =—— ll  —— tt 





...sell J\UMP/NG-JUACK SANDALS and OXFORDS 
for EXTRA SUMMER PROFITS... 


DOCTORS prescribe, mothers demand and children love the comfort, high style and 
long wear provided by Jumping-Jacks. You'll be sales ahead and many “‘PLUS”’ 
dollars to the good, if you sell Jumping-Jack sandals and oxfords this summer. 





COLORS 
SANDALS: Red, White, Brown 
OXFORDS: Red, White, Brown, 
Brown and white combinations 







VAISEY-BRISTOL SHOE COMPANY, INC. 


ROCHESTER 3, NEW YORK 
mO NE T fT, Mis $ 0:82:34 ° $.Kk 0 Wee Ale. MA 1 NE 
MADE IN CANADA BY THE SAVAGE SHOE COMPANYZ LIMITED © PRESTON, ONTARIO 
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TOMAHAWK 


CHERRYTONE...COLOR 





Sess esa ces st 


Distinctive character, rugged wear and lasting comfort go 
hand-in-hand whenever Rueping’s TOMAHAWK is used in the 
manufacture of fine footwear for men, women or children. 





Write today for samples of this beautiful aniline leather. 


RUEFTINRG 


FRED RUEPING LEATHER CO., FOND DULAC, WISCONSIN, U.S.A: 
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This BOLD Heavy-Edge _ RES STORE 


ali the advantages of genuine 
reverse-welt construction without 
expensive slow-to-deliver handwork 











makes the shoes of the World’s 


Leading Manufacturers 


Barbour 
NOTCHED STORMWELT 


EASIER TO SELL é > © a ... the styling base that accents 
= - eee 44 P ey : the Heavy-Edge bold look in 
rd y today’s most successful youth- 

/ ? / - bo ful style merchandising. 


within their best-selling le. / 


i 


REECE anes nee 





Price Grooves 







PATENTED 


THE SOLID LEATHER STRIP 
THAT STYLES 
AS IT “WEATHERSTRIPS” 


Available in a wide range 
of designs to accent the 
styling of every type of 
shoe. 


OIE ABR REIN I 


DOUBLE DECK STORMWELT ; 
... mote that neat extra row of 
stitching on the raised deck ; 


Qsrwondts WEATHERSTRIPS 
which adds interesting individu- 


NS = ~==eF 3 ality and rugged custom feeling i 

Qemondts HOLDS THE SHAPE 4 +++ to the sole extension . . . accent- 
ing the bold edge of the shoe, 
without requiring excessive 


i f sole leather. 
Qyrrnndis aps VITAL STYLING irons of sole leather 





Brockton 


66, Mass. 
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The Quigley Shoe Corporation offers a service 
unique in the shoe business, the promotional 
potentialities of which are unlimited. It 
will pay you to consider and compare the 
advantages of this style packed line. . 


1. Pace setting styles that lead the fashion 
parade. “Firsts” that anticipate the 
style trends. 


2. A complete line of the smartest style 
shoes on the market, covering every 
consumer need. 


3. “Popular” priced shoes that cover 
the volume market. Quality shoes, 
the finest that your dollar can buy 
in the $10.95 and $12.95 retail 
brackets. 


Supreme sandal comfort 

in this well-built, highly 

styled Quigley pacemaker ... 

with full crepe rubber sole... 

Pema giz: truly smart . . . features contrast- 
ere — Keer ing cord stitching. 

MAILING PIECES AVAILABLE 


ON ALL NUMBERS Style is just part of the story 


You can feature Quigley stylemakers under your own private 
brand. You’re backed up by a line of over 1,000 smart style 
creations. You can build a profitable reputation . . . and 
business featuring . . . 


New York Office: Room 1232 Empire State Bidg Y 0 1] 9 4 a A N D 


April 15, 1949 


QUIGLEY SHOE CORP. 
NORTH ABINGTON, MASS. 





In the 
WINNER’S 


Circle! 
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Photo: Citation with Arcaro up. 
Copyright 1949, Caulfield & Shook 
Lovisville, Kentucky 


The Leather is ; te 
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The shoe is: ‘‘ The Aristocrat’ e. 
by Weyenberg Shoe Mfg. Co 
y) Milwaukee, Wisconsin ‘ 
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putting more 


Fink 


into sales! 









Style No. 
7506 
(two-tone) 











Style No. 
5506 
(all brown) 
from the Yorktown 
line of 38 
in-stock styles 
This cool, punched shoe, or any shoe in the 


Yorktown line, packs a wallop for style and 


YORKTOWN SHOES 


Yorktown shoes deliver the value men demand are advertised in 


today ... at prices men will pay today! LIFE 


quality fhat makes men sit up and take notice. 






Ww 
j it Shoe Co- * 
Yorktown Shoes, i oa IN STOCK - to retail for $7.95 - $1 0.95 
817-821 So. Los ee san Francisee 
505 Mission write for catalog or for salesman to call 


san suerte Bide Peron: O78" GARDINER SHOE CO., Inc. 


[At once shipment %© - ‘and Philippine Wetonds- FACTORY AND IN-STOCK DEPARTMENT, GARDINER, MAINE. 
Boston Office: 210 Lincoln St., Tel. Liberty 2-7960 
New York Office: 280 Lafayette St., Tel. WOrth 4-8045 
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GERBERICH 


OR obvious reasons of economy parents have always wanted 

long wearing shoes for their boys. Now youngsters themselves 
want footwear that is "RUGGED." Both find exactly what per ee 
they're looking for in GERBERICHS; parents in their durable i 
Quality, kids in their hefty smartness. 


Vital too, for the foot health of the lads who wear them is the 
fact that GERBERICHS are just as good and healthful as they 
are good-looking; they're made with GERBERICH'S famous 
know-how and attention to shoemaking details from the best 
materials available over carefully selected lasts. 












MOUNT JOY PENNSYLVANIA 


7 Offices: New York, Marbridge Building, Room 405. 

Los Angeles, 219 West 7th Street, Haas Building, 

‘ - Room 919 © Phila., Lafayette Building, Room 1025 

AYNE Ee 4 0 MOUNT JOY, 

Tl ¢ | § PENNSYLVANIA 
28 
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KEEP YOUR EVE ow DOUGLAS 















More people are watching the New Douglas Advanced Styles . . . more 
people buy Douglas Shoes . . . wear them and like them. This in itself means 
more business for DOUGLAS DEALERS .. . but just as important is the 
public recognition of the best-known trade mark in shoes . . . a fact well to 
consider for profitable shoe merchandising. 


STYLE NO. 2387 STYLE NO. 2389 STYLE NO. 2375 





There is more business with the New DOUGLAS STYLES 
There is more profit with the New DOUGLAS In-Stock Service 


There is more satisfaction in “America’s Best-Known Shoes’ 


Douglas Shoes 


W. L. DOUGLAS @SHOE CO.,BROCKTON 15, MASS. 


New York Offices, 508 Marbridge Building, New York 1, N. Y. 
West Coast Offices, 401 Haas Building, Los Angeles 14, Calif. 














When the Box Is Opened... 


Does the Finish Help the Sale? 


WMTED 
rises 


PRODUCTS OF 
B B CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS © HEELS © EDGES 


HIGHLY competitive selling conditions require that you 
give your shoes every advantage. Match the style and fit 
of your shoes with a finish that does them justice — a 
finish that appears as smart in the retail shop as when it 
left your packing room. 

Time takes a toll of finishes unless formulas are cor- 
rect for every run of leathers. Periodic checks by the 
United Finishing Specialist help you provide the perfec- 
tion of finish your customers appreciate and expect. If 
you have a finishing problem... or want to improve 


your finishes ... phone for a United Finishing Specialist. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, 


MASSACHUSETTS 


nom unten 





oe hill rLoar YET. TOUGH FOR MILES MORE 
" ie WE. AR 
e asking - roi Soles Have Built Outstandi 
| e feon “ alee for the NATION’S ane ere 
ANUFACTURERS ... for ll Consecutive Youre! 




















5 ia mis Filling Station Attendant ° Wa soie Farmer calls Vul- Cork “A Farm 


“The Vul-Cork So le does not soak up oil as Pephose Vul-Cork Soles are really @ farm 
other soles do, 7. wear and stand up better sole, they weat farther than any sole I’ve ever 
than any sole I’ve ever used. They keep their worn, they grip on roofs and climbing so you 
shape well too — don’t bulge or get ragged.” don’t slip, they're really water-proof, and the 
farm acids that ruin other soles don’t seem to 
Says a Large Express Company ° affect Vul-C orks the slightest, and I never had 
“The employees using Vul-Cork Soles report that anything on my feet so good to keep out cold 
they have proven valuable as & protection and heat.” 
against sliding and slipping on car doorsills, wet 4 Milkman Praises Vul- Cork Insul- 
cement, modern platforms and car floors.’ : 
ation * “! deliver milk for the..---- Milk 


Co., and 1 was out in all kinds of weather: ‘They 
are the best soles 1 ever wore for ean in 
winter and for being cool in summer.” 


Re At About Comfortan: Airline Company 
“ae 


"se AnElectrical Manufoc re aki —— rs 
0 Pull His Punches in Speaking 
“They are the best non-skid soles we evet “had.” 


~ About Wearing oe a Rail- Yas says° « __. chief praise for the soles is that 

road Come say e “These soles are they are not soft and springy as crepe, and yet 

very good, lasting th cogrl longer than ordi- they are easier on the feet.” 

nary soles under the same working conditions.’ (cs. A Coke Manufacturing Firm Adds 
‘Flexible... -- —— easy on our feet and 


Specify whether i 

2 er 

in Work Shoes, aay 
Shoes, Men’s or 
Women’s Sport 


shock absorbing.” 


Vul-Cork 


IF IT ISN'T LABE 
LED VUL-CO 
WITH RK... IT 
VUL-CORK'S UNIQUE “FLOATI ws nie — PROCESSED 


ure w ho fe V ul- tyles. 


LOOK FOR THIS LABEL 


























CAMBRIDGE RUBBER COMPANY -: 


NEW CAMBRIDG: 
E STYLES ON 
DISPLAY — ROO 
April 15 MS 611-612, HOTEL NEW YORKER — POPULA’ 
si R PRICE SHOE 
SHOW, MAY 
23-26 


of CAMBRIOGE 
MASSACHUSE 


») eee 





Yor lhe Seid Done... TALLER 
SHOES THAT MAKE MEN 


- yel look EXACTLY “Ke 
the shoes they 1e 


NOU wearing 
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NEW MIRACLE 


ELEVATORS 


WILL DOUBLE and TRIPLE SALES of HEIGHT-INCREASING SHOES 
Watch shoe volume climb the minute you stock the NEW MIRACLE 
“ELEVATORS”! From then on in, you'll be on the receiving end of sales \, 
increases from 2 new vast markets. (1) Men who wanted to be taller, but ~ 
did not believe that height-increasing shoes could look exactly like 

regular shoes. (2) Men who come in for regular shoes, and can be sold 

on the advantages of being taller in shoes that look exactly the same. 





THE ORIGINAL AND GENUINE 


ELEVATORS” 


NEIGHT-INCREASING SHOES 
“YOUR PERSONAL PEDESTAL” 
* TRADE MARK OF STONE-TARLOW CO., INC. 











“ELEVATORS” featured on these 
COAST TO COAST 
RADIO PARTICIPATION SHOWS 


And when you team these NEW MIRACLE “ELEVATORS” with those Kay Kyser's “College of Fun 
phenomenally successful almost-2-inches-T aller “ELEVATORS,” you’ve and Knowledge" 

got a prize-winning, profit-producing combination. For now you can “Breakfast In Hollywood” 
offer your customers their choice of heights.To this tremendous sales Miealias Me Seated” 


appeal,add “ELEVATORS” National Advertising in leading magazines; “Golden Hope Chest” 
Coast to Coast radio participation; outstanding promotional material 
... and you have the full story of why the NEW MIRACLE 
“ELEVATORS” will be another gold mine of new business for you. 


“Queen for a Day” 
“Hint Hunt" 


“What's the Name of that 
Song?” 


STONE-TARLOW CO., INC. * BROCKTON 68, MASS. 


The Original and Genuine “ELEVATORS” Manufactured in U.S. exclusively by Stone-Tarlow Co., Inc., Brockton, Mass., 





‘and, under its authority, in Canada by MacFarlane-Lefaivre, Ltd., Montreal 
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TO RE TAIL 
95 to 895 


W STYLES SLIGHTLY HIGHER 


NATURAL BRIDGE 
CASUALS 


6% 


NATURAL BRIDGE SHOEMAKERS Division of Craddock-Terry Shoe Corp., Lynchburg, Va. bs 


April 15, 1949 














FITTED WITH STIUIGOR: 











You can now produce new versions of 
booties and high-footwear with greatly in- 
creased consumer appeal. by 

fitting them with SHUGOR. Truly 

a practicalizer of high-style shoes 
because of the excellent fit it 

affords, SHUGOR attracts con- 
sumer interest and acceptance of 

these smart styles. Its comfort- 
and-fitting qualities always do 

more for a shoe than you 

expect. SHUGOR does not 

disappoint. 


THOMAS TAYLOR & SONS 


INCORPORATED 
HUDSON, MASSACHUSETTS 


COPR. 1949 THOMAS TAYLOR & SONS, INC. 
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RURAL AREA: 
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depend on flex step for sly {EP 


HOLLY 
White Electrostatic Suede* 

Also Black, 

21/8 and 17/8 heels 

Also Blue, 21/8 heel only. 

Also regulor ankle strap quarter 
in white and black, 21/8 heel. 


M width 


y hg 


Black and Bive, immediate delivery. 
White, delivery about May Ist. 





HEATHER 


WHITE LINEN, MULTI EMBROIDERY 
ON VAMP. Also wheat linen, multi 
embroidery on vamp. Both also 
available in regular one-strap quarter. 
Also pastel blue and pastel pink with 
multi embroidery on vamp. 

THESE SHOES ALSO AVAILABLE IN 
COMBINATIONS OF NATURAL STRAW, 


M width 


Immediate Delivery 


Pedlors> 


BY FLEX STEP 





FLEX STEP SHOE CORPORATION 


Krischer Rogers & Fischer 
Women’s Dress, Sport & Casual Shoes 
20 N. FOURTH ST. ¢ PHILADELPHIA 6, PA. 


April 15, 1949 35 
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Yn, another style-right casual ns 
design ... this time by Al Lewis. 8 E: 
Notice Arrabuk’s ease of shaping without 3 
cracking. In using suede-like Arrabuk, 
you'll discover it’s waterproof, 
washable . . . cuts without waste, wears longer. 
No wonder... Arrabuk’s had over 20 
years in the “popular-price” field. 
Write for details. 


OOD RUBBER COMPANY, Watertown, Mass. 
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STYLE 265 
Stacy-Adams Envoy Last 


This STACY-Flex Style joins STACY-ADAMS 
@—  =—— IN-STOCK DEPARTMENT 


_———a CRY \ 
STACY ZEN SIZE-UP WEEKLY from 30 Famous STACY- 


ANst ANT 


a — ADAMS Styles — famous for their remarkably 
BON ee 

Illustrating STACY-Flex Style 265 consistent repeat-business demand — In-Stock for 

. .. . the firsts STACY-Flex style ‘i 4 . * 

available from IN-STOCK. STACY- immediate shipment. * 

Flex process eliminates painful 

breaking-in . . . I hape- 

SS ae a eee es Send for new IN-STOCK Catalog 


*Style 265 retails profitably for B 
$22.50 . . . will be In-Stock begin- : Y y Z , , 
ning April 15. 


s FORGOTT,, 


Watch for announcement of more £ Oo E I 
new STACY-Flex Styles from In- N G AFTER PRI Cc 
Stock. 


STACY-ADAMS COMPANY e BROCKTON 62, MASSACHUSETTS 


April 15, 1949 37 











King Kid . . . enjoying a well-earned Results count! Kidskin has gained 





reputation for lustrous beauty, perfect exciting heights in the estimation of 


adaptability and enduring quality ... all who direct the destinies of leather 


is universally acknowledged the pre- . .. from designers down to women 


eminent name in Kidskin. who follow the dictates of fashion. 


KING KID is now tanned in C-O-L-O-R. In women’s 
weight — Brown and Blue. Men's weight — Brown 


William AMER Compan yf 


PHILADELPHIA, PA. ESTABLISHED 1832 


BLACK GLAZED + BLACK SATIN - COLORED KID 
BLACK SUEDE + GARMENT LEATHER 
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Normal arch health shoes 








Two-Buckle Strap for children, 
Style 5617. Offered in patent, 
‘ red, or blue. 





Authentic style, correct fit, rugged wearing 
qualities—these are hallmarks of Fleet-Air 
fine Goodyear Welts for children. We've fea- 
tured all three since 1903. Write for facts on 
the Fleet-Air Authorized Dealer franchise. 











BOSTON SALES OFFICE...83 LINCOLN STREET 


April 15, 1949 39 





VE 
SETS NEW STANDARDS OF VA LUE! 


LOT LL ITT Ata, 





Air-cushioned shock-proof heel and instep 
One piece Cork Cushion for foot comfort 


When you're promoting 

VALUES like these AIR-O-MAGIC styles, 
sales come easier ...in these times or 

any time! Nobody puts more into 

a feature-packed shoe than we do; no wonder 
stores find a preference for AIR-O-MAGICS 
in the $8.95 and $9.95 price range! YOU, 
too, can share the benefits of this 
outstanding line. If you do not have our 
latest catalog, send for your copy 

today. Do it NOW! 


alin 


THERE'S, MAGIC IN 


MARION SHOE DIVISION 
309 W. 2nd Street, Marion, Indiana 
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Heve’s the shoe you've wanted for 
a long time — the 49er! Virtually 
so soft, ‘so. supple, so extremely 
light in weight. Yet a long-wearing 
shoe betause sole and wedge heel 
are finest American crepe obtain- 
able! Upper leather is of unlined 
weight (4 oz.) crockless back. In 


> : = | = { — - = ai a 
a5 . & 
black, brown calfskin; red, green, 
natural, white elk — 6 fashion- 
right colors for fast selling! Order 


= today — in-stock service! 
with the 


$4." 


(5% discount allowed on pur- 


GODMAN A | g) » chases of 360 pairs or more) 
er @ 


’ 
F 
r 
: 


CLL LOREEN 


creation by Godman 


THE H. C, CODMAN COMPANY ® COLUMBUS 16, OHIO 


April 15, !949 

















Not any more, 
if the shoes that spoiled her 
glamour get-up came from you. 


A broken off heel is annoying to say the least. It means 
a dissatisfied customer —a black mark against the store 
which sold the shoe. It can even cause a serious accident. 
That’s why so many manufacturers protect their cus- 
tomers by attaching their heels with the Compo Wood 
Heel Screw Inserter. 
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Wood Heel Screw Inserting Machine 


inserts a permanent wood screw into the heel of a shoe in one simple, quick 
operation while the shoe is still on the last. The manufacturer who uses this 
machine has taken every precaution to avoid the possibility of heels breaking off. 














Algy Shoes, Inc., Everett, Mass. 

Allied Novelty Shoe Corp., Springvale, Me. 
(American Girl) 

Andrew Geller, Brooklyn, N. Y. 

Bickford Shoes Inc., Jamaica Plain, Mass. 

Bourbeuse Shoe Co., Union, Mo. 
(Glamour Deb) 

Boyd-Welsh, Inc., St. Louis, Mo. 

Braver Bros. Shoe Co., St. Louis, Mo. 
(Paradise Shoes) 

Clark Shoe Co., Auburn, Me. 

Deb Shoe Co. Inc., Owensville, Mo. 

Delbey Shoe Co. Inc., Haverhill, Mass. 

Derman Shoe Co., Milford, Mass. 

Elco Shoe Co., Boston, Mass. 

Fairbend, Richard, & Sons, Inc., Lynn, Mass. 

Fashion-Bilt Shoe Co., Inc., Pontiac, Hil. 

Fisher Shoe Co., Hudson, Mass. 

General Shoe Corp., Nashville, Tenn. 
(Model Plant) 


April 15, 1949 









Gerber Shoe Co., Lawrence, Mass. 

Gold Seal Shoe Corp., Boston, Mass. 
A. S. Beck 

Hamilton Shoe Co., St. Louis, Mo. 
“Penaljo” 

Jerry Shoe Mfg. Co., The, Boston, Mass. 

Johansen Bros. Shoe Co. Inc., St. Louis, Mo. 
“Johansen” 

LaValle, Inc., New York, N. Y. 

Lester Shoe Co., Chelsea, Mass. 

Lown Shoes Inc., Auburn, Me. 
“Troylings” 

Maybury Shoe Co., Rochester, N. H. 

Meis, Chas., Shoe Mfg. Co., The 
Lebanon, Ohio 

Melori Shoe Corp., Boston, Mass. 
Toni Drake 

Mutual Shoe Co., Mariboro, Mass. 
Foot Fiairs 

Palizzio Inc., New York, N. Y. 


Safety is only one of the important reasons why manufacturers are installing 
Compo Wood Heel Screw Inserting Machines. They increase the efficiency of the 
heeling operation, increase output per operator (average production 1,400 pairs 
per eight hour day), lessen operator fatigue, and, of course, reduce cost per pair 
of shoes produced. This efficient new machine uses Phillips Head wood screws, 
> and no separate drilling is required. 


Consult a Compo agent or salesman for full details about the Compo Wood 
Heel Screw Inserting Machine and its installation. We shall be glad to put you 
in touch with one of these men. 


COMPO SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


@eeoevvveeveeeeeeeeeeeeeeveeeeeeeeeeeeeeeeeeeeeeee 


List of Manufacturers who use the Wood Heel Screw Inserting Machine 


Pearl Preview Shoe Co., Philadelphia, Pa. 
“Martinique” 

Pincus & Tobias, Inc., New York, N. Y. 
“Urbanites” 

Rondeau, H. O., Shoe Co., Inc. 
Farmington, N. H. 

Selwyn Shoe Mfg. Corp., Boonville, Mo. 
“Jolene” 

Shapiro Bros. Shoe Co., Inc., Auburn, Me. 

Tupper Shoes, Inc., New York, N. Y. 


Foreign Accounts 


Clark, C. & J., Ltd., Somerset, England 
Edworks, Ltd., Port Elizabeth, So. Africa 
Fretz & Co.— A. G., Aarau, Switzerland 

R. Guegon, Paris, France 

Halliday, John, & Son Ltd., Dundalk, ireland 
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WAIT... 


you see 


er 





It’s the NEW LaCrosse Eskimo Boot . . . new from cuff to tip— 
incorporating features long sought for in this type of Boot. 
Your LaCrosse Salesman is now showing the 1949 Eskimo Boot. 


Better hold off ’til you see it! 


LACROSSE RUBBER MILLS COMPANY 


: Comes Fi 
> Kae 
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THE VALUE SHOE 


SP, 10” 


A FEW STYLES 
SLIGHTLY HIGHER 


AMERICAN GENTLEMAN DIVISION Craddock-Terry Shoe Corp. Lynchburg, Virginia 


April 15, 1949 








45 














Ehrow SNE... 


Yin FIRST PLACE IN VALUE 


Steadily increasing public acceptance, and stepped up 
factory production of quality footwear for men, women, 


and children made possible our new low price policy .. . 





proving again, that experienced shoemaking skill (we’ve 


been at it well past half a century) — plus fashion-wise 


designing are bound to win good business. 








5910 — Cl. 
ewht-inch 
Wellingro: 


Full leathe 
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New Market for Extra Sales—Leatherneck boots—A Jarman 









original style idea that opens up an entirely new market 
for men’s shoe retailers. Every man is a prospect 


because these are boots like you’ve never seen before! 






5909 — larman's 
original, exclusive, 
eight-inch-high 
‘cuff’ design. Full 


> 1 
aut leather lined. 


- 
: - 
. = 
*sensecenee* 





More Volume — Extra Profits — Wherever shown, Jarman 





“Leatherneck” Boots have created a sensation among 
young men of all ages. One retailer said, “It promises 
to be the biggest style hit and business builder 
the men’s shoe industry has ever known!” 


5910 — Classic 
ht-inch Halt- 
Wellingron design. 





Full leather lined. 





Original and authentic Jarman “Leatherneck” Boots 





















$ 

4 ore stirring up more talk than the Pyramid Club, and 

‘ the exciting story of volume sales and extra profits is 

¥ 

5 spreading across the country just as fast! Jarman has done 

5 4906 —The campus 
5 it again, and the three boots you see on this page are just the crowd named 

i) this new six-inch 
i beginning. There’s a whole galaxy of different leather and color Jarman boot the 
Se “Shorty.” 

4 combinations available in “Leatherneck” Boots—-to retoil j= # ###§ “3G -hanaass ron 

; at $9.95 and up. For quick extra sales, added profits 

: : : ° More Traffic — More Prestige — Jarman “Leatherneck” Boots 

5 and valuable style prestige, send your order in — 

; have started a style fad that’s sweeping across the nation. 

; now for early delivery. : , ; : 

} Get in on this now and reap the benefits — more traffic, 

: : ; 

| JARMAN SHOE CO + DIV. GENERAL SHOE CORP + NASHVILLE, TENN. style prestige, more sales, more profits! 






















GOOD "Bh SGte 


That’s why Gallun’s Cretan Calf 
is the leather that sells your shoes 


Cretan Calf is a great favorite with custom bootmakers. They 
know that the warm gleam and the rich, deep colors of this beaut- 
ful vegetable tannage lend an added air of distinction to expert 
craftsmanship. Moreover, the beauty of this aristocratic leather is 
further enhanced by the effects of clean punching and pinking. 
Besides being unsurpassed in tasteful appearance, shoes made 
~s from Cretan Calf are luxuriously soft and comfortable. For Cretan 
Calf, like all the famous Gallun vegetable tannages, is glove-soft 
at the first wearing. This velvety softness is retained throughout 
the life of the shoe — despite repeated wettings and dryings. 
Capitalize on the beauty and comfort that is inherent in all 
Gallun vegetable tannages. You build a loyal following of dis- 
criminating customers — the kind of customers who put extra 
profits in your register. Be sure to check the Gallun numbers 
when you make up your orders to leading manufacturers. .. . 
, A. F. Gallun & Sons Corporation, Tanners, Milwaukee, Wisconsin 






smooth, but not glazed 


ONE OF THE FAMOUS CALLUN VEGETABLE TANNAGES 


“a Norwegian Calf 
hond-boorded grain 


Normandie Calf 
hand-boorded, glozed ¥F 

















TAGGED FOR 





Special attention . . . to the little details . . . 
to eye-and-style appeal . . . everything that 
goes into complete shoe satisfaction. That’s 
what tags Miracle-Tread—and Miracle-Tread 
Casuals—as today’s up and coming leaders 
in the “value-wise” field. 


TO RETAIL PROFITABLY 


6B 78 Miracle -lread / 


et i 








SMART SHOES FOR GRACEFUL POISE } 


se 





MIRACLE-TREAD DIVISION 
Craddock-Terry Shoe Corporation Lynchburg, Virginia 


April 15, 1949 Pr) 



























@ Men want variety in their shoes — just as 
they want a change of scenery in the other 
items of their wardrobe. That’s why the 

new BRUSHED originals by Portage 
are a sure bet to step up your sales! 
> The PREP is a handsomely-styled 
J combination of BRUSHED and 
rich, smooth leathers—just one 
of many new models in the 
super-smart Portage line-up. 
Give your customers more 
styles to choose from—so 
they can buy that all- 
important second pair! 






NATIONALLY ADVERTISED IN 
COLLIER’S, ESQUIRE, and TRUE 


PORTAGE SHOE MFG. CO. (Division of Weyenberg Shoe Mfg. Co.) Milwaukee 1, Wis. 
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@ Carr- Fulflex% 





Topay’s woman is 
demanding comfort to match 
the style in her shoe. And 
that’s where FULFLEX 
Quality Elastic Thread and 
Yarn comes in—right where 
the shoe pinches! Shoe gor- 
ing of _FULFLEX — be- 
cause of its long life, uniform 
tension and two-way stretch 
—makes the shoe fit easier, 
sell easier, and brings her 
back for more of the same. 


And isn’t this what you'll 
want—and need—when the 
Pinch is on? 





BRISTOL, RHODE ISLAND oy 


QUALITY 





ELASTIC 





























































































































































































































































































































Rajah _ Solaire, 
Lightest! Toughest! 
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Smartest! The Finest 




































































ALFRED 
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G US. PAT. OFF. Founded 1837 
Fine Soles for Fine Shoes 
HALE RUBBER COMPANY NORTH QUINCY 71 MA S 





HLTH 


Hot style fer hol wealher!... 


and for sales during 
the heat-wave season. It’s another 


“in stock” style, #544, hand-woven, 


in a rich, old-gold shade and hand- 


stained. What’s more, it’s nationally 
advertised in Holiday and 


Time in April, May and June. 


E. T. WRIGHT & COMPANY, Inc., Rockland, Mass. 


April 15, 1949 


53 








BE RIGHT FROM THE START 


" AMALGAMATE 


Te the thought and planning with which you detail your Fall patterns, add 
the further precaution of specifying Amalgamated Coordinated Colors . . . 
the COLORS that sell SHOES and ACCESSORIES. All the care you take in 
detailing a perfect pattern and scheduling it in a practical and profitable 
size run is to no avail if the color of the leathers from which it is made is wrong. 


When your customer tries on that pattern detailed in Amalgamated Leather, 
she will like it instantly because it will be Color-correct as well as Fashion-right. 
And when she accessorizes it she'll find handbags and belts in exactly the 
same colors and cast of color because every skin Amalgamated ships to 
SHOE and FASHION ACCESSORY Manufacturers adheres as closely as pos- 
sible to the COLORS selected by the Joint Color Committees and are pro- 
moted only under the names designated by the Committees. 





That is why manufacturers and retailers say, “Amalgamated makes the 
COORDINATED COLORS*, in CHARMOOZ, GLAZED KID and GENUINE 
EXPERT LABORATORY CONTROL REPTILES, that sell shoes and accessories profitably.” 


*Also Kid Linings in contrasting shades. 


















CUTTING PERFECTION 


PROFITS AT THE 
FITTING STOOL 






AMALGAMATED 
LEATHER COMPANIES, INC. wumncron 99 


DELAWARE 
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These are the | Van S 


HAND TURNED 


‘lippers4 


that will appear in Father’s Day 

















advertisements in..... - 
SATURDAY EVENING POST JUNE11 ie 
LIFE JUNE 6 ae 
ESQUIRE JULY ISSUE 


reaching 49,900,315 sons and daughters, more or less 


’e tell "em Evans Slippers are always the greatest 

ift in the world for a man. Now you tell ’em they 
can get this wonderful gift from you. Use the free 
dvertising material that’s available. Be sure you have 
one or more of these styles to display. If you haven't 
the new mat sheet, write for it today. It will help you 


make Father’s Day business a real bonanza. 


L. B. EVANS’ SON COMPANY 
Wakefield, Massachusetts 












~ helps SELL SHOES 


giving comfort to wearers 


Of course, styling is important—but so is comfort—and the com- 
bination of comfort with style is the quickest and easiest way to 
satisfy your customers and bring them back for other shoes. 













That is why shoes made with OZITE Platform Feit sell more 
easily—give greater pleasure—and secure repeat business. 


OZITE Cushions the Foet—Gives a springy feeling to walking 
that delights wearers and reduces fatigue. It is light in weight and 
eases every step. 


Allows the Foot to Breathe— Keeps feet cool and comfortable 
at all times. Millions of tiny air cells permit free circulation 
of air to reduce perspiration and burning, and provide greater 
wearing pleasure. 


insulates the Foot — Protects against both heat and cold. It 
is a most efficient insulator against all weathers and temperatures. 


For Sales Volume look to shoes made with OZITE Platform Felt 
Write for Complete Tuformation 
AMERICAN HAIR & FELT COMPANY 


DEPT. F-94 MERCHANDISE MART, CHICAGO 54, ILLINOIS 
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Women of taste and discrimination rely on 
Hit anp Date shoes for 


> Fashion Importance 
> Fine Craftsmanship 
> Luxurious Feel of Quality Fit 


Fine stores rely on Hitt anv Da te shoes for 


> Sound Value 

>» Merchandise Appeal 

> Prestige yet Basic Business The new Fall line 
on display at the 
Vanderbilt Hotel, 

New York, May 1 to 5. 


DIXON-BARTLETT CO. 
Baltimore 24, Maryland 
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Eye interest in a shoe starts at the toe ... that’s why the Celastic 
box toe is important in shoemaking and shoe merchandising. 
The maker of shoes likes its “lastability”, the light and durable 
construction—the seller of shoes admires the trim interpretation 


of last style. For the wearer there is always the pleasure of 





enduring toe lines, the comfort of wrinkle-free toe linings. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. --ensent- howpemttemact 
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black, brown, blue, grey, green 
copper ruffy with crepe sole; 





Brown and red smooth with 
Panolene sole. Retails for $6.95. 


Ne ae 
: Kx 
Ly STRUTTER 
: Smart moccasin-type 
step-in, hand laced vamp. 
Comes in brown, red, biack 
smooth and black and brown 


ruffy. AAA to C widths, sizes 4 
to 9. Retails for $6.95. 


















Golo has done it again with a line of casual beauties 
bound for success on campus or City streets . . . sure 
standouts at a low-retailing $6.95 and $7.95. Active 
young feet will take to the easy-walking comfort of 
Golos like STRUTTER ... ROBIN... YAWL... 
combining classic beauty with Goodyear welt fit 
and wear. 










ROBIN 


Chic cross-strap sandal 
with new wing back. Avail- 
able in black, red, brown 
smooth and black, grey, biue, 
green, copper ruffy. AAA to 
C widths, sizes 4 to 9. Retasls 
for $6.95. 





There's a “reason why” our production has been kept 
at top speed for the past 12 months! Golo of Dunmore 
has simply proved to dealers everywhere that it is the 


fastest selling . . . steadiest profit winning line of 

Famous built-in quality fea- 

; tured in 20 fast-selling styles, 

harvest on Golo of Dunmore’s crop of Fall favorites! all superb Goodyear welts 
with channelled flexible 
leather insoles. 


casuals in the country. You're sure to reap a golden 


alo OF DUNMORE «¢ Division of Golo Footwear Corp. 


FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. 





April 15, 1949 59 





~orp. Austin Snow 


- 


+ S. Beck Beriand Shoe Stores ba. 


.te’s Boston Store, Milwaukee Brasley-Cole Shoe 

















k annon Shoe Co. H. Childs & Co. The Dan Cohen Co. Co. 
the ey to the fersie Stores W. L. Douglas Shoe Co. \T. Eaton Co. E\ 
Stores, Inc. Edward Shoe Stores Elder & Johnson Co. Endi\ 
shason Corp. Entroth Shoe Co. Epko Shoes: The Fair, Chicage femo: 
Dept. Store Fashion Bootery, Seattle Fashion-Thimble Shoe Co. Feltmc; 
Curme Filene’s Florsheim Shoe Stores Gallenkamp Stores c 
Gertz, Inc. A. H. Geuting Co. Gilchrist Co. Gimbel Bros., New Y« 
ladelphia, Pittsburgh, Milwaukee Gladdings Inc. Goldbiatt * 
Grant Co. Graham Brown Shoe Harvey Shoe Co. Lewis H- 
The Hecht Co. Hens & Kelly Inc. Hess Bros. H’ 
Co. Hutzler Bros. International Shoe Co 
hes Store. $. Kann Sons Co. Kor! 
eo. E. Keith Co. G. R. Kinney Co. 
Kresge’s, Newark Krohngold Shoe C 
Co. F. & R. Lazarus Lee’s Shoe Store 
felix Lillienthal & Co. Lord & Taylor 
+ Co. R. H. Macy Co. Maling Bros. Marshc 
Baltimore, Cleveland Melville Shoe Corp. i 
aces Inc. 1. Miller Miller-Jones Co. Montgor 


Your key to the Fall buying power of the ee ee ee ee 
nation’s shoe industry is the Popular Price 
Shoe Show of America. Here is where the 1 Collins Lovis Ostrov Shoe Co. O'Connor & 
“SG 2" & volume-priced shoes will ‘be Park Brannock Pizitz Dry Goods Co Polloc 
concentrated from May 23rd to 26th. é 


Niles Shoes Nobil Shoe Co. James A. Ogilvy’s Li 


D. W. Read Regal Shoe Co. Reliable Shoe Stores Ri 


thers Royal Shoe Market Inc. Saks-34th St. Sattler’s 


RETAILERS: Your Fall profits start at the 
PPSSA! Write for hotel accommodations :« & Co. Senack Shoe Co. Shoe Corp. of America Siegel 


wow to PPSSA, 51 East 42nd St., N. Y. 17. Siff Simco Shoes Robert Simpson Co., Toronto .S. & J. Si 


, = & Co. Spencer Shoe Co. Spiegel, Inc. Stenchever’s Stanley 
MANUFACTURERS: The nation’s top 
firms have already signed for more than 
807% of the available space. Act immediately ons- Thotheimer Bros. Thrift Shoe Stores Tradehome Shoe Si 
to secure exhibit room. Write for zpplication 
: le Shoe Co. Uncle Sam’s Shoes United Shoe Co. - Walk-C 
to PPSSA, 210 Lincoln St., Boston 11, Mass. = 7 


4 Stern Bros. Stix, Baer & Fuller Stone's Shoe Stores Wm. 1 


*This list represents less than 5% of the top-ranking 
tetoilers actually registered at the last PPSSA. 


Hotels New Yorker and McAlpin —May 23 to 26 
Popular Price Shoe Show of America 





Sponsored Jointly by: National Association of Shoe Chain Stores... New England Shoe and Leather Association 


*92% of all shoes sold in U.S.A. will retail under $10 in 1949 
according to estimates by U.S. Department of Commerce. 
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x» *« for open shoes 


~ * * for open weather 


The more open a shoe, the greater must be its inherent strength, 
to stand up under wear, and satisfy the wearer. Open patterns 
develop readily in always-dependable calfskin —,and Rosebay 
Willow Calf will come out in the open this Spring, more than 


in any previous season. 


AMERICAN HIDE and 


LEATHER COMPANY 
BOSTON — MASSACHUSETTS 
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In Channel Cementing, too, 


there’s an Adhesive that’s 


& 
made for your operations ! 
———— Whatever your needs for 
———aN Es efficient general shoemak- 


ing cements, look to your 
For your Making Room ... here are three United sales representative for helpful 
adhesives for Channel Cementing to meet _counsel and a dependable source of supply. 
varied requirements—and meet them well! Ask him for your copy a 
® Be Be Bond (SOLVENT) 510—This medium. Of “6 Adhesives”, an 


fast drying cement made with smoked sheet easy-to-read, 8-page bro- 
rubber meets the requirements for leather chure of facts on dozens 
soles. It may be applied by hand or machine. of high quality adhe- 
® Be Be Bond (SOLVENT) S-737—A neoprene gives for shoemaking. 


cement for leather sole channels having out- 
standing bond and tack. 


































® Be Be Bond (SOLVENT) L-8 — This white crepe Be Be Bon ° 
rubber cement for rubber sole channels is light 
in body, tacky and dries fast with a very strong Be Be Tex Cements 
one. Products of B B Chemical Co. 








UNITED SHOE MACHINERY CORPORATION ° BOSTON, MASSACHUSETTS 
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PERFECT FIT? 





...a very important feature of FRANKEL’S Plastic Shoe Forms 


WOMEN'S 
HIGH HEEL 





CHILDREN'S Plastic 
Shoe Display Forms 


SENSATIONALLY LOW PRICED! 


site QHZ. a 05 =» 715 


Frankel's Juniorettes,* newest addition to the Frankel family, the 
finest children's shoe forms ever made. Form up all your children's 


Only a Frankel Shoe Display Form provides 
such PERFECT-FITTING quality! It HUGS THE 
HEEL SEAT, and MOULDS the shoe fo its cor- 
rect last, insuring flattering fit for all your 
display shoes. Wonderful for high ankle 
straps! Sensationally low priced! 


tops at no extra cost. 


Women’s high, low or 
medium heels. Paint- 
ed toes and closed 
ERENT 


PAIR 





display shoes, of amazingly low cost. Send for a sample order today. INFANTS’, SIZE 7, 95¢ PR. 


SUR BRE BK Ree HS Ow we ee Em mm 
fF RAN q = L .\ PLAST 1 [ oh FRANKEL PLASTIC CORP., 493 7th Ave., New York 18 
Please ship .. prs. Forms, Net, F.0.B. N. Y. 


World's Largest Makers of Plastic Shoe Display Forms 


Division of Frankel Display Fixture Co. — Established 1888 


- 493 Seventh Ave., New York 18, N.Y. 


Jack D. Shenker, Sales Manager, Shoe Display Form Division 
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Staats prs. Wom., Fiat. ..... prs. size 7, Infants’. 
5 ae prs. Wom., High. .... prs. size 10, Child's. 
~aaaes prs. Wom, Medium. .. prs. size 13, Miss’. 
Store Name 

Address 

City and State 
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in the leading leathers, 
and fabrics 





SHU-MATES are the ideal 
companions for today’s smartest shoes! Coupled with the 
newest shoe styles, colors and materials . . . tops in value 
and workmanship . . . SHU-MATES are perfect for 
combination sales! Nationally advertised, 
nationally admired, SHU-MATES are the sure-fire, 
SHUR-TITE way to bigger sales and better customer satisfaction! 


BROTHERS MFG. CO. (NC, samme. see 


10 West 33rd Street, New York 1,N. Y. 
607 South Hill Street, Los Angeles 14, Cal. 
36 South State Street, Chicago 3, Illinois 


See the new line of SHU-MATES now in the GOLDSMITH BROS. showrooms... . 
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Amenica’ 











It’s a sparkling wine with 
a deep, rich glow ...a 
wonder color for costume 
shoes. Ready now for im- 
mediate shipment. Send for 


samples of this authentic 
fashion shade, Wine #196, 
in pliant Colonial Patent. 


REST PATENT LEATHER 




















For SMOOTH Going 
USE OUR 






SicWalte 


SHOE. *nstoxx SERVICE 


Keep inventories under efficient control with 

i aes Sir Walter . . . the fast moving, well-balanced line 

—n Papeete eee. that offers the wide-awake mass market a truly 
outstanding value. Order today—let repeat sales 


OFF to SGF ; —— * > Ss roll your way! 

















TO RETAIL 





_— ALSO MAKERS OF 


i LION [BRAND suoes 
. our 57 OR \ 


7 wl 
NATIONAL SHOE COMPANY Division of Craddock-Terry Shoe Corporation, Lynchburg, Va. 
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TAKE- HOLD 
SHOE BAG 


The Unique 
LADIES SHOE BAG 


Lowest Price 
ou the Market 


for a bag with Sr: 
BUILT-IN HANDLE gai 


Here’s the latest Equitable 

packaging creation that is as 

unique as an atomic reaction and your 
customer's response will be just as explosive. 
Everybody likes the Equitable Take-Hold Shoe 
Bag. Customers, retailers and manufacturers. 
Get Equitable’s low direct-from-the-mill prices 
_ on your packaging needs. A fraction of a cent 
more per transaction modernizes your shoe 
package. 


quitable 


PAPER BAG COMPANY = 


The shoes are in- 
serted vertically in the 
bog, moking a nar- 
row, compact and 
easier-to-close 
package. 


e COMPACT, EASY-TO-CARRY SIZE 


e REDUCES WRAPPING COSTS . 
QUICK AND EASY TO PACK 


e LOWEST PRICE ON MARKET FOR 
BAG WITH BUILT-IN HANDLE 


e ENCOURAGES TAKE-HOMES, 
REDUCES SENDS 


47-00 THIRTY-FIRST PLACE 


LONG ISLAND CITY 1, N.Y. 


DIRECT FROM MANUFACTURER 
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INVITATION 


These inspired themes will 


reward your visit to the Brevitt 
collections during Guild Week 
in New York, from May 2nd to 
May 5th at the Vanderbilt Hotel 


R.S.V.P. to Harriett Couplin Porteous, 
350 Fifth Avenue, New York [ 


BREVITT SHOES LIMITED OF OLD BOND STREET, MAYFAIR, LONDON 


Shoe Enquiries through Marx and Newman Company inc.. Marbridge Building, 47 West }4ch Street. 
New York 1, N_Y. 
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1611 
Boy's Zipp Oxford. 
Double- woven wool mix 
About $3 Ret. 












1620 
A Boys’ Zipp Oxford. 
- Sueded leather, fleece 
lined. About $5.50 Ret. 
Also for Men, $6 





1810 
Men’s Everett. Plaid and 
Solids. Double-woven 
wool mix. About $3 Ret. 
Also for Boys. 


PATS. NO. 1955720 AND 2168243. 
OTHER PATS. PEND. FOREIGN PATS. 















1819 
Men’s Romeo 

in Felt. Popular 
Colors. About $4 Ret. 


1850 
Men’s Zipp Boot. 
100 Percent Wool Felt 





meets tow Boot Foamtread Deluxe. 
Plaid and — —— ey 
Double-woven wool mix Pr ong hich 
ng 
About $4 Ret. Bade y 

Leather, $9 

1811 

Men’s Zipp Oxford. 

Plaid and Solids. 
Double-woven wool mix 


About $4 Ret. 


in Felt. Popular 
Colors. About $2.50 Ret. 


ALL AMERICA RELAXES ON (ublle Sole ) 
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ce 1322 


1117 i 1201 
Infants’ Zipp Boot in Felt, Child’s Zipp Boot isses’ Cordu i 
White fur collar. Pink baby Plaid Double-woven wool aaa. yer or 
Abeur's3 Ren _ “aa | ala 
About $3 Ret. 


1205 
Child’s Zipp 
Boot. Red or Bive 
Plaid Corduroy 
About $3 Ret. 


1315 
Misses’ Step-in 
Felt. Solid Colors 
and combinations. 
About $3 Ret. 


- / : ’ mn 1359 
Ne _ 1 Pee 4 Misses’ Side-Gore in 
i _Zipp ig) Corduroy. Red or Bive 
in Felt, Printed felt ’ Plaid, and Solids. 
coilar. About $2 Ret. About $3 Ret. 


WELLCO SHOE CORP. , Le .. 


. Wool Felt D’Orsay. Popular 
Waynesville, N.C. “Ct Colors. About $5 Ret. 


1756 
Ladies’ 100 Percent Wool 
Felt Foamtread DeLuxe 
Moccasin. Popular colors. 
About $5 Ret. 


1710 
Ladies’ Leisure. Felt with 
Shearling Collar. 
About $3.50 Ret. 


1718 
Ladies’ Saddle Loafer 


in Felt. P lar Colors. aii 1750 
ag “About $3 Ret. ™ — Ladies’ 100 Percent Wool 


Felt Foamtread Deluxe 
Fancy Zipp Boot. 

All Fashionable Shades 

About $4.50 Ret. 


Ladies’ Step-in in Felt. 
Popular Colors. 
About $3 Ret. 


1717 
Ladies’ Kiltie in Felt.. 

Popular Colors. 
About $3 Ret. 

Mother & Daughter 

Fur-trimmed mules. 

All fashionable 

shades of Corduroy. 

About $3 Ret. 


——— GET YOUR SHARE OF PROFITS NOW! 
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THCO 


CHICAGO 


ao oN tn boot 


Here’s the finest Storm Boot to date—completely 
lined with shearling, and with a vulcanized rub- 
ber shell and highest quality leather uppers. 

It is the first truly weather-tight, leather-topped 
boot, and it is made by an established company 
that has been building shearling lined footwear 
for over 50 years, and who originated the storm 
boot. 

For a reliable source for your requirements— 
see Athco. 

















Quality Leather 
top for comfort | 
and light weight —) } 


Water- Tight ! " 


KR Handsome 
Electrified 
Shearling Cuff 


Vulcanized ¢{— Easy to get into— 
Rubber Shell -) with heavy-duty 
zipper 
Completely 
Shearling Lined 
Made to fit for warmth 
various heights mn 
of heel Made in Black 
or Brown 


REST-RITE Quality Shearling Slippers ATHCO GOLF SHOE 


Taal mn 





These Rest-Rite Men’s and Women’s shearling lined, The first golf shoe built on an 
hard soled slippers are popular year round sellers. athletic last! Retail under $10. ri ‘A fr 


ATHLETIC SHOE COMPANY 


924 North Marshfield Avenue Chicago 22, Ill. 
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Soft-stepping soles of neoprene crepe 
repeat subtle ‘* Whole Wheat’’ hue 


These unusual casuals catch the eye wherever they 
appear . . . in store windows, in the country or on the 
street. They’re Joyce’s new ‘“‘Whole Wheat,” designed 
for comfort and built to keep their handsome trim 
lines. For they’re styled with matching soles of tough, 
springy neoprene crepe. 

Neoprene crepe can be compounded to offer an 
array of colors, from the softest high-fashion shades 
to brilliant hues. Yet it assures a durable, resilient 
wear surface that retains a sharp, neat profile in spite 
of contact with oil, grease and hot pavements. That’s 
why more and more designers are turning to Du Pont 
neoprene crepe—for profitable new styles in campus, 
casual and sports shoes. 


Tune in Du Pont “Cavalcade of America,” Monday nights—NBC coast to coast. 


DU PONT 


OU POND 


BETTER THINGS FOR BETTER LIVING 
---THROUGH CHEMISTRY 


April 15, 1949 








SMART STYLING unper THE UPPERS 


For style...color...and shape...use ogee 


NEOPRENE CREPE 





HOW WELL DO YOU KNOW 
THESE ADVANTAGES OF DU PONT NEOPRENE CREPE? 


* PERMANENT SHAPE—soles retain shape and smart appearance. 

* BRILLIANT COLORS—can be produced in almost any hue. 

* LONG SERVICE LIFE—resists oil, grease, softening, abrasion. 

* FREEDOM FROM TACKINESS—cuts down tracking and grit pickup. 
*® EXCELLENT UNIFORMITY — your assurance of dependable quality. 


Why not look into the possibilities of neoprene crepe for your line? 
It means styles that sell . . . and a sole material that builds confi- 
dence in the quality of your shoes. For more information, see your 
sole manufacturer or send in the coupon below. 





SEND FOR NEW 
FREE BOOKLET 
. (Ine.) 
= — ao 98, Del. 


**Neoprene Crepe Soles,” 
. data on 


E. 1. du Pont aa 
Rubber Chemicals Divis! 

booklet 
Please send me your new illustrated +s unusual properties - - 
ae I] information on neoprene : jor qualities. 
containing ful ® detailed description of its super 


comparative tests - - a ee 
Position ’ 


Firm 





SANDALS of Zra“WATER BUFFALO 


Tough as the water buffalo 
itself. Tanned to soft, smooth, 
foot-fitting comfort. Smartest 
sandal for Fun in the Sun. 









4661 Canary Yellow elk 
uppers, water buffalo 
insoles. 


M661 Same in Misses’ 
sizes. 


4460 Red elk uppers, 
water buffalo insoles. 


al 





Natural water buffalo 
uppers and insole with 
cushion cork wedge, long 
life rubber soles, sewn for 
extra wear. 
M660 Same in Misses’ 
sizes. 
All Sandals, 3% to 9 — $2.00 
Misses’ Sizes, 1242 to 3— $1.75 _—_ terms: Net 60 days. 

1060 White elk uppers, 


IN STOCK FOR IMMEDIATE DELIVERY water buffalo insoles. 


MO60 Same in Misses’ 


Call, Write or Wire edo § 
GRAHAM-BROWN SHOE CO. ESL 


Dallas 2, Texas 




















Complete New Line of Colorful 


t Cumin 
COWBOY BOOTS 


«New Styles +»«New Colors 


Coming fu ne of May 






See them all at the 


an’ POPULAR PRICE SHOE SHOW 
d ® Rooms 1245-1246 Hotel New Yorker 


Gene phutry COWBOY BOOTS DALLAS 
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Onco 
channeled 
insole 


Here’s a new insole development that gives the shoes you manufacture two im- 


ANNOUNCING . .... orw Glin’ cosnben- itr seeens 


FOR GOODYEAR WELT CONSTRUCTION 


portant plus features: it provides a full layer of air-celled resiliency 


and also assures comfort depth next to the foot. 


Yet—listen to this!—it doesn’t require a single extra shoe- 


making operation—and it does lower costs. 


Your standard Goodyear equipment channels and fits this insole— 


Brown Company made sure of that. Shoes require no breaking 


in... customers thrill to comfort and flexibility never before avail- 


able in genuine Goodyear Welt Channeled Construction. 


Yes, it’s another Brown Company “first” to keep you 


at the head of the sales parade. 





* 
(3) 


Onco channeled insole 
with lip set 


BROWN COMPANY'S revolutionary development in 


insole manufacture spells better business for you 


This news belongs under a “Too Good To Be True” headline! 


Onco channeled insole, 
completely fitted, 
ready for the shoe 


















Look into it—and you'll find 






Perfect uniformity of iron caliper. 
Uniform flexibility. Every fitted in- 
sole is identical. 

Exceptional strength of channeled 
rib—for accuracy and permanence 
of throw on dimensions. 

Insole rib is extra-firm, for better side 
lasting and inseam sewing operations. 
Uniformity and improvement of foot 
surface appearance—high scuff resis- 
tance for the life of the shoe. 


Will not crack, harden or be affected 
by foot operation. 
Moulds and conforms perfectly to the 


shape of thefoot as soonas the shoe is 
worn because of Onco Comfort Depth. 


BROWN COMPANY, 500 FIFTH AVENUE, NEW YORK 18, N.Y. 
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Slogginy, makes the grade Preato/ 


Vee-throat, strapped and buckled, 
No. 623 EDYTHE in supple kid suede. 











Today shoe-shoppers demand more 
for less. That’s what they get in 

the sensational Jogginettes—more 
quality, more comfort and less price. 



































Sling backed triple strapped 
Wo. 621 YOLANDA i411 in lovely kid suede. 











Graceful, advanced styling 
Fine all-over soft kid suedes 
All-leather counter pockets 
All-leather sock linings 

Oak bend finished soles 
14/8 heels... 

































---and ALL-OVER 
ECONOMY PRICE 


: 6-]” 









































No. 604 JODY New scalloped throat, 
stitched trim in soft kid suede. 


Jogginettes have crashed 
the market--to stay! 








’ No. 611 THELADY Open toe, looped ankle strapping, 
All models in these colors: sling back in velvety kid oy 


Promenade Brown, 
Town Taupe, Parkway Green, 
Admiral Blue, Slate Gray and Black 


General Offices: 368 WALES AVENUE, NEW YORK 54, N. Y. 
New York Showroom: 430 MARBRIDGE BUILDING 
Pittsburgh Office: 1213 PLAZA BUILDING, PITTSBURGH, PA. 
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WHITHER GOEST THOU? stonabypgerwCKS 


— JUMPING-JACKS 
LOOK LIKE 















—A well known advertising man recently said: 


“Business men have to make one of 
two decisions—they are going out 

of business, or they are going out 

for business.” 


—A true sentiment at all times—but especially 
true at this stage of struggle for economic 
sanity. 

—From my study of a fairly large cross-section z 

of our industry I could name quite a few 


concerns that are going out of businese— JUMPING-JACK SHOES 
but they don’t know it. 
ARE COVERED BY 
—On the other hand—there are many busi- 
nesses that are wisely and courageously UNITED STATES 


pushing ahead for bigger and better sales | 

records, and are cognizant of the present | PATE NT 2,385,743 
Dis-inflation only as a passing phase of a 
great and rich country’s readjustment to : , 
changing conditions. The patent laws provide that retail 


and wholesale distributors are fully 
—Failures are due principally to the unbend- 


ing attitude of individuals who, more by 
luck than any other factor, attain certain 
success under fixed conditions, and refuse 
to change methods, policies and philosophy 
when the economic trade winds change their action to protect our patent rights 
direction. ; | 


liable for patent infringements, as well 
as manufacturers. We hereby notify 


the trade that we will take vigorous 


against infringers, whether they be 


—lIt’s a safe bet that one thing we'll always | merchandisers or manufacturers. 
have with us—that is change. 
* 


VAISEY-BRISTOL SHOE COMPANY, INC. 
Ue Fedak: ROCHESTER 3, NEW YORK 
. a et ND tty + SKOWHEGAN, MAINE 


MONETT, MISSOURI 





President 
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Freeman dealers have taken up the campus yell, 
“We want Joppers...we want Joppers!” 

And you can bet your boots we’re making 
them as fast as we can. Now that you in- 

sist on having Joppers in black and in luggage 
tan, our back-log of orders is really 
piling up. Current delivery is six weeks, 
and it will probably get “longer” before 
it gets “sooner”. . . so book your 
requirements now. The campus 

crowd wore “heavy-and-high” foot- 

wear all last summer, so we're 
convinced that Joppers are in 
on a year ‘round basis. 


BG /12, C5/12, D5/12 
Your Cost $7.15 


Now in three colors . 


No. 528 Brown Bootskin 
No. 519 Black Bootskin 
No. 518 Natural Luggage 
Tan Bootskin 


Heavy gauge soles .. . 
10/8 leather heels 


Lis a k REEMAN Shoe 


THE FOOTWEAR OF SUCCESSFUL MEN 




































FREEMAN SHOE CORPORATION e BELOIT, WISCONSIN 
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Price resistance has been a major factor influencing consumer pur- 
chases of footwear during the past two years and will remain so this year, 
according to Commerce Department experts. 


Department estimates, based on partial information, indicate that 
of the total retail shoe sales in 1947 about 81 per cent were sold for $10 or 
less a pair. Price resistance increased during 1948 and the percentage of sales 
in the $10-or-less a pair footwear increased to 85 per cent. With the growing 
emphasis on price in the retail shoe trade, Commerce officials predict a further 
gain in the sales of the medium and lower priced types to about 92 per cent of 
the total volume. Available data indicate that in prewar years about 95 per 
cent of all retail shoe sales were at the $10-or-less a pair level. 


The Department further reports that shoe sales held up rather well 
during the first two months of 1949. Some declines were noted during early 
March, but this is mainly due to consumers' delaying purchases until Easter. 






































Chain stores are regaining their prewar position and in 1948, accord- 
ing to preliminary data, accounted for 52 per cent of the total retail footwear 
sales. In 1946 they accounted for 48 per cent of the total and in 1947 advanced 
to 50 per cent. The Department attributes this trend to consumer price 
resistance. 
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Reductions in Federal excise taxes on handbags, luggage, and other 


commodities are not in the cards. Despite the raft of bills introduced by 
Congressmen of both parties, Administration leaders are still opposed to 
granting reductions on specific commodities, despite the small loss of revenue 
involved. They feel that any attempt to cut or eliminate a few of the levies 
will open the whole excise tax structure to amendment and cut sharply in the 
annual $7,000,000,000 take from these levies. 


There is no argument that individual reductions would entail small 
losses of revenue. For example, the revenue loss from eliminating the tax on 
ladies' handbags, pocketbooks, bill folds, and key cases, and reducing the tax 
on the remaining articles of luggage from 20 per cent to 15 per cent would be 
$57,000,000, according to Representative Ree, R., N. Y., who has introduced 
legislation calling for excise reductions. However, Administration leaders are 
still of the opinion that any reductions would have a snowballing effect and 
thereby upset the whole revenue picture. 

$ @2@ 2 & @ 

The outlook for employment in the shoe repair trade is not too good, 
according to a recently published study of the Labor Department. The. book, 
entitled Occupational Outlook Handbook, contains complete reports on 288 
occupations by which Americans earn their living. 


The department found that prospects for additional skilled shoe 
repairmen are not very bright despite the fact that those in the trade expect to 
retain at least 50 per cent of the wartime increase in business. 


As a result of the efforts to fill wartime needs there is currently a 
Sizable number of partially trained workers, and the study predicts that the 
majority will remain in the trade. Others will probably go into business for 
themselves. 


Consequently, it is felt that opportunities for additional workers to 


obtain training and experience in shoe repairing will be limited for the next 
few years. [TURN TO PAGE 217, PLEASE] 
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EARL PORTERFIELD, buyer at 
Newman’s Mercantile Company. 
Joplin, Missouri, says: 

“May I both agree and disagree 
with one of your recent contribu- 
tors who wrote that the manufac- 
turers were mostly to blame for a 
great deal of experimenting in style 
the past year It is my observation 
that the manufacturer always has 
and always will do considerable ex- 
perimenting with styles. I believe 
most retailers will concur in the 
hope that milady’s wardrobe will 


NEVER catch up with the manufac- 
turers’ ‘new-fangled’ ideas. I say 
more power to the builders and 
makers of new versions in high 
styles. comforts and sports. I cer- 
tainly wouldn’t blame the manufac- 
turer for his attempts to create 
something new that more often than 
not develops into a success. 

“No buyer is ever forced by a 
producer to purchase ‘risk’ or ‘ex- 
perimental’ goods. Every maker 
that sampled the narrow closed toes 
still continued to carry the tried 
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and proven slings and medium 
heels. In the final analysis, the 
buyer puts the new ideas on his 
shelves. 

“And usually the manufacturers 
get little credit for producing some- 
thing new that turns out to be pretty 
terrific. Their thanks? SOME other 
makers try to copy the new idea 
and the buyers yell because they 
can’t get more of the new stuff! 

“So let the ‘experiments’ con- 
tinue. We can all use reason and 
caution in adopting them. I do 
agree every buyer should choose 
styles that have at least a fighting 
chance. And about the markdowns 
—both conservatives and liberals 


took them. Who didn’t?” 


E. W. ELMORE of Burns-Cuboid. 
Santa Ana, California, says: 

“Many of us have been lulled by 
the lush years of boom. We need to 
realize that we had a similar situa- 
tion develop after the first world 
war; and we whipped it by keener 
merchandising, better planning. con- 
sistent advertising and a return to 
good selling techniques. 

“We knew then that the customer 
was ‘Right’ all the time. We were 


courteous: we tried to please and we 
played the good old American game 
of competition by striving to do a 


RECORDER 


better job of selling. That led to 
our most prosperous era. We need 
to return to those techniques. 

“The GRANDSTAND player is 
out; we must return to team work 
tc prosper.” 

* * # 
A. F. ROBBINS. buyer-manager of 
the Emporium Department Store 
Shoe Salon in St. Paul, Minnesota, 
says: 

“The day of just selling shoes is 
over. With this realization we have 
embarked on a heavy promotional 
program, aimed at directing the 


public’s attention to the particular 
merchandise we have.to offer. 
“There are many shoe stores in 
every city. Te pull customers into 
one, we feel that merchandise must 
be presented dramatically to get the 
story across in the most efficient 
While service is the ulti- 
mate aim there must be strong ef- 
fort to catch the attention of the 
public by giving quality merchan- 


manner. 


dise and correct fittings. Service 
will make them repeat customers. 


“We are dramatizing our mer- 
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chandise with large newspaper ad- 
vertisements, each run to a particu- 
lar theme. We find it advisable to 
play up one type of shoe in an ad- 
vertisement, varying the theme 
which at one time may be color and 
at another, a high style silhouette. 
Manner of dramatization varies but 
the important thing is to dramatize 
and thus draw interested attention 
to the merchandise we have to 


FRANK LOCKHART of M. W. 
Claflin’s, Philadelphia, says: 

“It’s true that the public has be- 
come more educated to the present 
price of shoes than they were about 
a year ago, but the price subject is 
different now. For a while custom- 
ers had been made aware of the 
leather situation and were willing 
to accept the explanation of higher 
prices in shoes. Today, there is the 
constant rumor of a drop in prices 
of foods and other commodities and 
it just seems to follow that prices 
for shoes should be lower, too. For- 
getting what they learned in the past 
three years, consumers walk into a 
shoe store and expect the prices to 
be lower than they used to be be- 
cause they read so and so in this or 
that financial sheet. 

“Tt all means that we have to con- 
tinue educating the public with the 
facts. How can prices drop in the 
retail shoe store when prices are 
actually no lower from the manu- 
facturer? At best, the situation is 
being poorly presenf@éd to the con- 
sumer. Any shoe retailer who has 
relaxed his guard, thinking that 
customers already know what the 
leather and shoe situation is and will 
buy their shoes without giving price 
a consideration, had better recon- 
sider. The point is not that people 
will stop buying shoes because of 
maintained prices; but they should 
continue to be educated as to the 
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reasons why prices are not coming 
down. In this way they will keep 
buying their shoes and there will be 
a better understanding between shoe 
retailers and customers.” 


* * * 


( HARLES F. JOHNSON, JR., pres- 
ident of Endicott Johnson Corpora- 
tion, told employees of the West 
End Victory Factory: 

“The shoe industry is going 
through a difficult period in which 
shoe production is substantially 
above consumer demand. To bal- 
ance production, America’s shoe fac- 
tories would only have to work 30 
hours a week, Therefore, if we ex- 
pect to work 40 hours, we have to 
get more than an equal share of the 
business. We must constantly strive 
to improve our product and make 
even better shoes. The big boss is 
not the head of a shoe company. He 
is the consumer. They don’t have to 
buy your shoes if they are not satis- 
fied, so during those times when 
competition is keener than ever, you 
must put forth your best efforts to 
make E-J shoes the best on the 


market.” 


RICHARD BOND, vice-president in 
charge of merchandising at John 
Wanamaker, Philadelphia, Pa., says: 
“We retailers, manufacturers, 
sales promotional managers, design- 
ers, stylists have always been, and 
always will be, in the same boat, on 
the same team, if you please; and 
we can all help to make this year’s 
fashion business better than last 
year by one simple word-—CO- 
OPERATION. Perhaps it might be 
of some little help to give a course- 
of-action definition of COOPERA- 
TION whereby stores and manufac- 
turers can increasingly serve and 
sell a vast public grown critical of 
fashion and skeptical of value. 
“First, we must be determined 


ourselves and influence others 


around us to have the courage and 
confidence to go ahead with aggres- 


sive sales. promotion, plant expan- 
sion and rehabilitation plans and to 
take the necessary risks both at the 
retail and manufacturing level to get 
these sales. Further, we must all do 
something about prices and values. 
Results have been most outstanding 
when highly promotional and value 
campaigns have been worked out in 
close cooperation with resources. 
Get to know the other fellow better.” 





“No, she's not working here. A mouse just scooted by!" 


Boot and Shoe Recorder 








THEY GET AROUND— 
THESE SHOES 


Ann Sheridan, American 
movie star, was working on a 
film in Europe when the cam- 
eraman caught her. The movie 
is “I Was a Male War Bride," 
filmed in Germany and Eng- 
land. Here Miss Sheridan, in 
the WAC Lieutenant's cos- 
tume she wears in the picture, 
looks over some American 
slippers during the shooting 
of the film in Germany. 





Shoe stores of Ithaca, N. Y., recently showed paintings, sculp- 
ture and other art works of local artists in a community exhi- 
bition. Above is a display by Barnes Shoe Store. 


RECORDER Surveys Retail Shoe Conditions in Important Trade Areas and Finds 
First Quarter Sales Averaging About 10 Per Cent Under 1948. Prospects Rated 
Favorable for Spring Business: Inventories Generally in Satisfactory Condition. Many 


Merchants Are Convinced Price Readjustments Will Be Necessary to Maintain Volume 
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ONCE more the customer is king. That is the stark 
reality that stands out most clearly following analysis 
of a survey Boot anp SHOE RECORDER has just con- 
cluded in an effort to determine the actual state of the 
shoe business, especially the retail branch, at the begin- 
ning of the second quarter of 1949. Perhaps it is only 
another way of echoing the old cry that the buyer's 
market is on the way back. But actually it means much 
more than that. It means that the success of practically 
every shoe business from here out is going to be mea- 
sured by the extent to which it managés to meet the 
wishes, in style. price. fit and service. of the folks who 
buy and wear the shoes. 

More than at any time since World War II. today’s 
customer is a selective buyer. picking and choosing 
carefully between the things that are offered for his or 
her consideration and approval. There are many more 
competing items of merchandise in the market from 
which today’s customer can choose. Motor cars, tele- 
vision. house appliances and hundreds of other articles 
that people desire to possess are now clamoring for 
attention through printed advertising and merchandise 
displays, by radio and through the persuasive voice of 
the well trained salesman. Merchandising of a high 
order, carefully conceived and well applied, is called 
for in such a situation to supplement clever promotion 
and smart salesmanship. The RECORDER undertook to 
find out as far as possible how the shoe trade is stand- 
ing up in the face of competition that is becoming in- 
creasingly intense. 

Actually it is a difficult thing to measure on a na- 
tional basis at any specific point of time the state of 
a business as heterogeneous as shoes. There are wide 
differences geographically and likewise differences be- 
tween the different classifications, kinds and grades of 
shoes. Expressions from merchants, manufacturers and 
sales representatives who are in close touch with the 
retail trade tend to vary widely and to give a confused 
picture because it is likely to be a picture based on 
impressions rather than on facts. 


AND so. for a study of this kind it is necessary to go 
to the grass roots and to ask questions of the men who 
are in daily contact with the folks who buy and wear 
the shoes. The RECORDER assigned to its correspondents 
in a group of strategically located key cities the job of 
interviewing representative retailers and finding out 
from them how sales have been shaping up since the 


first of the year, how actual business compares with 
the corresponding period a year ago, how the public 
is reacting to Spring footwear. what is the present con- 
dition of retail shoe inventories and what are the 
reasonable prospects for the next few months. A fair 
estimate based on these reports would seem to show 
dollar sales in the first quarter averaging about 10 per 
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cent under 1948 figures. A definite pick-up appeared to 
be under way with the approach of the Easter selling 


season. Trade improved perceptively after March 15. 
As a check on the results of these inquiries RECORDER 


editors studied the statistical reports that are available 
from government sources ani sought information from 
manufacturers and other trade people who are in close 
contact with current conditions and who keep a close 
check on the pulse of shoe distribution. 

Although retailers in most cities expressed a very 
considerable degree of optimism for the coming season. 
it was apparent that they are more keenly aware of 
the problems they are facing and of the effort that will 
be necessary to maintain sales volume through “49 than 
they were one year ago. Actually dollar sales in inde- 
pendent shoe stores were running behind at that time 
in half of the key cities surveyed by the Bureau of the 
Census. The number of cities showing minus sales fig- 
ures continued to increase as the year advanced until 
the Census Bureau's final comparison of 21 cities for 
the twelve months of 1948 showed only three in which 
dollar sales were ahead of 1947. These cities were Oak- 
land. Calif., and Cleveland and Youngstown, Ohio. 


In spite of the unfavorable weather and increased 
unemployment reported from many areas in January 
of this year, it is interesting and encouraging to note 
that the Census Bureau report on independent shoe 
stores for that month showed dollar sales ahead of 
January, 1948, in nine cities. including such important 
retail centers as Boston, Chicago, Detroit, Cleveland, 
Newark, New York and Pittsburgh. The very substan- 
tial gains reported in some of these cities were attrib- 
uted in large part to clearance sales and high pressure 
advertising and promotion. They were thus achieved in 
most cases at the expense of profits, but more than 
anything else they have served to make retailers aware 
of the fact that today’s consumer is influenced not only 
by the selling appeal of the merchandise itself but also 
by the prices at which it is offered. 

In February, when many of the clearance sales had 
ended and others had lost much of their initial impulse. 
the general trend of shoe business in independent stores 
covered by the Census Bureau reports appeared to be 
downward. Declines from the figures of February, 1948, 
were reported in all of the principal cities covered ex- 
cept Pittsburgh, where an 8 per cent increase was noted. 
Some further declines were registered in early March, 
but this was believed to be due largely to consumers 
delaying purchases until Easter. and it was the general 
opinion that the two months of March and April would 
equal or show an increase over the corresponding period 
for 1948. In view of the fact that Easter came in March 
last vear. and this vear falls on April 17, the only logical 
comparison of retail shoe sales is one based on the two 
months. 

Department of Commerce figures would tend to in- 
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dicate that chain shoe stores are regaining the losses 
they suffered during the war period, when rationing 
restrictions influenced many customers to buy higher 
priced shoes than those they had been accustomed to 
purchase. In 1946 chain stores accounted for 48 per cent 
of total retail shoe sales, according to Commerce De- 
partment figures. In 1947, following decontrol of prices, 
they had risen to 50 per cent of the total, and in 1948 
there was a further increase to 52 per cent. This trend 
is attributed to consumer resistance against higher shoe 
prices which were particularly noticeable in many of 
the independent stores. 

While the Census Bureau’s monthly reports on retail 
shoe sales are admittedly fragmentary, due to lack of 








an adequate appropriation to finance a more adequate 
coverage, they provide the best index that is available 
and even in their present form are significant enough to 
show which way the trade wind is blowing. 

Julius G. Schnitzer, chief of the Textile and Leather 
Division of the Department of Commerce, who is un- 
doubtedly in closer touch with shoe trade conditions 
than any other governmental official, has consistently 
predicted an increase in shoe sales for 1949 over the 
figures for 1948 and also over the 1947 sales total. 


Following is a summary of reports by RECORDER cor- 
respondents on current shoe trade conditions in some of 
the more important retail centers: 





Gradual Pick-Up in Chicago 


Spring and Easter shoe business on a par with a year ago 
is predicted for the Chicago area. This is the opinion of 
shoe buyers in department stores, both large and small 
retailers, as well as some chain operators. Sales fell off in 
nearly all quarters in February, but began to pick up 
again in March. Business in this pick-up period was spotty 
and spasmodic, with several excellent Saturdays and Mon- 
days, but poor activity on other days. Some stores reported 
business in February off from 6 to 10 per cent, compared 
with 1948 figures. Others, particularly those in the me- 
dium price range, remain even with a year ago, both as 
to volume and pairs. 

Women’s business has picked up faster than men’s al- 
though by mid-March it had not yet reached its expected 
full Spring momentum. Men’s shoes are generally con- 
sidered to be experiencing a normal winter business. 
Children’s business continues to gain. Due to the fact that 
in this particular division there is a marked tendency to 
grade down in price in many stores, dollar volume is 
down but pairage up. This is a trend that is expected to 
increase. 

Despite the mid-Winter lull, practically all are opti- 
mistic about Spring business and the outlook for Summer. 
Business is, without doubt, best in medium and lower 
price ranges. Basement sales continue to rise and so do 
those in mail order houses and low-end chain stores. It is 
the latter group that is getting most of the two pair pre- 
Easter business this year. 

Excellent clearance sales in January were held largely 
responsible for lagging February sales, since most cus- 
tomers bought their second pair of winter shoes at this 
time. Sales also helped to boost figures for the first quar- 
ter. They were the first really good clearance sales held 
since before the war, and because real values were offered. 
they reduced inventories to a healthy condition. Most 
stores sold all the residue of their late war and post war 
shoes as well as recent stock, leaving only current shoes 
on the shelves. In most stores inventories are definitely 
better than a year ago. Women’s and children’s in many 
instances are 10 per cent below, men’s a little above. 





1949 Shoe Sales in Important Trade Areas 








Shoe men expect casuals to help boost sales in late 
Spring and through the Summer and that they will reach 
their peak demand during the next six months. Many are 
of the opinion that the second six months of the year will 
go ahead in sales and units, that the first will be about 
even with a year ago. Men’s shoes have shown some 
tendency to drop in price at the retail level, women’s and 
children’s very little. 


Boston Hopes for Even Break 


Despite the fact that absence of heavy snow during 
January and February of this year resulted in a slight 
increase in dollar sales of women’s and children’s shoes 
and enabled retailers of men’s shoes to come close to 
equaling last year’s figures, Boston merchants entered the 
early Spring selling period with the feeling that. while 
unit sales this Spring may equal or even exceed those of 
last year, it is doubtful that there will be any marked 
increase in dollar volume. The March weather set-back 
strengthened this view. To this there are, of course. the 
usual small number of optimistic exceptions. Final results 
will not be known before the last of April since practically 
every store in the city has elected to base comparisons not 
a day-to-day, or week-to-week basis. but on the two months 
of March and April combined. Because of the lateness of 
Easter this year, they point out, any other comparison 
would be meaningless. 

On the favorable side is the fact that late Winter clear- 
ances and cautious advance buying have left stocks about 
10 per cent less than at this time last year. Not only are 
inventories lower but store stocks are better balanced in 
the sense that stores can now offer customers what they 
want whereas last year stores were in the position of 
forcing sales of many-times unwanted patterns and colors. 

While retailers see no indication of a decrease in the 
cost of shoes, practically all have elected to respond to 
consumer résistance by adding lines which can be offered 
at prices lower than those which prevailed in their stores 
last Fall. This, they hope, will increase unit pair sales. 
though the effect on dollar volume seems just now to be 

[TURN TO PAGE 142, PLEASE] 
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“SWEET are the uses of adversity,” 
wrote Shakespeare. Whether or not this philosophy appeals 
to members of the shoe industry, especially retailers, the 
fact, however, remains that those who have been willing 
to look the situation squarely in the face and profit by 
somewhat discouraging experiences are the ones who have 
been going ahead in 1949. 

Retailers who have been maintaining consistently good 
figures are the ones who have recognized the fundamental 
facts that customers will buy when they find (1) the shoes 
they want, (2) the correct size, (3) a price that fits their 
income bracket and appeals to their sense of values. 

Let us examine the first point, “The shoes that they 
want.” Women, men and children want shoes that coincide 
with their ideas of what is appropriate and smart for their 
individual needs and with what will be considered the right 
style by the people whose opinions they value. To have 
shoes to satisfy these fundamental consumer requirements 
means careful analysis of your typical customers as well as 
of current style trends. 

Consider the second point above, correct size. Here the 
same realistic point of view must be applied. Surrounded 
by hundreds of “exciting” styles, the shoe retailer wil! 
choose wisely if he buys comparatively few styles, taking 
particular pains to see that he has enough sizes to insure 
the fewest possible turnaways. This kind of buying requires 
courage but more than pays in fewer markdowns at the 
end of a season. It gives much greater effectiveness to your 
promotion and advertising campaigns. Having selected your 
styles most carefully, you can now take a few styles and 

[TURN TO PAGE 208, PLEASE! 
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77 SHES LOOKING FOR A 


SHE, That Customer You Are Striving to Please, 


Ty, th i ; : ‘ : 

Fagin ‘important. style May Want Any One of a Number of Tailored Styles. 
pessibilities for next Fall. 

This suit and cape in light- 


rm el ta tac heen It All Depends Upon Who She Is, Her Individual 


Type, Tastes and Needs. 


Smart opened-up two-strap 
daylong shoe on 16/8 heel. 
Irving Drew. 


Pretty many-purpose stepin 
with soft asymmetric tongue. 
14/8 heel. Styl-Eez, Selby. 





Elasticized suede _ stepin. 
On 20/8 heel, smart day- 
long tailored shoe. Natural 
Bridge, Craddock-Terry. 






S. 


al 


ay: 
ral 


In promoting and selling tailored shoes this coming Fall, you will 
have the advantage of a strong style interest in tweeds and more 
tailored clothes. This trend has already been seen in the current 
Spring season when travel clothes have been increasingly in 
demand. 

Having this fact in mind, there is still need for careful selection 
of shoes within this general group. It will be wise to recognize 
the obvious fact that most women buy, and always have bought. 
comparatively few shoes during the course of a year. Three pairs, 
or thereabouts, are not very many with which to achieve a “shoe 
wardrobe.” We, whose business it is to sell shoes, may not like 
the idea of a two-purpose shoe but that is the way most women 
have to shop. The woman who can buy two or three daytime 
shoes with each new season is a comparative rarity. 

How then can you sell the tailored shoe to Mrs. Average Con- 
sumer? She wants to look smart but she dresses on a budget. For 
her this shoe must be adaptable enough to be wearable with all 
her daytime clothes, except her very dressiest afternoon-into- 
evening costumes. She will like all the comfort that such shoes 
can give her in comfortable soles, welt or platform; medium 
walking heels, 14/8 to 18/8. according to her tastes and foot 
structure; good fit, best attained by many women in an oxford, 
elasticized or strap pattern: plus smart styling. This last factor. 
by the way, is what determines whether or not the shoe that she 
buys for daylong wear can serve both as a tailored shoe and as 
a somewhat dressier type. A smart ornament or combination of 
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Very tailored, smart specta- 


Youthful, light looking 

sabot strap on square toe 

extension edge welt sole. 
From Florsheim. 


tor strap on square 


Opened-up vamp, accenied 
with gunmetal buttons on 
black suede, pretty tailored 
stepin. Walk-Over shoe from 


notched extension welt sole. 
built-up 1614/8 heel. Tread- 
easy Broguette, P. W . Minor. 
































Geo. E. Keith Co. 


Strictly for tailored wear. 
swagger instep strap on 
square toe welt with slight 
extension. Note decorative 
stitching. British Walkers 
from J. P. Smith. ; 


Conservative smartness com- 
bined with comfort in welt 
soleoxford. Two-tone leather 
heel. Enna-Jettick, from Dunn 
& McCarthy. 


















Style plus comfort in ghillie 
tie on 4,” platform. From 
Wilbur Coon. 






SHE May Be a College Girl, an Active Young Matron, the 

Dignified Head of a Large Household, or a Country Week- 

ender. What She Wants in Shoes May Range from Crepe Sole 
Campus Types to Smart Welts on Built-Up Heels. 


lr may be a casual, a softie or a welt. this shoe for country wear. 


What you call it or how it is constructed matters’ much less than 
its performance and style value to your customer. If it is soft 
and comfortable with low heel and broad tread, she will want a 
pair. In sturdy leathers on rugged soles, it will be her shoe for 
active outdoor wear whether for campus or country living. Here 
she will probably prefer welt or crepe soles or some of the special 
sole constructions designed to cushion the foot. 


Photo at left: Natural camel's 

hair belted greatcoat, designed by 

Coppola for the Spring collection 

of Deitsch, Wersba & Coppola, 

type that is equally good for Fall. 

Photograph courtesy New York 
Dress Institute. 


Semi-soft toe and firm 
counter, features of step- 
in on welt sole and 8/8 
built-up leather heel. 


Golo of Dunmore. 


Smartly combining suede 

and calf in high tongue 

stepin. 13/8 heel. Sand- 
ler of Boston. 





@® 








If she leads a less active outdoor life, she may prefer 
a welt in a more tailored style or a platform sole in a Contrasting binding and 
pattern that would do for more dressy country clothes. welt, — cle — 
To the college girl who likes low heels, these may well up 1344/8 heal. Hill and 
be sold as date shoes. To many another woman, who Dale, Dixon-Bartlett. 
likes the comfort of low heels, they will also be just 
the right style for her less formal country entertaining. 

While some of the shoes pictured here could be worn 
in town with the right clothes by the right woman, most 
of them belong with country clothes. In promoting 
them you have the opportunity of featuring different 
types for a variety of occasions and for different kinds 
of women. Through all these shoes, however, runs the 
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Natural crepe sole on red 
elk stepin, good campus 
style. Wrap-O-W elt Con- 


struction. American Girl. 


Interesting vamp treatment 
on high tongue, high back, 
crepe sole campus style. 
Friendly, General Shoe Corp. 


Asymmetric strap pattern 
with closed toe and open 
back, 9/8 wedge. All new 
Fall colors in kid suede. 
Jogginette, Joggins. ‘ n 

-- pus style in six- 

eyelet tie on “Bub- 
ble” sole. Wellco 


Ballet shell with pleat- 
ed throat trim. Low 
wedge heel. Prima 
Donna Softies model 


Rolled welt and _ inside 
stitching, special features of 


soft shoe with concealed heel 


and special heel and sole 
a” ae cushioning. British Brevitts. 


very open patterns 
on wedge heel. 
From Desco. 
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2C7C- Si ASKS FOR 


Your Customer May Want a Very High Style Shoe, 
or Perhaps, for Her. Something More Conservative 
May Be the Answer. In Either Case She Will Want 


Attractive Shoes for Her Prettiest Daytime Clothes. 


Below left: Dramatic 

high scalloped tongue on 

closed shoe. high heel. 
From Cellini. 


Right: Ankle strap com- 
bined with cross strap. 
Gunmetal underlay high- 
lighting thick black suede 
platform, 32/8 heel. Les- 
ter Pincus Original. 


Below: Opened-up, high- 

riding, asymmetric pat- 

tern, 21/8 heel. Mademoi- 
selle, Carlisle. 


Extreme right: Inter- 
twined front strap on new 
closed last, 18/8 heel. 


Fashion-Bilt. ’ 
bog 





A CLEVER and successful merchant, in a recent dis- 
cussion on casual shoes, pointed out that a shoe “is 
typed by the customer who buys it. Taking a low heel 
black suede strap shoe as an example, he said, “To a 
tall girl this may be a dressy shoe, because she wears 
flats for dress. To another woman this same shoe may 
be a casual, because her dressy shoes are more formal 
in styling and are made on higher heels.” 

So we may say of the shoes shown here: To some 
women, some of these will be pretty, dressed-up shoes; 
to others, they will be daylong, two-purpose types, not 
wholly suitable for dressy occasions. Which among the 
types shown here you will stock most heavily and which 


Photo on opposite page: Cocktail dress 

from Dior’s Spring collection in Forst- 

mann’s sheer wool crepe. Good type for 
Fall selling. 


Square throat line inter- 

esting detail above tear 

drop cutouts on 21/8 heel 

pump. Twenty-Ones, Gen- 
eral Shoe Corp. 


Elasticized open toe step- 
in with asymmetric throat 
ornament. From Krip- 


pendorf-Dittmann. 


most lightly. or not at all, wil depend largely on the 
type of customers that frequent your store. 

Within this framework you will, of course, recognize 
popular current trends. Opened-up shoes, as you know, 
will be strong for Fall, especially in early lines. There 
is every reason to expect that the open toe sling pump 
on 14 inch or 4 inch platforms will continue as a best 
seller among these early shoes in 
the stores in late June, July-and 
August. Other opened-up patterns, 
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Open toe sling pump on 
single sole and 21/8 heel. 
Available also on \,” 
platform. Guildcraft by 
Keith; Keith, Keith & 
McCain. 


Navy blue kid strip san- 
dal on ¥,” platform. Pre- 


Open toe sling on me- 
dium heel. Asymmetric 
instep strap. Miracle- 
Tread, Craddock-Terry. 


April 15, 1949 





Illustrated left: The new lightened-up ver- 
sion of the Continental with its distinguish- 
ing straight outside edge. Patterns left to 
right from Stacy-Adams Co., and Charles 
Cort—French, Shriner & Urner. 


More a Revolution in Style than a Renaissance, 
This Fall Men’s Shoes Are Lighter, Cleaner 
and More Classic than They've Been in Years. 


Even Norwegian and moccasin front shoes 
have cleaner, more flowing lines. Patterns 
illustrated left to right: Arch Preserver, E. 
T. Wright, Bostonian, Commonwealth Shoe 
& Leather Co., C. H. Alden, Old Colony 
Shoe Co., Winthrop, Division International. 


Lasts are longer in the foreparts, squarer or 
more gradually tapering. Illustrated at foot 
of page, left to right: patterns from French, 
Shriner & Urner, Etonic—Charles A. Eaton, 
Nunn-Bush Shoe Co. and Florsheim Shoe Co. 


A Return to 


Street Types 


THIS Fall, right across the board, in practically 
every pattern and type of shoe there is a clearly 
defined trend to better materials, more careful 
namin and more intelligent styling in men’s 
shoes. 

Last October when we presented our Spring 
and Summer preview, we sounded or rather 
reported, a warning, the rumblings of which 
were heard from retailers as early as September, 
that “hefty” styling had gone too far and that 
shoes were getting too heavy for the consuming 
public’s taste. We suggested that weight alone 
did not make quality nor justify price and that 
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Brushed leathers in °49 versions 
of the Continental, a combination 
and a Norwegian moc. Patterns 
left to right: Stacy-Adams, Hey- 
wood Boot & Shoe Co., Stone-Tar- 
low and Hanan & Son, J. P. Smith. 


Fine shoemaking comes into its 
own in Fall brogues from full to 
custom: Illustrated below patterns 
left to right: Edwin Clapp & Sons, 
an imported model by Lotus Shoes, 
Inc. and a hand sewn Bespoke 
model from Johnston & Murphy. 


by 


JOHN REILLY 


Even sturdy brogues have a fresher 
look: Illustrated below patterns 
left to right: Nunn-Bush, Freeman, 
Rand and John C. Roberts, Divi- 


sion International. 


Illustrated below: A raglan blucher 

interpretation of the popular Conti- 

nental over a rounder, fuller toe by 
Weyenberg Shoe Co. 








ACCENT 


om Simplicity 





Above: Johnston & Murphy 
details a plain toe blucher 
with hand butted lace stay 


in a rich natural tan veal. 


Plain toes with a country 
air, left to right: Kiltie 
tongue over a conventional 
blucher lacing, a Bruce Cur- 
rie medel from French, 
Shriner & Urner, heavy 
crepe on a fine thistle grain 
from Quigley Shoe Co. and 
a side lace Tyrolian with 
heavy sole, a Taylor Made 
shoe from E. E. Taylor Corp. 


Left: A variety of Fall and Winter 
types illustrating 1949’s simplified 
style: left to right: patterns 
from Curtis Shoe Co., Bates 
Shoe Co., Gardiner Shoe Co., 
Johnsonian, Division Endi- 
cott-Johnson Corp. and 

E. E. Taylor. 





Right: Plain toes are 
perennial Fall favorites 
and take to wet weather 
like a duck to water: 
Illustrated patterns, left 
to right: Walk-Over — 
George E. Keith Co., Air- 
O-Magic, Division Daly 
Bros. Shoe Co., Roblee 
from Brown Shoe Co., 
Sundial, Division Inter- 
national Shoe Co. 





HEAVIER 
TYPES .. 


Above: Three heavier 
types featuring cleaner 
lines. Left to right: 
Air-O-Magic, Daly 
Bros. Shoe Co., Bond- 
shire by Albert H. 
Weinbrenner and 
Crossroads—Belleville 
Shoe Mfg. Co 


Above: A beautifully pro- 
portioned plain toe blucher 
from Allen Edmonds Shoe 
Corp., excellent for walking 
and active sports, particular- 
ly adaptable as a golf shoe. 


Illustrated left: Four patterns for the younger man, all 
over well walled, if slimmer, lasts. Patterns, left to right: 
Plymouth Shoe Co., John E. Lucey, American Gentleman, 
Division Craddock-Terry Shoe Corp. and Johnsonian. 








Ski types still reign as 
campus favorites. Illus- 
trated at left four well 
styled patterns, left to 
right, Mansfield’s (Divi- 
sion Commonwealth Shoe 
& Leather Co.) classic 
“Bliz” and styles from 
Freeman Shoe Corp., Al- 
bert H. Weinbrenner and 
W. L. Douglas. 





The Western influ- 
ence is strong in cas- 
ual and leisure types. 
Illustrated at foot of 
page: A gored strap 
pattern from John 
C. Roberts—Interna- 
tional, and an excel- 
lent example of this 
styling in rich tawny 
tan leather with Lone 
Star design ernbossed 
on apron and fea- 
turing heavy chased 
metal buckles, a Jar- 
man Shoe from Gen- 
eral Shoe Corp. 


Illustrated right: 

The asymmetric line 
applied to the ghillie 
front blucher ski type 
by Curtis Shoe Co. gives 
this popular pattern a 
radically different look. 





Versatility 
MARKS 

LEISURE and 
COUNTRY 

SHOES .... 





Crepe soles, moc fronts ind 
straps in leisure and country 
shoes, illustrated abeve left 
to right, Jarman, two pat- 
terns from Sundial, Division 
International Shoe Co., and 


W. L. Douglas. 





Leisure shoes represent year- 
round volume. Above left to 
right: “Strollable” and “Relax- 
able” patterns, Casuals, Inc., 2 
calf combination from Edwin 
Clapp, a reverse calf leisure 
shoe from British Walker—J. P. 
Smith Shoe Co. 


Rubber soles on moc front straps: 

illustrated at left patterns left to 

right, A Roblee shoe—Brown Shoe 

Co., a Jarman shoe, Division General 

Shoe Corp., and an In’n’ Outer from 
W inthrop—International. 
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PALL 
is NEW SHOE TIME 
FOR BOYS AND GIRLS 


iy ee ae EVEN before the onset of real Fall weather, parents 
ee begin to think in terms of new clothing and new foot- 
wear for their young sons and daughters. Early school 
openings in all parts of the country speed the season for 
shoe retailers catering to these youngsters, for it goes 
without saying that school must be started in a new pair 
of shoes. 


by ANNE R. DAVID 





























1 
’ 
This year manufacturers are offering a wide variety r 
of styleful shoes for young people of all ages. A large | 
selection of new patterns is available, and colors, mate- 
rials and treatments taking their inspiration from those ] 
in the adult lines are certain to augment sales in all } 
classifications. Such colors as Winter Blue and Park- : 
way Green are offered, to supplement the traditional 

sales in brown elk, red elk which is fast becoming a 

classic, and black patent leather. Black suede vies with 


Aces tpshcer ee hs AR el patent in dressy types for little girls of all ages. And 


«erat % 

For the very young child. Clockwise. starting lower the classic tans and smoked elks are present in most 
left: Moccasin boot with pinked edge; Mrs. Day. lines. 

Brown Jumping Jack model with sole extending up 

the back; Vaisy-Bristol. Two-strap moccasin sandal Treatments such as the use of multiple straps and 


in red elk; Buntees from R. J. Potvin. White per- 


forated moccasin boot; Self Starter from Carperter. [TURN TO PAGE 217. PLEASE | 
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Early School Openings Induce Early Interest in New Fall Footwear— 
Wide Variety of Style Available for Young People of All Ages—Colors, 
Treatments Take Inspiration from Adult Lines. 


Right, Shoes for the young male. Clockwise, starting 
lower left: Straight tip heavy looking blucher; Sun- 
dial. Moccasin oxford for the younger boy; Gerberich- 
Payne. Moccasin-front blucher with composition sole; 
American Boy from Craddock-Terry. Ghillie treat- 
ment on a moccasin oxford, with red rubber sole; 
Johnsonian, Jr. from Endicott-Johnson. U-tip blucher 
on composition sole; West Point from Belleville. 


Left, For the school child. Left to right: Black 
patent T-strap with cut-out pattern; Bluebird from 
F. S. Elam. Popular moccasin oxford in brown; 
Cosyfoot from Chesbrough. Two-strap stepin with 
center buckles; Superior. Black suede two-strap 
pump with decorative buttons; Little Yankee. 





















For the misses’ group. Clock- 
wise, starting lower left: Deco- 
rative stitching and perfora- 
tions on a brown suede blucher; 
Propr-Bilt from O'Donnell. 
Wine suede and calf ghillie 
oxford on crepe sole; Dr. Pos- 
ner. Red wing tip oxford with 
kiltie tongue; Edwards. Double 
straps on a monk pattern; Fleet- 
Air Health Shoe from Eby. 
Double strap dressy pattern; 
from Acrobat. 








TEENS’ FALL SHOES 


STRIKE A FASHION NOTE 


Trim Lines, Pretty Materials Apparent in Shoes 
Designed for the Style-Conscious Girl of High 
School Age for Fall °49 


ALONG about the middle of September, high school 
campuses all over the nation will burst forth with young 
girls wearing the brightly colored, smartly styled casual- 
type clothing which has gradually replaced the sloppy 
look of a year or two ago. For the stvle-conscious teen 
could not long remain unfashionable in her every-day 
wear. Trim suits, mix and match sets. tailored dresses 
have replaced the sloppy costumes which looked as 
though they were thrown together in hit or miss fashion. 
What is true of her clothing in general is true also of 
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Clockwise, starting lower left: The classic loafer-type; 

W.L. Kreider. Moccasin pattern, cut low on the sides, 

softly gathered in front; Tippecanoe from Sandler. 

Kiltie tongue moccasin on a crepe sole; Pollyanna 
from A. S. Kreider. 


Right, left to right: Oiled elk moccasin oxford on 
red rubber sole; Modern Age from Curtis, Stephens, 
Embry. Brown suede ghillie oxford on crepe sole, 
for the young girl with the larger foot—a growing 
misses’ size; Play Poise from Virginia. Double strap 
treatment on mudguard pattern combining suede and 
smooth; Kali-sten-iks from Gilbert. 





the established brand 


is the one in demand, 


the one it pays 


to feature 


CONVINCING “SELL” 


GOES FULL SPEED AHEAD IN APRIL MADEMOISELLE 


ARCH PRESERVER « TRU-POISE 


THE SELBY SHOE CO. Selby Show ACTIVE MODERNS- STYL-EEZ 
i EASY GOERS+ PHYSICAL CULTURE 
PORTSMOUTH, OHIO { 


TOWN WALKER « CANTILEVER 
GROUND GRIPPER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver « Styl-EEZ « Easy Goers « Tru-Poise) 
926 MARBRIDGE BUILDING (Physical Culture « Town Walker « Ground Gripper « Cantilever) 
Los Angeles Office: 816 HAAS BUILDING 
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HERE'S YOUR ROAD TO UTOPIA 
IN ONE EASY LESSON! 


During the depression (shudder) of the thirties, there was a gag about night club 
business that went something like this. “How's business at your place?” “Why 

. at our place all last week the ropes were up.’ “Gee, didja get thet many 
customers?” “No, you dope, the bosses were hanging themselves.” 


ee ge eA. 


Well, the ropes were up at Lane Bryant the day their Utopians ad ran... needed 
traffic cops to keep the clerks from being trampled to death by women with wide 
feet . . . and women seeking extra comfort in their footwear. 


Harold Siegel, Lane Bryant s shoe buyer, says he never knew there were so many 
Clementines. Research tells us there are umpty zillion of them. Peculiar thing about 
it, though. These customers never show themselves until they hear your store sells 
Utopians. Then look out! Keep away from your front door. The traffic’s terrific as 
Lane Bryant and so many other retailers are finding out these days. 


Get set with a Utopians promotion and you too can yodel the song of the happy 
footwear retailer — “Utopia, Utopia, a state of perfection for me!” 


No profit-hungry retailer can afford to miss this deal. 


Shall we talk it over? 


glx ff ygo™ 


F = SHOE CORPORATION 
let’s go, with 21-07 Borden Ave Long Island City 1, N. Y. 


Subsidiories: REX SHOE CORP e@ WING-STEP SHOE 
CORP., 47 WEST 34th STREET @ MARBRIDGE BLDG. e NEW 
YORK 1,N.Y e@ CHICAGO, REPUBLIC BLDG. e LOS ANGELES, 
HASS BLDG. Foctoriese: LONG ISLAND CITY, N. Y e WEBSTER, 
MASS. e WORCESTER, MASS. e EXETER, PA. 
Monufactured in Conada by: J. D. CARRIER SHOE CO., LTD 
154 GEORGE ST., TORONTO 2, CANADA 
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Each inch of space is utilized. Separating walls were removed and replaced by staggered 
walls beyond which is storage space. The former storage closet is now used as another 
display unit. 


How to Make Three 


by PETER KATZENMILLER, 
Display Manager, Gude’s, 
Los Angeles and Pasadena, Calif. 


That Was the Problem Which Confronted Gude’s in 
ee ee Los Angeles, Calif. How They Solved It Makes 


tures shoes from the street salon, 
thus developing familiarity in the af ; 
parca mind. Interesting and Profitable Reading. 


Below: View of the center display in which sportswear 
is featured. Below, right: What might have been dead 
space hus been converted into an attractive display 
place for accessories. Small items are placed on the 


side of the handbags. 








DISPLAY at Gude’s is at once a delight and a dilemma 
—a delight because Gude’s know that the friendly co- 
operative personality that has brought their organization 


through 45 successful business years is daily shining 
through the eyes of the store—the display windows. A 
dilemma because we want the public to see the quality 
craftsmanship, the beauty of line and texture inherent 
in the design of each of our several hundred different 
kinds of shoes, and we have but three windows in which 
to display them. 

Since the store front is arcade in type, the additional 
problem of having very little direct play on sidewalk 
traffic is ever present. 

The accompanying photographs give a graphic pres- 
entation of the solution of both of these problems 
achieved in a recent remodeling of the store’s display 
windows. The long L-shaped windows on either side of 
the foyer were each divided into four separate display 
areas by staggered walls. They are now devoted to shoe 
displays. This gives the effect of eight separate windows 
leading to the entrance, with the possibilities of depart- 
mentalizing displays and separating dress, casual and 


Windows Do the 


sport shoes. The addition of a modern fluid-line man- 
nequin to each of the display units helps in creating an 
active and appealing atmosphere by correlating sports- 
wear, accessories and shoes as a complete fashion 
picture. 

The staggered walls create the impression of balance 
and spaciousness necessary to the proper display of 
many items having similar dimensions and proportions. 
Each display area is constantly identified with mer- 
chandise from the same floor and thus establishes fa- 


Three of the six lines 
of men’s shoes carried 
by the store are dis- 
played alternately. 
The shadow box in 
the background is one 
of the most versatile’ 
features of the re- 
modeled windows. It 
may be closed to serve 
as a background or 
opened to display 
shoes as shown here. 








Le , s 
a 


Simplicity is achieved by almost total lack of props and 

backgrounds. This window is devoted to less expensive 

shoes. Displayed along with the shoes are dresses with 
which they may be worn. 


miliarity in the customer’s mind. Each is a display in 
its own right, but a group can be messy, therefore these 
displays need an artful and guiding hand. 


ork of Bight . . 


When creating the background for the displays, the 
props for the most expensive shoes are designed first 
and this same design is carried out for the rest of the 
windows. The policy is never to cheapen an article with 
a cheap display, so whatever best displays the expensive 
merchandise will also complement the cheaper shoes. A 
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Another view of the I. Miller store, showing 
how the cove treatment minimizes the effect 
of pillars and makes for a luxurious atmo:phere. 


EVERY experienced shoe salesman knows the advan- 
tages of good store lighting and what an important role 
it can play in helping to impress customers with the 
beauty and attractiveness of a pair of shoes. It has long 
been a truism in the trade that it is necessary in selling 
shoes to fit the eyes of the customer as well as her feet. 
The store that is equipped with a well planned, modern 
and effective lighting system has a tremendous initial 
advantage in this respect. 

Realizing the important role that good lighting plays 
in showing merchandise and selling it, every retailer 
who plans a new store gives careful attention to the light- 
ing system that is to be installed. He realizes that it is 
a matter of vital importance from two angles, that of 


110 








The I. Miller store in Philadelphia uses cove treatments to produce 
bright and glareless illumination. Sweeps of tubing are built into the 


ceiling and covered by diffusing glass. 


NEW LIGHT 


Showing the Shoe to the Customer under Conditions 
That Bring Out and Emphasize Its Attractiveness and 
Style Appeal Is Often Half the Battle in Clinching 
the Sale — Modern Lighting Methods and Equip- 
ment Are Designed to Accomplish This Purpose 


an effective lighting system for the interior of the store 
and also the proper illumination of the exterior with a 
view to attracting customers and affording them the best 
possible opportunity to inspect the styles shown in the 
windows. There is also to be considered, of course, the 
part that a modern lighting system can play in the deco- 
rative treatment of the store, both within and without. 

Even if he is not thinking in terms of a new store or a 
complete modernization job, the retailer should from 
time to time make it a point to check up on his store 
lighting. 

Ten years have rolled by since the opening of the 
great World’s Fair in New York in the Spring of 1939, 
when for the first time millions of people were afforded 
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an opportunity to see what could be accomplished by 
the then relatively new fluorescent lighting method and 
to judge for themselves concerning its possibilities in 
the field of merchandise display. Meanwhile the tech- 
nical equipment used in fluorescent lighting has by no 
means stood still, and one of the most interesting de- 
velopments along this line is what is known as cold 
cathode lighting, which differs from other sources of 
illumination in that it is exceedingly flexible, can be 
lent around corners, can be fitted into ceilings, can fol- 
low the curvature of walls and be bent around obstruc- 
tions. With this method, dangling fixtures and elaborate 
auxiliary equipment are also eliminated. 

This lighting method is custom made for the indi- 
vidual store. With its long. continual fingers of glowing 
tubes it becomes a permanent part of a building—not 
just a fixture. Architects include it in their over-all 
integral plans for a store. 

This new source can be adapted for localized lighting 
over a particular section of a shop. Or, it can be planned 
to spread an even plane of illumination over the entire 
sales area. Cold cathode also provides more light—and 
less glare—per square foot of tubing than any other 
light source. according to the Cutler Light Manufactur- 
ing Company of Philadelphia. In addition, various col- 


Circular tubing is used for a decorative treatment at 

the front of the Morris Wax store in Philadelphia. In 

addition, the long tubes cround the selling space in- 
crease the illumination. 


ors and shades are available either for decorative or 
illumination purposes or both. 

The proper adaptation of such a lighting system can, 
and has, enhanced the appearance of a store consider- 
ably with resultant increases in business. It can be 
used indirectly, built into coves or cornices, or for 
direct illumination. The method simplifies installation 
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ov SHOE SALESMANSHIP. .. 


In the Foot Step store in Philadelphia a single long tubing area runs down the center of the ceiling, 
providing daylight illumination and adding to the attractive appearance of the store. 
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Reality Basis for Planning 


IN this mid-April issue, the RECORDER endeavors edito- 
rially to report and analyze results of first quarter op- 
erations of retail shoe stores in a group of important 
trading areas, also to survey both fashionwise and in 
point of volume, shoe sales prospects for the six months 
period that lies ahead. Such a report, if it is to have 
any broad or real significance, should not be nar- 
rewly confined to one particular trade or industry, in 
which it is conceivable that temporary causes may cre- 
ate seasonal changes that have little real bearing on the 
business future. It should rather be studied and inter- 
preted against a background that takes in not only the 
small but important segment of shoes but likewise the 
industries that are closely related to shoes and, in fact. 
the nation’s entire economic picture. 

This idea of the desirability of forming business judg- 
ments only on the basis of broad and comprehensive 
knowledge of actual conditions was emphasized by the 
Secretary of Commerce at a recent conference with 
press representatives in New York, when he declared 
that the proper basis for future planning is reality. 

“When business men plan for the months to come 
they should have the facts,” said Mr. Sawyer. “Each 
one, of course. has the facts with reference to his own 
business, but in many cases he does not have the per- 
spective for the economy as a whole.” Then the Secre- 
tary went on to disclose the situation as the Department 
of Commerce sees it. And the Department of Commerce 
unquestionably has at its command more facts and 
figures upon which to base sound and realistic con- 
clusions than any other agency in the country, public 
or private. 


“Since December,” said Mr. Sawyer, “there has been 
some slackening in the pace of business activity from 
the tempo which pushed economic indicators to a peak 
in the fourth quarter of 1948. We estimate that the 
gross national product for the fourth quarter of this 
year will be somewhat lower than the peak of the final 
quarter of 1948, but it will probably be above that of 
the third quarter of last year, and certainly considerably 
higher than the first quarter one year ago. 


“The major element in the first quarter decline was in 
the rate of inventory accumulation. This is not neces- 
sarily an adverse development, although it does reflect 
an easing demand. Most of the remaining decline has 
been in consumer spending. This indicates some weak- 
ening of the demand pressures which characterized 
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much of 1948. In other words, it indicates the arrival 
of healthier conditions which, as the President said some 
weeks ago, we had all been seeking. But it is of in- 
terest to note that February sales of retail stores at 
$8,945,000,000 were unchanged from the year-ago 
level. After seasonal adjustment sales registered no 
change from January. 

“Gross private domestic investment in early 1949 is 
close to the late 1948 performance. Preliminary returns 
from the annual survey of plant and equipment éxpen- 
ditures for 1949 indicate a continuing high volume, 
although not quite up to last year. Government pur- 
chases of goods and services are rising. 

“On the income side, personal incomes for January, 
the latest actual data, were as high as the December 
peak, and for the first quarter of 1949 are expected to 
show only a moderate drop from the fourth quarter of 
1948. While inflationary pressures still exist in some 
areas, the supply-demand picture is in a much better 
balance. The basic demand situation is still strong. 
The possible danger is psychological—that consumers, 
business men and investors may tend to swing frem 
over-optimism to pessimism. As a deterrent to this 
possibility, they should be kept currently aware of the 
actual situation.” 


OBVIOUSLY the vast majority of shoe men, in common 
with business men in other branches of industry and 
commerce, would very much prefer to take an opti- 
mistic view of the business future. They do not natur- 
ally incline to pessimism. If some of them occasionally, 
in times like these, tend to view some aspects of the 
future with forebodings it is because they remember or 
have heard of what happened in 1920, in 1929 or in the 
dark days of the 30’s. That grim spectre of depression 
is in their minds, and in their determination to avoid 
a repetition they can easily exaggerate the dangers and 
possibly do more damage to themselves and others than 
if they tried, with calm detachment, to form a reasoned 
judgment. If inventories are reduced too sharply the 
results can be reflected in lost sales. 

Actually, with the factors of strength that lend their 
support to today’s business structure, it is hard to im- 
agine a reaction like that which overtook the nation’s 
business in 1920 or in the early 30’s. It is unlikely that 
anything short of a very serious and widespread loss of 
confidence by business men in the nation’s economic 
future could precipitate such a disaster. 


Boot and Shoe Recorder 












blac 
whe 
blac 
tern 


Asym 
faces, 
of Ai 
Taup 


SE1 
Nev 


April 













black patent leather 
throat and quarter. 


A platform and heel of 
black suede looks novel 
when vamp and quarter are 
black patent. The rosette al- 
ternates patent and suede. 


Asymmetric in design and sur- 
faces, this shoe follows the trend 
of Autumn trimmed coats: Town 
Taupe suede with black patent. 


SETON LEATHER CO. 
Newark 4 N. J. 


April 15, 1949 


on 


An opened-up, closed shoe of 
black suede with chopped-out 


the 


















SPARK UP 
AUTUMN STYLES 


Collar-foxing of Seton's gun- 
metal patent enriches the 
Slate Gray suede pump— 
a combination already 
favored for high fash- 


ion promotion. 




















New in design, treat- 
ment, color. Town 
Taupe suede overlaid 
from tongue to toe 
with Seton’s gunmetal 
Patent, across which 
is Seton’s +58 brown 
patent leather; also 
used on the quarter. 
Platform and heel are 
gunmetal. See this 
combination — it will 
have great appeal and 
offers easy matching of 
accessories. 

























































For tailored or dressy wear, this 
opened-up oxford is smart and 
seasonal in black suede com- 
bined with Seton's fine black 
patent. 









Three tone eye-stopper is 

this dressy sandal with Prom- 

enade Brown suede vamp and 
quarter accented by shirred Gun- 
metal patent at throat and quarter; / 
and by Seton’s +58 brown patent / 
on the strap and bow. 


Seton’s black patent as a fold-back trim on black 
suede dramatically explains the increasing ac- 
ceptance of suriace contrasts. 


The name fer fine 
PATENT LEATHER 


113 









The store is gay and attractive with interior decor done in pastel shades. Wall shadow-boxes are used 
for small displays. Lighting is fluorescent combined with spots over each display window. 







Suburban Shoe Store 
Appeals to the Young Folks 


Age Specialization and a Movement 
toward the Suburbs Are the Trends 

ball he nds Each fitting is carefully checked. Here Mrs. Lillian 
Which I nfluenced the Owners of Tosa Cibik, manager of the store, watches while an X-ray 
Junior Shoe Store, Wauwatosa, Wis. check is made. 













“THE trend in shoe stores is age specialization and a 
movement toward the suburbs, away from the con- 
gested downtown areas of large cities,” remarked Joseph 
F. Schmank, who together with his partner, Kenneth F. 
Trimble, has operated the Tosa Junior Shoe Store at 
7300 West North Avenue, in Wauwatosa, Wisconsin. 
since its opening in October of 1947. 

“When my partner and I first decided to go into the 
retail shoe line,’ Mr. Schmank continued, “we had 
plenty of opportunities to rent stores in the downtown 
area of Milwaukee, but we decided against it, for we 
felt the traffic and parking problems were too much of a 
drawback in a downtown store. 

“Instead, we chose this location in the fast-growing 
suburb of Wauwatosa. After we had rented the corner 
store, we went to an interior decorating firm, one that 
specializes in creating attractive stores, and we laid our 

[TURN TO PAGE 198, PLEASE] 
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AMERICA’S 

< SHOWCASE 
OF SHOES 






YOU are invited to the 


WORLD PREMIERE 






sme ty DOLINAN, 


opening April 27th 
3rd Floor, Lennox Hotel 









Delmanette Showrooms 
2107 Lucas 
Hamilton Shoe Company 






Saint Louis 

















Only Penaljo has the patented Play Arch 


invites you to attend 


ve FALL 







PREcopxnm AG 
A\ | RESENTATION of casual 





opening April 27th 
3rd Floor, Lennox Hotel 










Penaljo Showrooms, 2107 Lucas 
Hamilton Shoe Company 








Saint Louis 
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a softy named “BUCCANEER”. s8 


Little wonder that 
discriminating women prefer 
Peacock Shoes! Their 
designers make simplicity 
dramatic... and, 
under a cover of smartness, 


there’s blissful ease. 


BOYD-WELSH, INCORPORATED © SAINT LOUIS 


April 15, 1949 












Quality 


Craftsmanship 








Fine materials 

















hand 
fashioned 
By, 


annia oer” 


On Display — Rooms 1802-1803 
Lennox Hotel — During 
the 3rd Fall Showing 


oot an 





s 
the lady-like look with the bare-foot feeling... 











New editions! 


our exclusive 





Girdle-fit series 








as advertised in VOGUE 


|: all over America acclaim 
Bare-Foot Originals Girdle-Fit series 


See this shoe in St. Louis at the STATLER HOTEL Rooms 302-303-304 


April 15, 1949 





O : , : 
line designed to stop traffic 
“~ ys 


LAL F 4, ; 
\’—~at the St. Louis Shoe 
\ / 
Yq \ Manufacturers’ 
- iy \\ Association 3rd 


-« « April 27, 
28 and 29. 
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See the shoes with 


INS 4 j 


a plus” that directs 


2 sy, ¢ os ia a 
WEN ra. Lie 
it! fe / 




















JOHNSON, STEPHENS & SHINKLE SHOE COMPANY, St. Louis 
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of the 
Lennox Hotel, St. Louis 


that is... 


Oy 


arumount 


SHOES DESIGNED BY 





Also showing at the Paramount Show Room 
and Office, 4164 Chippewa St., St. Louis, Mo. 


April 15, 1949 





*).. the loveliest collection Lea ry 
of 7 } 
spring shoes I’ve ever seen” ay 
fi, 















SHOES FOR THE LOVELY 


of course and 


priced at only ra 
‘ ~. 9.95 and 10.95 
# et Casuals from 7.95 ~ 


A Sie 
a ee YS 


. 
“aw 4.7" 


to Carmo Shoe Mf@. Co., 







2128 Washington, Saint Louis 


ngeles « Saint Louis « New York 


as seen in GLAMOUR 




































turn “shop-around” customers 
into “always-around” customers 


Vitality maintains the strictest standard of quality supervision in every detail. 
Thoroughgoing care and painstaking effort go into every pair of Vitality Shoes 
—from the style concept to the finished product. That is why 

Vitality Shoes consistently give more-for-your-customers -money . . . consistently 


‘cement friendships’’—making enthusiastic, repeat customers for you! 


more-for-your-money shoes 





and Vitality Open Road Shoes for Outdoor and Campus Wear 
Vitality Shoes for Children 
Complete Range of Sizesand Widths — Made by America’s Largest Shoemakers 





VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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GLAM OU h SHOES 


TOPS IN SAINT LOUIS QUALITY AT $10.95 


© A COMPLETE LINE 
sizes to 12, widths to quins 
flats to 23/8 


reptiles and platforms 
e NOTED FOR FIT 


e STYLED BY JOHNNY WALSH 


See them at all regional shows * St. Louis, April 22 to 30 


Hotel Lennox, Rooms 901-904 


BOURBEUSE SHOE CO., MAKERS UNION, MISSOURI 
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the New, New, NEW oo Quality line 
for fall will be the talk of the trade! 


See for yourself when our representative is in your 
city or see it at the St. Louis Manufacturers’ 
Fall Showing, April 27 through April 30 
Hotel Statler * Room 310 


QUEEN QUALITY SHOE COMPANY « DIV: INTERNATIONAL SHOE COMPANY « ST. LOUIS 
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Nationally 
Aduertised 
Vogue 
Harper's Bazaar 














Mademoiselle 
Glamour 
Charm 
® 
ALLURING FOOTWEAR 
Shoemakers Since 1874 Seen in MADEMOISELLE and GLAMOUR April Issue. 
Tweedie Footwear Corporation % ‘ e ; Jefferson City, Missouri 
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A. J. BRAUER, JR. 


Newly elected officers and di- 
rectors of the St. Louis Shoe 
Manufacturers Association 


EXECUTIVE OFFICERS 


A. J. Brauer, Jr., Brauer Bros. 
Shoe Co., President. 


Frank Freund, Roberts, Johnson 
& Rand, First Vice-President 
Sam Wolff, Wolff-Tober Shoe 
Mfg. Co., Second Vice-President 


A. V. Wheeler, Pennant Shoe Co., 
Treasurer 


Arthur H. Gale, Secretary and 
Manager 


BOARD OF DIRECTORS 


F. J. Cornwell, Brown Shoe Co. 

J. S. Legg, Moulton, Bartley, Inc. 

H. H. Rand, International Shoe 
Company 

J. G. Samuels, Sr., Samuels Shoe 
Company 


Nicholas Ettlebrick, Step Master 
Shoes, Inc. 


April 15, 1949 





ST. LOUIS 


AMERICA’S 
SHOWCASE 
OF SHOES | 


SPONSORED BY ST. LOUIS SHOE MANUFACTURERS 
ASSOCIATION—APRIL 27 TO 30, 1949 


Dizzy DEAN. erstwhile pitching great of the St. Louis 


Cardinals, was accustomed to answer his critics, who charged 
him with self glorification, with the observation that “it ain’t 
bragging if you talk big and then go out on the mound and 
do big things.” 

By the same token the St. Louis Shoe Manufacturers Asso- 
ciation feels justified in claiming credit for ‘ts position 
among the nation’s shee producers and for its Third Fall 
Showing to be staged in St. Louis April 27-30. Like Dizzy 
Dean, the St. Louis market has been backing up its boasts 
with big accomplishments for a great many years. 

With discontinuance of the practice of holding a National 
Shoe Fair in the Spring, members of the St. Louis Shoe 
Manufacturers Association put their heads together this past 
Winter and decided that they could best serve their shoe 
merchant customers by presenting Fall lines jointly through 
the medium of an organized shoe show in St. Louis. Such a 
promotion, they concluded, not only would stimulate buyer 
interest in the St. Louis market, but it would enable the shoe 
merchants to see their Fall lines with a minimum of effort 
and in the process save time and money both for retailers 
and themselves. [TURN TO PAGE 132, PLEASE] 




















SMARTLY STYLED 


You'll look far and wide to find a more dis- 
tinctively designed, smartly styled, in-stock, 
fill-in line of women’s shoes than Grace 
Walker! Remarks like “I never dreamed 
such smart-looking shoes could be so 
reasonable”, are common among new Grace 
Walker customers. 













NATIONALLY ADVERTISED 


Popular magazines, read by American wom- 
en in all walks of life, carry Grace Walker 
advertising: American Magazine, Good 
Housekeeping, Mademoiselle, Photoplay, 
Radio Mirror, Redbook, True Experiences, 
True Love, and True Romance. Grace 
Walker will furnish you with a complete 
dealer advertising service for local tie-in. 














POPULARLY PRICED 


You can sell Grace Walkers to today’s value- 
conscious customer. She is looking for high 
style, quality, and craftsmanship at a reason- 
able price. Grace Walkers are available on 
an in-stock immediate delivery basis. We'll 


: I, grat ful walking be glad to answer your questions regarding 


them— just write. 


$7” to $9” retail 


Some styles slightly higher 






FRIEDMAN-SHELBY DIVISION » INTERNATIONAL SHOE COMPANY « ST. LOUIS 3, MISSOURI 
NEW YORK OFFICE: 551-553-555 MARBRIDGE BUILDING 
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See the shoes that have been acclaimed 





cy. 









olen 
e@ Nationally advertised in full color pages of 
Life Magazine, Vogue, Charm, etc. 




















HOLLYWOOD INSPIRED 









@ Nationally known for over 15 years. 


e A Complete line of dress, casual and 


, sHOES 
sports, famous for quality 





and fashion. 


e Budget priced for mass 
market sales. 


e To retail at 


$595,979 


| 

if 

Onc 
; Ait 

@ A newly developed line of casual types with 


an unusual patented selling and promotional 
feature. 





@ Easy to see, easy to demonstrate, 
easy to sell. 


e@ Priced to retail at 


$795 
Op Display! 


St. Louis Shoe Show 
Hotel Statler 
Room 320-322 

April 27-3 














TOBER-SAIFER SHOE MANUFACTURING COMPANY, ST. LOUIS 


April 15, 1949 
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* J. W. DREW 
* E. C. THORPE 
* A. C. YUKON 
* E. M. ROGERS 
* A. V. WHEELER 
* W. H. VIRGILIO 


*x P. J. SMITH 
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FALL STYLR SHOW 3 


A 
Pril 25cm t© 30th, 1949 


ashington ne 


ST. Louis 3, ue 


Boot and Shoe Recorder 





. $t. Louis 
Shoe Show— 


Poll:Parrot 


SHOES FOR BOYS AND GIRLS 


SHOES ‘FOR MEN 


SMART SHOES FOR WOMEN 


Pally ILD 


FOR TEEN AGE GIRLS 


Roberts, Johnson & Rand . DIVISION OF INTERNATIONAL SHOE COMPANY » ST. LOUIS 3, MO. 
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Plans Completed for Great Display of 8000 Fall Patterns 


As the shoe buyers who have in former years stopped off 
in St. Louis for previews of St. Louis lines before traveling 
on to National Shoe Fairs in Chicago or New York will re- 
member, the idea of sample room displays in the Statler or 
Lennox is not new. They have been accustomed to the ad- 
vantages of this arrangement for a number of years. HARRY BENNIGSON 
But in contrast to Shoe Fair stopovers in St. Louis of other 
years, when some manufacturers had downtown sample i 
rooms and some depended on visiting buyers to look at their 
lines in factory showrooms, shoe merchants this Spring can 
view the product of the entire market conveniently arrayed 
in the sample rooms of two leading hostelries no farther 
apart than the distance across Washington Avenue. 
What they will see is described by advance publicity as 
“America’s Showcase of Shoes.” More than 8000 patterns 
will be exhibited from a market that last year produced 


FRED WEBER 


Third Fall Showing general committee on arrange- 
ments, headed by Harry Bennigson, Hamilton Shoe 
Co. Others working with him are: J. G. Jones, Jr., 
Archie Bregman, L. K. Kane, G. L. Huiskamp, A. 
V. Wheeler, J. S. Legg. A. J. Brauer, Jr., tops the 
Publicity Committee, assisted by Paul Atkins, Fred 
Weber, McLeod Stephens and Eugene Rison. A. 
L. Johnson is chairman of the Program Committee, 
assisted by H. B. Johansen, Jack Jacobs, Morris 
Kalmon and Ray Hunnius. Archie Bregman is 
chairman of the Entertainment Committee, assisted 
by J. S. Legg, A. J. Brauer, Jr., and H. B. Johansen. 
Fred Weber heads the Housing Committee, assisted 
by Paul Mutchnick, Ray Kohn, Ed W. Morris and 
Dick Phipps. 
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Value—Versatility—and National Standing of Lines 
Given as Reasons to Visit Third Fall Showing. 





more than 95,000,000 pairs of footwear at a factory value of 
$413.424,000 out of an estimated national production of 
462,600,000 pairs. 

Of paramount importance to the visiting buyer. however. 
is the variety that he will find in the 8000 patterns. Last 
year 44 per cent of the production of the 31 member manu- 
facturers of the association was women’s shoes, 37 per cent 
children’s and 19 per cent men’s. Work shoes, of course, 
also made up a portion of this latter classification. 

The versatility of the St. Louis market is not limited to 





these classifications of types of footwear. Price and style 
likewise run the gamut from the very high to the medium low. 
Yet because St. Louis has built its reputation on high quality 


at moderate price as the result of high volume production me 
with a high break even point. the buyer will discover that ‘a 


° } fr. 
lea wde | | —<wez 


the great majority of-the 8000 patterns are in the middle Te ces 
bracket in style as well as price. 


Of equal importance, he will view 72 nationally advertised Potty 
brands in this spread of Fall footwear, and can make his . ae f 


selections from a market whoses brand name advertisers of 





women’s shoes last year included producers who were in the uf 
first three spots in national magazines from the standpoint f AY) 
[TURN TO PAGE 164, PLEASE] 


Photos, reading from top to bottom: J. S. Legg, 
1948-49 Board Chairman of the St. Louis Shoe 
Manufacturers Association; Frank Freund, newly 
elected first vice-president of the association; 
Arthur Gale, secretary-manager; A. V. Wheeler, 
treasurer. Frank J. Cornwell, opposite page, was 

president of the association for the past year. Suc- 
ceeded by A. J. Brauer, Jr. (March 18th election), 
Mr. Cornwell is the new chairman of the board. 
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-¢077 \n the middle of the 


Volume Fashion Picture... 


You'd naturally expect the world’s greatest producer of shoes 
to fill the greatest new need of shoe retailing today. That need 
is a strong, dependable, fashion-wise line,— built and priced 
to appec! to a huge segment of the women’s mass market... 
After more than a year of planning and preparation, Inter- 
national is now ready with an answer we think you'll approve— 
Accent Shoes... When you see these new Accents for fall, be 
prepared for more alert styling, more faithful fit and more 


built-in value than has been achieved in years in a line to 


sell at $8.95. 
\ 
; \« 
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THEY ALL ADD UP TO VOLUME IN 


Third Fall Showing St. Louis 
Shoe Manufacturers’ Association 
APRIL 27—30 
See the New Accents 
LENNOX HOTEL, St. Louis 
Rooms 801-802-803-804 








ACCENT SHOE CO. + DIV: INTERNATIONAL SHOE COMPANY - ST. LOUIS 3, MO. 
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Open toe and va 
treatment, 2 
heel. Trim T 
by Roberts, Jo 

son & Rand 





Plain opera p 

with elastici 

vamp on 23/8 
Pararount. 








ST. LOUIS MEETS (€ 


QUICK TO RECOGNIZE CONSUMER 


SHOE MANUFACTURERS OFFER A 


SHOES FOR EARLY FALL 


Wall toe sling w 
large vamp op 
ing, 23/8 heel, 
platform. A G 
Walker by Fr 

man-Shelby. 








Open toe sa 
with twisted in 
strap, 23/8 
14” platform. 
Stride of Bré 





Open shank and 

opened-up vamp, - Open back and shank, 

23/8 heel, high- 2 opened-up vamp, very 

riding shoe, Pea- : slen der 23/8 heel. 

cock Shoe by Boyd- Glamour by Bour- 
Welsh. a beuse Shoe Co. 





Open toe, oven 


shank two-strap Open toe, vamp and 


aves buttons on shank in asymmetric 

ay Queen wishbone strap, 23/8 

ee rn heel. Jolene by Tober- 
Saifer Shoe Co. 





DR OPENED-UP SHOES 


“WHat proportion of my early Fall line should I put in closed pat- 
terns?” That is the number one, all-important question St. Louis shoe 
manufaciurers have been asking themselves these past months. Exper- 
ience this past Winter has brought home to them with unmistakable 
force the fact that the opened-up pattern, especially the open toe, is still 
top seller in the great majority of style shoes. The same reasons for 
this preference continue to hold good: most women find the open toe 
more comfortable and more flattering. 

It is hard to get away from these two arguments. and St. Louis manu- 
facturers are not trying to do so. Instead, they are going along with 
the trend and planning to have their early Fall lines with 50 per cent, 
or mere, in open patterns. This figure does not mean, of course, that 
all these shoes will have both open toes and backs. Some manufacturers 
are favoring open toes, closed backs. One expert, styling several fac- 
tories with large output. believes strongly in sling patterns with closed 
wall toes on the assumption that round wall toes are both comfortable 
and flattering. Of the two possibilities, however. more manufacturers 


are favoring open toes and closed backs. More popular still for early 
[TURN TO PAGE 165, PLEASE | 


Open toe sling 
pump with all-over 
perforations and 
pretty ornament. 
24/8 heel, \,” plat- 
form. Paradise by 
Brauer Bros. 





Open toe sling back 
tie on 17/8 wedge and 
\4” platform. Risqués 
by Monegram. 

Open toe stepin, 

quilted-type vamp, 

on 14/8 Dutch boy 

heel. Rhythm Step. 


Jehnson, Stephens poe ‘ 
& Shinkle. Pd Asymmetric cutouts 


open up vamp on 
pump with 21/8 heel. 
Air Step of Brown. 








>, 
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HEELS FROM 8/8 TO 18/8 HAVE WIDE ACCEPTANCE. EXTEN- 
SION EDGES ON WELTS; SOFTIES AND CASUAL, IMPORTANT. 


Soft toe 
minimu 
ter Oo 
wedge. 
LASTS, soles and heels all play an important part in Fall lines by 
from St. Louis. The trend in lasts, it is interesting to note. is 
toward shorter. rounder lasts, away from the long. slender 
shape. The latter are not flattering to the foot and are there- 
fore unpopular, according to leading style authorities. There 
is revived interest in wall lasts, offering, as they do. more toe ; 
é mies es ? Color a 
room and the flattering illusion of a shorter foot. The new cial sued 
square toe is being used by most style-minded houses. Some reg 
manufacturers, however, claim that they already have 2 satis- shoe. 
factory square toe last and have not introduced the new. more by Us 
slender one. “The square toe belongs properly in Fall shoes.” 
says one style man. 
Welt soles are being talked about with a good deal of enthu- 
siasm and a number of manufacturers are relating them to the 
important trend to tweeds. suits and coats, for the coming Fall. 
What is also interesting is the fact that they are bringing back Soft toe 
extension edges. many with square toes. as well as wheeled ig 
ape iat J aa acini ‘ One of 
edges. Only one or two strong-minded manufacturers have Cc = é 
° ° modets, 
continued to make these edges during the past few years. Both 
of these treatments emphasize the fact that the shoe is a welt. 
completely reversing the trend of recent seasons when every 
effort has been made to conceal the fact that a shoe had a welt 
construction. There was a period when it was smart to give a - 
: Wall last 


non-welt shoe the appearance of a welt. This Fall. it may be. a medium 
heel. 14 
form. Co 
true welt with the smart. swagger look of such a shoe. And goring at 
Delmane! 
Hamilto 


woman will be able to have the comfort and durability of a 


speaking of soles, crepe wrapped welt soles are booming for 
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; Ghillie 
Open toe sling round w 
on medium 16/8 with 14 
heel, square toe up leathe 
extension edge L. J. G 
welt sole. Vital- 
ity Shoe Co. 
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to up- 
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ramp. 
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-up tie 
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s, 14/8 
14” plat- 
Karol 
nodel by 
Dunham 
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ap pat- 

ed over 
on 7/8 

heel. 

& Coun- 
pes. Inc. 











Sabot strap, ° 

with cutouts, on 

12/8 wedge. 
Rice O'Neill. 


Front strap pat- 
tern with strap 
adjustable to in- 
step measure- 
ments, 8/8 
wedge. San Loo. 


wedge heel 
Pp on new 
are toe last. 
b Shoe Co. 





On Display at Every Important 
Sectional Shoe Showin America 


AUGUSTA, GA. 
Sheraton Bon Aire Hotel 
May 1-4 


DALLAS, TEXAS 
Adolphus Hotel 
May 8-10 


OKLAHOMA CITY, 
OKLAHOMA 
Biltmore Hotel 
May 1-3 
PITTSBURGH, PA. 
William Penn Hotel 
May 7-9 
SAN FRANCISCO, 
CALIFORNIA 
Plaza Hotel 
May 15 








MONOGRAM FOOTWEAR, INC. 


INVITES THE AGGRESSIVE 
SHOE MERCHANTS 
OF AMERICA 


to a premier fall showing 
of volume-stimulating, 


nationally advertised 


ye 


FOOTWEAR 


w 


art 


Hotel Statler St. Louis, Mo. 
Rooms 201-202-203 + April 27-30 


Presenting for the first 
time an exclusive inova- 
tion in footwear con- 
struction that will have 
industry-wide reaction! 





Monogram Footwear, Inc. 1542 Clak H. HK. Louis, Alo. 
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WE'LL BE GLAD TO SEE YOU! 
at the St. Louis Shoe Manutacturers : 
7" FALL SHOWING 


Min! 











beautiful 


from ¢ 


all 





Ask your shoe man, or write for 
the name of your nearest dealer 


PETERS SHOE COMPANY, SAINT LOUIS 














State of the Shoe Trade 


[ CONTINUED FROM PAGE 88 | 


problematical. As one merchant put it: 

“During the Spring and Summer season, a 10 per cent 
increase in unit sales must be achieved in order to chalk 
up a 5 per cent increase in dollars. 

“I'll settle for an end of the season dollar total equal to 
that of last year.” 


Cautious Optimism in New York 


Witn Easter falling the third Sunday in April this year, 
whereas last year it occurred in March, merchants feel 
that the only fair comparison will be based on the figures 
for the two months, March and April. in 1948 and the 
same period in 1949. Most New York shoe retailers have 
been counting on good Easter business “if the weather is 
right.” Most are optimistic as to the months immediately 
ahead. In general. a cautious optimism prevails regarding 
future business. 

Inventories in most departments are not considered too 
heavy for this time of year when stores are going into a 
new season. While clearances lightened inventories in 
some stores to a marked degree. in others they served 
mainly to clear out odds and ends and “old stuff.” Some 
New York shoe stores did not hold any clearance sales. 
One high style group of stores, holding its first sale in a 
number of years, reported that these clearances did a 
“grand job” of cleaning out unwanted stock. Inventories 
on hand were, generally speaking. considered not too 
heavy for the anticipated Easter business. 

Most merchants are in agreement that lower prices 
would help to increase business but add that the only 
way to accomplish this is by adding lower price lines to 
their stock. Determined to continue the quality of shoes 
on which their success was founded, a number of retailers 
say that they will not consider adding lower price lines. 
Some stores, however, during the past year have done so 
and report improved business as a result. One high style 
women’s store has compromised by reducing prices by $2 
a pair on their opera and sling pumps only. 

In men’s departments the picture is very much the same. 
Easter business did not begin to open up until the last 
week in March. Clearances, where held, had brought up 
January and February figures. The children’s business, 
slow during the first two and a half months of 1949, 
began to pick up with the approach of Easter. 


Detroit Definitely Optimistic 


FEELING in the shoe trade in Detroit is definitely opti- 
mistic among major merchandising men, based upon a 
careful study of current business trends. There are some 
dark spots, but January and February generally tended to 
show a small increase over last year in pairage, with the 
general sentiment here that dollar volume will equal last 
years for the first six months. Anticipating a marked 
increase in casuals in the $6.95-$10.95 field. buyers feel 
that this increase will likewise offset any drop in pairage 
in other lines. 

In the men’s shoe field, volume is running about even, 
with children’s shoes appearing to average ten per cent 
ahead. Anticipations on the overall picture for women’s 
lines, based on the first six months and allowing for the 
late Easter date with the significant effect it has upon both 
time and types of sales. is for a 15 per cent increase. 
Key to the women’s situation is found in detailed records 

[TURN TO PAGE 148, PLEASE] 
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© COST... $4.20, less 5x-30 days 
© T0 RETAIL at $6.95 


© IN STOCK, for DELIVERY 
_ Starting Feb. 10th 


© MADE of UNLINED WHITE KIP 
SOFT TOE and SOFT COUNTER 
© VELVET FINISH CHROME TAN SOLE 


SIZES: AAA-5% to 10 
AA-4% to 10 
A-4 to 10 
B-3 to 10 
C-3% to 9 
@An entirely new, flexible, lightweight cement construction, 
{ with soft, resilient platform. 


® For women in all professions ... where comfort and fit are 
essential ... where quality and wear must be assured! © 
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TERRIFIC ORDERS 


ARE POURING IN... SEND 
YOURS IN NOW! 


4 
Address all inquires and orders to: 


Spalsbury-Steis Shoe Co.— 1523 Washington Ave., St. Louis, Mo. 


SPALSBURY-STEIS 


Sample Room 


The BIGGEST NEWS to 


1523 Washington Ave. 


St. Louis, Mo. 


~ 


Factory 
_ Fredricktown, Mo. 


‘Come IN PAIRS SINCE NOAH’S ARK! 


She Shoe of 
the Hour, with 
Hoating Power 


SHOE COMPANY 


Sample Room 
Haas Building 
Los Angeles, Cal. 
Dean Phipps 








SHOWING LENNOX HOTEL + ROOMS 1001-2-3-4 © APR. 27 THRU' 30 «© ST. LOUIS SHOE MFRS. FALL SHOWING 
April 15, 1949 
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Meet the famous family of 


BROWN 


SHOE COMPANY 


at the ST.LOUIS 
FALL SHOWING 








April 15, 1949 


APRIL 27 TO APRIL 30 


Yes, all these famous-name shoes made 
by Brown Shoe Company will be there. 


You know them—naturally. And so do 
the millions of men, women and children 
who regularly see our colorful national 
ads or hear our nationwide network radio 
program. 

In the months ahead more and more of 
your customers are going to know these 
brands. Brown Shoe Company advertis- 
ing and merchandising is going to be 
bigger—and better—than ever. 

It's a big family with big ideas. Why 
not stop in and get acquainted? 


BROWN SHOE COMPANY 


St. Louis 
























Quality Shoes Since '32 


we 
Sp 


WHILE IN TOWN 


KIL 













M. K. WEIL SHOE COMPANY 


1215 Washington Avenue © Saint Louis 





Playing an Active Part in the St. Louis 
Shoe Market for 17 Years. 


New York Office: Marbridge Bidg. 
Los Angeles: Haas Bidg. 


Current...Nationally Known...Topgrade 
JOBS AND CANCELLATIONS at a Price 





 /Tower Grove / 
SHOE seinconncatle : 





Nest 
hoemakers . 


Inc. 


DISPLAYING AT 


403-404 


LENNOX HOTEL 












ALSO 


ST. LOUIS SALES OFFICE 
908 SHELL BLDG. 
1221 LOCUST ST. 
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Names that are 
recognized as 
the most valuable 
shoe franchise 


in America 


Extensively and Consistently 


Nationally Advertised 


Visit our office showrooms 
1601 Washington Avenue 


during the St. Lovis Show 


WOHL SHOE COMPANY . Saint Louis, Missouri 
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No. ASO GLIDER 
TYPE FITTING STOOL 


1”’ chrome tubing. Rubber 
covered foot rest, upholstered 


in Duran or Tolex in a wide- 


variety of colors. $4195 - 


No. A301 SPRING 
SEAT ARMCHAIR 
Oval back, “no-sag” spring 
cushion seat. 1” steel tube 
frame, butt-welded for extra 
strength, triple chrome 


aucen 34735 ea. 


more sales... with 
better selling equipment! 


..and for the best in modern, 


shoe store equipment, look to ... 


KORRECT-WAY/ 


SEEM IM THE BEST CIRCLES 


DISTRIBUTORS 


No. A204 ARMCHAIR 

“No-sag" spring cushion seats. 
Upholstered in Duran or Tolex 
in @ variety of colors. In 


Frosted Oak 

pg + $7750 - 
No. A501 WOOD 

FITTING STOOL 

Rigid construction, upholstered 


in Tolex or Duran in colors to 
match other equipment. In 


Frosted Oak or $4185 o. 


Walnut. 


‘4 


Crerywh ere-— 
DISPLAYS 


* $7 1Ovlt, wO 


PRINCIPAL CITIES 


State of the Shoe Trade 


[CONTINUED FROM PAGE 142] 


made available by a leading downtown store. showing the 
price lines up to $8.00 running even to last year for the 
first two months; $8.95 to $10.95. 19 per cent down (in 
terms of pairs) ; $11.95 to $12.95, 50 per cent up; $13.95 
to $14.95, 4 per cent off, and $15.95 and up. off 41 per 
cent. 

Inventories generally here are down about 20 per cent 
from a year ago. There was some heavy buying about that 
time as a result of postwar readjustment, but the feeling 
generally is that present stock levels are about right for 
the volume of business. 

Standard clearance sales were not a very prominent 
factor among local stores this season. Emphasis was placed 
instead on promotion sales and introduction of new mer- 
chandise, in some cases with emphasis on new price lines. 

Answers on the price level are contradictory here, with 
typical large stores reporting little or no change, although 
a switch of merchandise lines at a lower level has been 
occasionally noted. However, Frank Hardy of R. H. Fyfe 
and Company predicted an important trend toward in- 
creased volume for the lower price lines, with special 


: emphasis on play shoes selling at $1.00 to $1.50 lower, at 
‘ retail, than in the recent past. 


Spring business received & bewildering set-back in mid- 
March with a stretch of about as severe winter weather as 
Detroit has seen this season, reversing the formula of the 
mild Winter previously enjoyed and upsetting retail plan- 
ning. Anticipation for Easter. however, was almost uni- 
formly optimistic in all classes of stores. except the small 
neighborhood type. 


Dollar Volume Off in St. Louis 


Dollar volume slump in the sale of women’s, children’s 
and men’s shoes in St. Louis for the first two and a half 
months of 1949 put sales about 14 per cent under the 
corresponding period of 1948. The range in dollar volume 
slump, however, is wide, extending from less than 1 per 
cent up to 30 per cent. Women’s shoes were off 30 per 
cent in one leading department store in January, only 1 
per cent in the same store in February and off less than 1 
per cent in another major salon in January. 

Men’s shoes in one department store were down only 
5 per cent in February but off 12 per cent in January. 
Children’s shoes likewise have varied. Spring business had 
not opened up by late March but merchants blamed this 
on the weather and expressed optimism for the Spring 
and Summer selling period. Late Easter. they believe, will 
be a big help. January clearance sales were moderately 
successful and inventories are better balanced than a year 
ago, possibly slightly under pairagewise, but about the 
same level as in the Spring of 1948. 

Buyers hesitate to predict on business prospects beyond 
the Summer season and also are close-mouthed about the 
future of prices, though there is an undercurrent of feel- 
ing that retail prices will be lower come Fall. 


Trading Down Trend in Philly 


No price range group in the Philadelphia shoe trade 
has been able to side-step the decrease in the amount of 
business done in retail shoe stores, which runs from 5 
per cent to 10 per cent under this same period last year. 

[TURN TO PAGE 172, PLEASE] 
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He IRTISTYLE 
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Keyed to the times 


} 


%: 8 


Shu-Stiles’ fashion footwear brings you what 
your customers want at the prices 

they like to pay. A sound and successful 
formula, as right for fall ‘49 as in the 
twenty-five years of Shu-Stiles’ growth . .. 
with the St. Louis Shoe market. 
















1214 WASHINGTON AVE. © ST. LOUIS 3. VO. 
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Prim Nylons in Fine Shoe Stores ™4, 


‘», .» Duild sales - build profits | 
ao : 
a 











Appearing in 
April 
HARPER’S BAZAAR 


In perfect step with footwear 

fashion. lovely Prim nylons like the precedent- 

setting Sandal Sole **400°s”* are building sales for Joseph's 
and other outstanding shoe outlets from coast to coast. 


Footwear folks are recognizing beautifully made. alertly merchandised 
Prim hosiery as a natural ‘“‘counter™’-part of fine footwear. 

A few Prim franchises are still available. 

WIRE PRIM HOSIERY, INC., Chester, Ill. Chicago Office—300 W. Adams 


<< You're invited to visit Prim’s display Room 1807, Hotel Lennox 
St. Louis Shoe Show, April 27-30 
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Breath-taking wedgie 
in suede with calf trim 


. ROOMS 1006-1007 
‘ LENNOX HOTEL 


3 strap casual in calf 


HEYDAYS... unmatched in their’ price tangé: 
... featured by the editors of SEVENTEEN 
and JUNIOR BAZAAR. Newspaper 


ads ready for store promotions. 


Just right, for RIGHT NOW! 


VICTORY SHOE COMPANY, St. Louis 
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Sampling invited 
ON THE NEW 


Genco 11/it¢' 


WOOD FIBRE WEDGE HEEL 







Better than wood—costs no more 







Precision made fo fit perfectly 
Absolute uniformity « Light as 


a feather « No breakage losses 


Write today 


GENCO HEEL COMPANY 
CUBA, MO. 


The Genco Airlite is a completely new heel, made of a completely 
new wood fibre material, developed to meet the price demands of 
volume users. Made by the makers of Genco Shock Absorbing Heels, 
it is natural that this first successful low cost wood fibre heel 
bears the Genco Trademark. Only Genco's years of experience, 
research and development could have produced such an outstanding 
heel at so low cost. A completely new factory, fully equipped with 
the latest precision machinery assures excellent workmanship at low- 
est cost. Genco Airlite Heels are completely turned in one continuous 
operation, eliminating the roughness and imperfections of back- 
cutting. Lighter in weight, precision made to fit last curves perfectly 
and without the brittleness and resultant breakage of wood heels, 
the Genco Airlite brings a new standard of quality to the low price 
field. 


*The Genco Airlite Heel should not be confused with the patented 
Genco Shock Absorbing Heel. The new Genco Airlite is made of a 
different material and does not have the resiliency of the Genco 
Shock Absorbing Heel. 


AMERICA’S OLDEST MAKER OF QUALITY WEDGE HEELS 
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Sales Sensation! 


















ity ub 


DISTINCTIVE SHOES FOR MEN } New Line... 


New Advertising Program... 
New In-Stock Service! 






PE GET RA 3 stntbe OR 


ae 





~ 
a 


FOR SUSTAINED VOLUME BUSINESS, a 







bigger, better-than-ever line of “Best : 

Dressed Circle” shoes in more styles, ‘$ ee 

patterns, and colors than ever before. 3 Visit PETERS Room 402 
TO POWER YOUR SALES, City Club Z STATLER HOTEL 
national advertising and localized mer- = 


During the St. Louis 


FALL STYLE SHOW 
= April 27, 28, 29 & 30 


chandising programs move into high 
gear with a forceful story of City Club 
value ...a story you can use right at the 
fitting stool! 


IN-STOCK SERVICE NOW — your orders 
are filled fast! 





Styled by PETERS SHOE COMPANY e« Division of INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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FEAT Ut eB 


Rear Yep 


by JOHNSON, STEPHENS & SHINKLE 
SHOE COMPANY 
St. Lowis 
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GS #28 A-8.. Oo # 1.6 





April 15, 1949 155 


iy | 


men with 


aS 


S 
S 
> 
2 
=. 
= 
Xo 
S 
Bo 


5 aaa 
a 

9 Mt L BE GHB Ss 
yn ee 
e- e a age ad 


a yen for comfort! 
ST. LOUIS SHOE SHOW 


Room 427 + STATLER HOTEL + April 27-30 
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THE MEN’S SHOE BUSINESS 





seirtstitee 
Mason 


A particularly successful (independent) retailer 
of women’s shoes recently remarked to one of our 
salesmen that he wouldn’t retail men’s shoes for 
all the tea in China. “It seems to me that the men’s 
shoe business takes it on the nose,” he said. 


Roughly, here is how our salesman told us he 
answered this interesting conmment: 


“You are partly right... but only partly. Sure, 
many retailers in the men’s shoe business sell ‘just 
shoes’. They never dream of selling an sdea instead 
of a shoe. Many men’s shoes never get bought be- 
cause some other member of a man’s family thinks 
he or she needs something else worse than Dad 
needs shoes. And because Dad’s so easy-going, once 
again down slips the per capita consumption of 
men’s shoes a tiny little bit. And that tiny little bit 
keeps getting repeated so often that eventually the 


> 


men’s shoe business seems to ‘take it on the nose’. 


THERE IS A PLAN 


Fortunately, however, what our salesman told the 
‘women’s shoe retailer is true only in some cases. We 
know a number of retailers who are using a plan 
of direct action that is designed to stabilize and 
materially increase their operations in men’s shoes. 
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Who said, “The men’s shoe business — 
has to take it on the nose’? 


We ask, “Does it?’’ 


What is this plan? Whose is it? How does it work? 


Some months ago, we here at Winthrop began to 
analyze why the union of the Winthrop line with 
a number of retailers was so eminently successful. 
We analyzed this success from every angle and 
came up eventually with what we now call — 


THE WINTHROP PLAN 
OF PROFITABLE ACTION 


...@ coordinated selling plan designed to make 
independent men’s shoe operations more profit- 
able. This Plan is simply a crystalization of the 
many elements that constitute the successful sell- 
ing of men’s shoes in terms of planned action and 
promotion...as contrasted with “just selling shoes”. 


The purpose of the plan is to build for the retailer 
and with the retailer so that his customers increase 
each season, his sales per customer increase, his 
inventory control is in better balance, his profits 
are steadier and his overhead is held in firmer check. 


In a few weeks Winthrop will make the Plan avail- 
able to its dealers and other leading retailers in cities 
where Winthrop does not now have an account. 


: If you would like to see the Plan, just drop 
usa line or let us tell you about it when 
you come to St. Louis April 27 through 30 
for the St. Louis Fall Showing. 

Hotel Statler, Rooms 428-430. 


WINTHROP SHOE COMPANY 


: Division of International Shoe Company e 


Saint Louis 












4 
How the Poll-Parrot 
helps you sell 








 % By “‘package”’ we don’t mean the shoe box... we mean 

me, \ > what’s in and behind Poll Parrot shoes. Essentially this 
“package” consists of two things: 1. A quality constructed 

line of shoes with a 50-year-old, nation-wide reputation 

for high quality and value, good fit and long wear. 2. A 

m4 , strong, consistent program of coordinated national advertis- 
il j ing and cooperative dealer helps that create consumer demand 

for Poll Parrot shoes and directs it right into your store. 

This combination of good merchandise and good merchan- 
dising is the “‘package” that helps you sell more and more 

/ shoes to satisfied customers who come back again and again. 


\ Here’s the powerful selling contents of the Poll-Parrot “‘package”’... 


st A complete line of juvenile shoes for all occasions — dress, play, school 
" xy Smart juvenile styles that appeal to today’s style-minded youngsters 
SN 71 yy Unusually well-constructed shoes continuously Pre-Tested for wear 
xx America’s widest range of scientifically graduated lasts 
x A rigidly-maintained reputation for high quality and good value 
yx Dominant national advertising pre-selling America’s mothers for you 
xx A complete co-operative dealer-help program covering al! your local needs 








AND STAR BRAND SHOES FOR BOYS AND GiIRisS 


Roberts, Johnson & Rand smses er wmernsneni suet courant - st ens 3,20. 
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push for the 





with Wf shoes tor children 


nationally advertised in 


Parents’ and Good Housekeeping 


It’s smart retailing to put your own 
promotional push behind Vitality Shoes 
for Children, while the national adver- 
tising has interest at a peak. Beginning 




















this month, and continuing through the 
spring season, readers of Parents’ and 
Good Housekeeping will be seeing a 
lot of Vitality Shoes for Children. 
They will be attracted by ads that are 
distinctive, styles that are ““Twice as 
Smart,” value that means more-for-the- 
money. Run your promotion, telling the 
same story, and you’re bound to do a 
thriving spring business with Vitality! 


Also Vitality Vitapoise Feature Shoes for Children, 
Priced According to Size. 





while at the 
ST. LOUIS FALL STYLE SHOW 
visit the VITALITY DISPLAY 
Statler Hotel, Room 306 











DISPLAY THESE SEALS 
—THEY SELL FOR YOU! 





| Made ty mercas Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO 
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MORE BABIES 
GROW UP IN 


So many babies learn to creep—to stand— 
to walk—in Trimfoot Shoes! From the first 
tiny, soft crib shoes, mothers learn to depend 
upon—and buy—Trimfoot Shoes for their 
babies. For modern mothers know that 
Trimfoot Shoes are made by specialists in 
children’s shoes for the formative years—know 
that when they start with Trimfoot Shoes 
they can continue to buy the same dependable 
brand as baby grows... and grows. 





TRIMFOOT COMPANY 
Trimfoot Terrace 
Farmington, Missouri 


At the St. Lovis Show April 27 thru 30, Statler Hotel, Room 429. 


160 Boot and Shoe Recorder 











Poll 
















































ST. LOUIS 


CHILDREN’S 





LINES 


SHOW STEPPED-UP STYLING FOR FALL 


SINCE war's end the children’s shoe industry in St. Louis has shown 
steady growth. Producing 33,696,095 pairs of children’s footwear 
last year, more than a third of the nation’s total, the market’s juvenile 
production has jumped by approximately three million pairs each 
year since 1946. In 1947 the figure was 30,191,794 and in 1946, 
27,615,84. 

A partial explanation can be found in the awareness of the St. 
Louis shoe industry to the rapidly expanding potential of the chil- 
dren’s market. In the peak year of baby production—1947— no less 
than 3,876,000 infants came into the world in continental United 
States. 

Last year the record was nearly equaled with 3,715,000 more. By 
1950, according to reliable estimates, children under 15 years will 
comprise the largest single age group in the nation. And by 1952 
the record number of postwar babies will be entering their first year 
of school, a period in their lives when they start wearing out shoe 
leather in earnest. 

These statistics should be good news for the shoe merchant. They 
also should prompt him to take a look at the comprehensive children’s 
lines of St. Louis manufacturers which will be displayed at the Third 
Fall showing in St. Louis, April 27-30. 

He will discover at this event more style in children’s lines for 1949 
than at any time since before the war, and in the opinion of some, 
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Two - strap. 
buckle in wine 


Three strap 
button, low 
wedge in black 
suede, Vitality. 







elk with wrap- 
around crepe 
sole by Buster 
Brown. 





Ghillie in brown 
elk with outside 
counter pocket 


by Lazy Bones. 








Ankle strap i 
red elk, on lo 
wedge heel b 

Poll Parrot. 


Leather - laced 
pump with low 
wedge in brow 
suede by W eat 

erbird. 


Black suedé 
cross strap 
Buster Brown 


fied V-throat b 
Hopscotch. 










Patent _leathe 
two-strap by Ed 
White, Jr. 








Cross-strap moc. 
casin in wine 
elk and wrap- 
around crepe 
sole by Weath- 
erbird. 





Gore front moc- 
casin in brown 
elk with strap, 
crepe sole by 

Red Goose. 














Brown 
slip aste 
el with 


open 








Rugged, brass 
eyelet oxford in 
wine elk with 
fancy welting by 
Poll Parrot. 









Visit Peters, Room 402, STATLER HOTEL 
During the St. Lovis FALL STYLE SHOW 
April 27, 28, 29 & 30 


YOURS -a Great 
Ready-Sold Market 



















Exciting, dramatic advertising — forcefully selling 
the 5 Weatherized features! Full-coverage advertis- 
ing—constantly selling the value of Weather-Bird 
Shoes! You can win your share of Weather- Bird’s 
vast pre-sold market by tieing in with the complete 
Weather-Bird National Advertising program. It’s 
going the year around—with added sales- punch 
during the peak shoe-selling seasons. 


RSS ee 


NATIONALLY 
ADVERTISED IN: 


Life - Woman’s Home Companion 

Good Housekeeping - Parents’ - Pro- 

gressive Farmer - Country Gentleman 

This Week (24 metropolitan newspapers) 

Parade (20 metropolitan newspapers) 
23 Key Market Newspapers 


A Total of 111,887,109 Readers This Season! 


PETERS 
DIAMOND 
BRAND 


FOR BOYS AND GIRLS ARE 





Styled by PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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Kul Goo0e 


puts out the ‘Welcome Mat” 
FOR YOUR STORE 









This powerful pre-selling influence — 66,000,000 Red Goose ads in 77 
national magazines and Sunday newspapers—is attracting American boys 
and girls and their parents to Red Goose stores. So is the top-notch 
acceptance of Red Goose Shoes, built over three generations, among 
millions of satisfied wearers. You can tie in with this terrific selling force 
by using the free newspaper mats and radio spots... the dealer coopera- 
tion and display service offered by Red Goose. In-stock availability and 
immediate delivery. We'll gladly tell you more about all of it—just write: 


RED GOOSE “action” sHoes FOR BOYS AND GIRLS 


RED GOOSE DIVISION © INTERNATIONAL SHOE COMPANY © ST. LOUIS 3, MISSOURI 
NEW YORK OFFICE: 551-553-555 MARBRIDGE BLDG. 
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wsPry CO WEN 


MEDICALLY CORRECT 
INFANTS’ and CHILDREN’S SHOES 


Write today for illustrated catalog and 
prices on our complete line of Happy 
Go Lucky Infants’ and Children’s Shoes. 
A wide selection of medically correct, 

beautifully styled shoes to please 
your most particular 
customer. 














St. Louis Third 
Fall Showing 
[CONTINUED FROM PAGE 133] 


of space used. Of the first six brand 
name advertisers of women’s shoes in 
national magazines in 1948, five were 
St. Louis producers. 

Buyers of men’s shoes can choose from 
just as impressive brands, since five St. 
Louis firms were among the top 10 ad- 
vertisers of men’s footwear last year. 
In the children’s field the story is no 
different. St. Louis took the top five po- 
sitions, outranking all other juvenile 
shoe promotions. 

The foregoing recommendations to 
shoe merchants are reason enough for 
suggesting that they come to St. Louis 
this month. But there are others, which 
in any appraisal of the market should 
not be overlooked. One of them is the 
stability of the shoe industry in St. 
Louis. 

A steady and consistent growth has 
brought the current total of factories 
operated by members of the St. Louis 
Shoe Manufacturers Association to 136 
plants. It has also seen the area’s pro- 
duction increase 59 per cent in pairage 
in the past 10 years, a gain that brought 
its share of the national total up from 
15 per cent in 1938 to 20 per cent in 
1948. 

With its stability, however, the mar- 
ket has demonstrated a flexibility which 
has permitted it to shift quickly to the 
changing demands of the consumer. 
Probably the best example in recent 
years of this flexibility is the switch to 
casual shoes made last year. Until that 
time casual shoes had been only a 
minor part of St. Louis production. To- 
day there are only a few lines that do 
not include some casual patterns. 

Some explanation of St. Louis manu- 
facturers’ alertness to changing times, 
besides the market’s inherent intelli- 
gence which has enabled it to keep pace 
with the demands of the consumer, prob- 
ably can be found in the constant influx 
of new blood into the industry through 
the graduates of the course in shoe de- 
sign at the St. Louis School of Fine Arts 
at Washington University. 

Founded in the Fall of 1946 at the 
suggestion of the association, the stu- 
dent designers now provide a constant 
source of shoe stylists for the St. Louis 
shoe industry. 

Last, but not least, in relating this 
story of the St. Louis market on the eve 
of the Third Fall Showing, it should be 
pointed out to prospective buyers that 
the entire city has been included in the 
plans to make their stay enjoyable as 
well as profitable. No less than his 
honor, Aloys P. Kaufman, Mayor of St. 
Louis, has proclaimed the period of the 
show, together with the two days pre- 
ceding it, as St. Louis Shoe Week. Co- 
operating with the Mayor and the St. 
Louis shoe industry, numerous St. Louis 
shoe departments and salons are joining 
in the spirit of the occasion by exhibit- 





ing in their windows St. Louis made 
shoes during this officially proclaimed 
week. 


Children’s Lines Show 
Stepped-Up Styling 
[CONTINUED FROM PAGE 161] 


more highly styled children’s lines than 
at any previous period in the market’s 
history. In little girls’ and misses’ 
shoes this stepped-up styling can be 
seen in a greater evidence of suedes than 
ever before. 

It is also evidenced by the over-all 
dressiness of little girls’ patterns, more 
patents and greater use of crepe soles. 
More than ever before, stylists say, 
girls’ and misses’ shoes follow the style 
trend of women’s shoes for Fall. This, 
of course, also has resulted in more 
juvenile casual patterns. 

In boys’ shoes there can be found a 
parallel to the styling of men’s shoes 
with an emphasis on the bold, heavy 
look. Also in greater evidence is the 
variety of cowboy, combat and field- 
type boots. In the general lines of chil- 
dren’s shoes for Fall, designers point 
out, there is a complete selection of pat- 
terns for almost any occasion. Despite 
the greater styling, however, more than 
three-fourths of the children’s footwear 
here is made up in staple styles. 

Because of the many branded lines 
of juvenile footwear made in St. Louis, 
the market provides the specialization 
necessary to meet the demands of the 
most exacting buyer. One example is 
a firm which has a daily production of 
approximately 12,000 pairs of babies’ 
and infants’ shoes, sizes 1 to 6 exclu- 
sively. 

From the standpoint of national ad- 
vertising of its children’s shoes, the St. 
Louis market is among the leaders. 
Last year three of its children’s brands 
held the lead positions in advertising in 
national media. Also significant is the 
fact that the only network radio time 
sponsored by a children’s shoe manu- 
facturer last year was that of a St. 
Louis eoncern. 

This outlay, coupled with all other 
St. Louis children’s footwear promo- 
tional budgets in 1947, more than tripled 
the money spent for advertising by all 
other United States manufacturers of 
children’s shoes. 

Probably paramount in the perennial 
success of children’s shoe producers in 
St. Louis is the fact that these pro- 
ducers have never lost faith in either 
the quality of their product or the birth- 
rate. They are practical shoe men who 
have not cut corners in the making of 
juvenile shoes. The firms who have 
seen the demand grow year after year 
have realized that it stemmed primarily 
from satisfied parents, as well as 
youngsters. 

Manufacturers have combined their 
respect for proper fit in children’s shoes 
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SHOE FORM CO. INC. 
AUBURN, N. Y. 


For Most Effective 

Display of All 
Types of Shoes 
and Hosiery 








HEADQUARTERS FOR 


PROMOTIONAL FOOTWEAR 


Quality Branded Shoes 
for Immediate Delivery 
St. Louis Shoe Mfg. Fall Showing 


ROOM 1907 ° LENNOX HOTEL 


April 27-30 


Or St. Louis Showroom 


®MOSINGER-COHN 


@ 1235 WASHINGTON AVE. e 


ST. LOUIS, MO. 


“Over a Quarter Century Fine Footwear” 





with a responsibility for the high stand- 
ards of workmanship that must go into 
the production of shoes for the sensitive 
feet of growing children. 





St. Louis Meets Opened- 
Up Demand 
[CONTINUED FROM PAGE 137] 


Fall is the shoe with both open toe and 
open back. 


In other ways, too, these late July 
and August sellers are being made light 
and airy. Vamps are opened-up with 
all-over perforations, cutouts, straps 
and strippings. Shanks are cut right 
down to the sole. These opened-up pat- 
terns are being used on all heel heights. 
Heels continue to range from flats, one 
inch and under, to 23/8 and occasion- 
ally higher. The most popular high 
heels are 21/8 and 23/8. We shall have 
more to say about lower heels on the 
next pages. Platform soles are appar- 
ently as strong as ever with the quarter- 
inch the most in demand but some haif- 
inch ones also selling. 

Among other strong trends are com- 
binations of leathers, smooth with suede 
and suede with reptile. In dressier 
shoes black suede is given first place for 
early Fall. Brown, in one or more dark 


shades; dark green, taupe, a little dark 
grey, a ruby red, are all being talked 
about, however, in dressier shoes. This 
year will be the biggest for elasticized 
shoes since the war. A good many 
pumps have completely elasticized 
vamps and this backing is being used 
in other ways as well, especially in 
panels placed to provide the maximum 
of fit. 


St. Louis Stresses 
Lower Heels 


[CONTINUED FROM PAGE i38] 


Fall, as they follow their tremendous 
Spring success. 

This Spring has seen the real advent 
of the “softie” shoe, soft-toed, sometimes 
with soft back. This trend continues but 
is no longer such front page news as it 
was then. What is important to note is 
that there wiil be more of these soft toe 
types on somewhat higher heels, up to 
17/8 and 18/8. Shoes made without toe 
boxing are to be found in sports, casual 
and somewhat more dressy shoes. Some 
manufacturers expect them to be “tre- 
mendous” for the coming Fall. Casual 
shoes are also expected to be very strong 
for Fall. Colors in shoes of these types 
are slated to be in a wider range than 





usual. The browns, beiges and light 
saddle tones, greens and reds will be 
used alone and in combinations. One 
very style-conscious manufacturer will 
use a reddish brown as a promotional 
color for tailored shoes to be worn with 
tweeds. 


Leather surfaces will be combined in 
shoes of this kind and in tailored shoes, 
as well as dressier ones. 

Heels, as already noted, are being ac- 
cepted even more generally than before 
in the 8/8 to 18/8 range. A great deal of 
emphasis is being laid on style shoes on 
16/8, 17/8 and 18/8 heels. There is 
growing interest in the 14/8, or some- 
what-higher-than-a-flat heel. One style 
manufacturer is planning to make 
fewer flats and to introduce a line of 
shoes on 1544/8 heels for college girls. 


Wohl to Operate 
New Shoe Department 


St. Lovis—Wohl Shoe Company of 
St. Louis, operator of more than 200 
women’s and children’s leased shoe de- 
partments in leading department stores 
throughout the nation, has been chosen 
to operate the second-floor shoe depart- 
ment of the new Block & Kuhl Com- 
pany store in Decatur, III. 
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It would be difficult to find more STYLE, FIT and SHOE 
SELLING know-how than is represented by the four men of 
our Krentler Bros. St. Louis plant whose pictures are shown. 


Their business is the supplying of lasts. Their thinking, (in terms 


Be sure to see the United Last of shoes that sell) ranges from the raw maple block in the woods 
Display — Room 1606, Lenox 
Hotel, featuring the new toe to anticipating milady’s footwear whims in the salon. They see. 


influence from the land of 


the lariat and the open range. They talk. They listen. They get around. That is why shoe manu- 


facturers in their territory will agree—THEY KNOW! 


nited Last Company 


BOSTON, MASSACHUSETTS 
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California Summers inspired this outfit using a lighthouse print by Saba of California. 
Jovce designed and manufactured the double-strap resort-type shoes. 


CALIFORNIA: 
Versatile Shoe Market 


West Coast Shoe Manufacturers Have Broadened the Scope of Their 

Operations Until, for the Coming Season, They Offer a Large Variety of 

Footwear for Every Member of the Family. Casual and Dress Types for 

Women, Shoes and Slippers for Children, Leisure Styles for Men Are 
Important Products of This Market. 
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Above: Left, Guild Shoe Co. au- 
thentic Indian moccasin in saddle 
leather with pony skin insert, 
Reeves air-wedge soles. Right: 
Glove leather shoes with matching 
pouch bag; Sandabs by Laurel. 


Left: Left front, Lambkins child's 
slipper in seersucker lined with 
felt. Right front, corduroy slipper 
with furry collar from Nazarro. 
Center, Kahara’s reptile and leather 
combination in shoes and bag. Top, 
Tortilla Flats in denim by Trina. 


Below: In front is De Mars’ dressy 
shoe and bag in suede combined 
with hand tooled leather. Behind it 
is Kimel of California’s medium 
wedge in the same combination 
with matching bag. 


Right: For back-to-school wear, left to right: 
Snub-Toes by Cobblers with matching bag; 
Pixies in suede by Brief; Wampum for grow- 
ing girls by Vogue; Spoonbill in rough suede 
by Joyce. 















CALIFORNIA: 


ALTHOUGH California for some time was considered 
a market for casual footwear primarily, the California 
shoe manufacturers have steadily broadened the scope 
of their operations. Now, although casual shoes still 
account for the largest percentage of their output, a 
considerable and growing proportion is devoted to dress- 
type shoes for women, shoes and slippers for children, 
men’s leisure footwear, and boots. In addition, this 
year West Coast manufacturers are showing handbags 
to match the shoes they produce, thus offering retailers 
the possibility of co-ordinated accessory promotions. 

For the past few seasons, California-made shoes have 
been strong on color. This year West Coast manufac- 
turers have continued to follow through on color in 
their Fall lines because of the wide acceptance of bril- 
liant and glowing colors in cities all over the country. 
California Fall shoes will be shown in a variety of high 
colors, such as yellow, pink, violet, blush red, emerald 
green; brown highlights, in fawn, light beige and sun 
copper; darker shades of wine, Army russet, dark red, 
medium green; neutral shades, especially for campus 
wear, such as dark green, beige, gray, as well as the 
standard black and brown: combinations of two and 
three bright colors as well as combinations of dark 
with light; and for evening wear, gold, silver and satins 
in all shades. 

Materials include such innovations as glove leather 
in both shoes and bags, a soft leather for soft treatments 
such as gathering, draping, etc. Saddle leather is sub- 
jected to hand tooling for new effects which are typi- 
cally Western in tone. Used alone, or in combination 
with suede, this leather is seen in dressy shoes and 
bags, as well as with soft suedes and smooth leathers 
for the campus and casual wear. Pony skin is appear- 
ing in some lines, especially in the Indian moccasin 
which has become a year-round staple shoe for leisure 
wear in this section of the country. 



























The popularity of the soft treatment in shoes, which 
has become increasingly apparent in cities the country 
over in the last season or so. fits in with the typical 
California idea of softly tailored or casual clothes and 
shoes for sport and leisure wear. Because California- 
made clothing belongs in this particular category, it is 
only natural to expect that the shoes which are produced 
in this locality should also follow the same trend. Thus, 
it is not surprising to find that the use of soft materials, 
in soft shades. and in patterns which lend themselves to 
soft treatments. should abound in this market. It’s all 
a part of the trend to combine style with comfort—one 
which is daily gaining impetus—and California shoe 
manufacturers for the Fall season are putting increased 
emphasis on both of those elements. 

So far as patterns are concerned, California shoe 
manufacturers are offering a varied selection for Fall 
promotion. The high wedge is appearing more 
prominently than previously, with 16/8 and 21/8 the 
favored heights. It is expected that heels will be high 
this Fall, and that casuals will be strong, but not to the 
degree experienced in the last few seasons. Platforms 
of 4% to 34 inches in height are expected to lead in 
popularity, and they are shown in most manufacturers 
lines. Big sales are expected in open toe and open 
back models. although the closed shoe with an open 
feeling. the shell and the sandal are expected to be 
extremely popular. } 

Treatments reflect the emphasis which California 
places on leisure and fashion. Classic patterns with 
tailored ornamentation, many instep straps, ankle straps. 
crepe soles for campus and leisure wear, and air-wedge 
soles for comfort. take their places as leaders among 
the Fall styles offered by this versatile market. 


Above right: Three colorful cow- 

boy boots from Stewart-Romero 

Boot Co. Red, green, brown and 

yellow are combined with black 

and white to create authentic 
Western boots. 


Right: Left to right: Ted Saval’s 
Loop the Loop for campus and 
leisure wear. Dressy casual with 
medium wedge and three instep 
straps; Trio from Colton. Dressy 
shoe with novel vamp treatment, 
Brief. High heel platform evening 
shoe from Kimel. 


Versatile Shoe Market | 



















































Faded denim fashion and shoe co- 

ordinates for beach wear. Sandals 

are designed by California Cob- 

blers; skirt and blouse designed 
by Stephanie Koret. 


Which is your 
Window? 
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FADED display goods and fix- 
tures mean costly losses! 





UNSIGHTLY “‘blindfolds’”’ lose 
sales—protect only halfway! 





WITH FAMOUS 


TRANSPARENT SHADES 


WHY suffer from sunfading—or why 
hide your windows? Like 75,000 other 
merchants, you can enjoy both Sun 
Protection PLUS Visibility. Just install 
Infra-Chem Transparent Shades! 
* This exclusive “miracle shade” gives 
top-to-bottom protection—stops both 
direct and reflected fading rays as awn- 
ings alone can’t do. Never weather- 
beaten nor shabby either, for Infra- 
Chem fits INSIDE your windows. 
* For lower display costs and more 
sales, see all the Infra-Chem story. 
Mail this coupon or write—TODAY. 
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WCSTA Offers Service 
And Information 


Los ANGELES—The organization of 
the West Coast Shoe Travelers Associ- 
ates is an effective one which was ac- 
complished by hard work and anticipa- 


, | tion of the needs and desires of all those 
| in the shoe industry. 





WALTER GALVIN 


The WCSTA is the result of the re- 
organization of the Shoe Travelers As- 
sociation of Los Angeles in the Spring 
of 1944, which involved many disap- 
pointments and a great deal of hard 
work on the part of four men. This 
quartet—Harry J. Evans, Carl O. John- 
son, Ned Dreyfus and Robert G. 
Fithian—had long been connected with 
the old organization and decided that 
the shoe traveling men should be 
closer together. 





CARL WINNEGUTH 


With Harry J. Evans as the first 
president, Carl O. Johnson as secretary- 
treasurer, Robert G. Fithian as vice- 
president, and Ned Dreyfus on the 
board of directors, the foundations of 
the new Associates was laid. With the 
aid of their fellow traveling men, they 
expanded the old organization into what 
now rates as one of the strongest in 
the country. Now in its fifth year, the 
membership of the WCSTA, including 
associate members, numbers approxi- 
mately 600. The WCSTA is also dis- 













tinguished in that Harry J. Evans, first 
president of the organization and still 
an active member, is now president of 
the National Shoe Travelers Associa- 
tion. 

Service and information for every- 
one is the chief selling point of the or- 


ganization. The WCSTA maintains 
permanent office space of four rooms in 
the Haas Building with Dave Kline- 
smith, secretary of the WCSTA, and 
three girls working full time. Retailers 
can secure information as to salesmen 
and where to buy; consumers may find 
out where to buy branded shoes and 
where to get proper fit; and salesmen 
are offered the service of having the 
office make railroad, plane and hotel 
reservations as well as reservations for 
show rooms for the shoe shows, securing 
models, and even securing employment. 

Another service of the WCSTA is 
the Roster and Buyers’ Guide, published 
annually and containing such necessary 
information as membership listing and 
companies represented, manufacturers, 
wholesalers and jobbers, and trade 
names and representatives of men’s, 
women’s, infants’ and children’s shoes 
and slippers, along with several miscel- 
laneous listings. 

Each member of the Associates’ board 
of directors heads a committee which 
works for the interests of the entire 
shoe industry. One example of these 
committees is the Grievance Committee 
of which Jack Newcomb is the head, 
which endeavors to settle controversies 
between retailers and the suppliers and 
their representatives. : 

Another is the Welfare Committee, 
with Carl Winneguth as chairman, 
which assists needy shoe men whether 
travelers, retail shoe store employees or 
manufacturers, if they are located 
within the confines of the West Coast 
jurisdiction. Membership in the organi- 
zation is not a requisite on the part of 
the applicant for aid. 

Martha Weisler, head of the Publicity 
Committee, has secured the recognition 
of the Los Angeles metropolitan dailies 
for the WCSTA and its affairs. She ac- 
complished this feat by sending a letter 
signed by the president of the organiza- 
tion, Walter Galvin, telling who the 
Associates are and what they do with a 
bit of background. This letter, along 
with a copy of the new roster, was sent 
to the managing editors of the four met- 
ropolitan dailies. Immediately follow- 
ing, press releases were sent to these 
four papers and these appeared with 
pictures in the newspapers. 


Store Will Cater 
To College Girls 


WESTWOOD VILLAGE, CALIF. — John 
W. Clyman formerly of Toronto, Ca- 
nada, has bought the Paul Kirsh Shoe 
Store at 1065 Broxton Avenue in West- 
wood Village. The new manager will 
make a strong appeal to the girls from 
UCLA, located in Westwood, by fea- 
turing a wide line of casual shoes with 
a few dress shoes. 
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Theres q difference / 





There are times when you can’t judge a guy by his stripes. 

For instance .. . JOYCES ARE DIFFERENT! They are more than 
“playshoes” . . . more than “‘casuals.” Joyces go to class, 

to job and out on the town. In a galaxy of colors! A variety of 
textures! Only Joyces are Joyces, a favored fashion, 

and no other name will do. That’s why all Joyces say Joyce. 


JOYCE, INC., 55 N. VERNON AVE., PASADENA 1, CALIFORNIA 
518 WEST MARKET ST., XENIA, OHIO © 627 W. MOUND ST., COLUMBUS 15, OHIO 

7401 EMPIRE STATE BUILDING, NEW YORK 1, N. Y. ¢ LONDON, ENGLAND 

SYDNEY, AUSTRALIA « AUCKLAND, NEW ZEALAND ¢ BUENOS AIRES, ARGENTINA 
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State of the Shoe Trade 


[CONTINUED FROM PAGE 148] 


But this apparent lessening of shoe buying power does 
not equal the approximate 24 per cent drop in general 
apparel business up to mid-March which is thought due 
to this year’s later Easter date. 

While shoe retailers admit there has been a slump in 
business, the majority are “cautiously optimistic” about 
the business that is ahead. Clearance sales everywhere have 
been more successful this year than ever before again 
proving that people want shoes but prefer them at lower 
prices. Shoe buyers are still inclined to maintain lighter 
inventories. 

Customers have been forced to trade down from their 
usual price range and a number of large chain stores and 
moderately priced shoe stores have reported business to 
be much better than expected. Among this group there 
is a tendency to think that prices in shoes will or must 
come down. Reports have been that even if prices came 
down only a small amount, business would be helped. 
But it is believed that any lower prices in the near future 
will result from the retailer taking a profit cut. 


San Francisco Sales Under °48 


Reports from retail shoe stores in the San Francisco 
area indicate that sales are running from 5 to 15 per cent 
lower for the first 10 weeks of this-year than for the same 
period last year. 

Many stores have boosted their sales totals by holding 
a series of cut-price sales and while this has added to 
their volume it has made a drastic reduction in the net 
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profits. Some stores have reduced prices to cost, or less, 
to clear their surplus. This is especially true on novelty 
numbers. Most of the sales have been on women’s shoes 
although some merchants have included men’s shoes in 
the price-cut sales. 

As a result of these sales efforts inventories as a whole 
are in a very healthy condition. Staple numbers are being 
kept at a good normal level, but the feeling is that novelty 
and high priced numbers should be stocked on a hand- 
to-mouth basis untill Fall anyway. 

Operating expenses are being trimmed wherever pos- 
sible in anticipation of lower price levels. 

Early Easter and Spring sales are starting fairly well. 
However, shoe retailers are taking a realistic attitude and 
while they are increasing their advertising and sales pro- 
motion efforts and believe that business will be good, 
there is a general feeling that it will be around 10 per 
cent below last year. 


Wet Season Slows Los Angeles Sales 


Due to an unusually wet winter, Los Angeles shoe buy- 
ing has not been up to the same level as January and 
February of 1948; however, the consensus of opinion among 
shoe retailers and buyers seems to be favorable for the fu- 
ture. While business has been off in most of the depart- 
ments, with style departments suffering most, women are 
now removing their galoshes and starting to think about 
their Spring wardrobe. 

[TURN TO PAGE 210, PLEASE] 
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SKOOTERS SOFTIES 





Your customers will melt when they see and try 
these soft unlined sueded leather shoes on bouncy 

colored crepe soles. They fit fine in sizes 1 to 9. 
Everyone wears ‘em...everyone loves ‘em. Five styles, 

five colors ...to retail about 7.95. Mats available. 
For a profitable casual business... 

write for SKOOTERS are cuter catalog. 
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VOGUE SHOE, /nc., SkKOO' ER S 


3616 South San Pedro St. * Los Angeles 11 
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Be Sure You See Our Complete 
Fall Line at the 
SAN FRANCISCO SHOE SHOW 
Rooms 408-410 
PLAZA HOTEL 


Soles Fepresentotives: 
1. W. STEIN AARON BRIEFDA 


AND OTHER LEADING SHOWS 














OF CALIFORNIA 


217% SOUTH SPRING STREET 
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New Family Shoe Store Opened 


LOGANSPORT, IND.—A two-day cele- 
bration marked the opening of the new 
Willard’s Shoe Store at 307 Fourth 
Street, featuring footwear for men, 
women and children. 

The manager, Clifton Layman, has 
had fifteen years of shoe experience in 
this city. Betty Dunsizer, manager of 
the women’s and children’s departments 
of the store and assistant to the man- 
ager, is a veteran shoe fitter. Footwear 
at less than $10 a pair is emphasized. In 
addition, the store carries hosiery, hand- 
bags and other accessories. 
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The new store has been remodeled 
and redecorated in green and ivory and 
equipped with red upholstered chrome 
chairs. Shadow boxes and fluorescent 
lighting fixtures are recessed in the 
wall to produce a symmetrical effect. 
The floor is dark green asphalt tile. 





Men’s Shoes Added 


Etmma, N. Y.—Frank’s Clothes 
Shop, North Main and First Streets, 
has opened a men’s shoe department 
which features shoes from $14.95 up. 


Says Customers Want 
Better Shoe Values 


CASPER, Wyo.—J. J. Tangney, mana- 
ger of the Lead’s Shoe Store in Casper, 
believes that customers are squeezing 
their pocketbooks a bit harder these 
days, and are demanding greater values. 

Says Mr. Tangney, “People are get- 
ting price-conscious. It is now price that 
sells. Whereas a year ago they would 
pay $12 for a pair of style shoes, today 
they don’t want to go over $8 or $9.” 

The shoe department of Gordon’s De- 
partment Store recently started a con- 
test among the local boys and girls. 
Votes are given to the youngster for 
every pair of shoes he or she indirectly 
sells. The kid with the most votes at the 
end of the contest, will win a beautiful 
new bicycle. 





Officers Elected by 
Dan Cohen Co. 


CINCINNATI, O.—Directors of the 
Dan Cohen Company, operators of a re- 
tail shoe chain, have declared the regu- 
lar quarterly dividend of 25 cents a 
share on common stock. 

Directors re-elected were Dan A. 
Collier, Daniel M. Collier, Jack Roth, 
Sigmund M. Cohen, Dana N. Cohen, 
Moses Cohen and Herman Godfried. 

Dan A. Collier was elected president; 
Daniel M. Collier, vice-president; Sig- 
mund Cohen, secretary-treasurer; and 
Herman Godfried, assistant treasurer. 





| Store Opens New Men’s 


Shoe Department 


MINNEAPOLIS, MINN.—In an exten- 
sive remodeling now under way, L. S. 
Donaldson Co., Minneapolis, has com- 
pleted a section which is called the 
Men’s Shopping Center, and which has 
shops on the street floor and on a mez- 
zanine. The shoe shop is located on the 
mezzanine, next to the hat shop and 


| adjoining the suit section. 


It has a horse-shoe layout with seats 
running along curved sides and in the 
center. Fixtures are of bleached oak. 
Seats are of deep cream leatherette 
and chrome. A mottled rose wall paper 
brings color to the shop. Gray carpet 
and hangings are used. 





Bristol Given Navy 
Overshoe Contract 


NEw YorK—The Navy Purchasing 
Office here has awarded to the Bristol 
Manufacturing Corporation, of Bristol, 
R. I., a contract to make 93,000 pairs 
of men’s rubber overshoes. The price 
per pair is $1.12. 





Basement Department Opened 


ASHEVILLE, N. C.—Slack’s, this city, 
announces the opening of a new base- 
ment shoe department. 
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NEW YORK GUILD SHOW... MAY 2-7 
Hotel McAipin, New York, N. Y. 


SOUTHWESTERN SHOW... MAY 8-11 
Adolphus Hotel, Dallas, Texas 


WEST COAST SHOW... MAY 15-18 


Plaza Hotel, San Francisco, Calif. 


IN ATTENDANCE . 
Harry Kaye 

Nat Cohen 

Bertha Colton 


VIC COLTON FACTORY 146 WEST 21st STREET LOS ANGELES, CALIFORNIA 
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; heels. A footwear 
Moderately priced. 


ORDER THE HANDBAGS TO MATCH 


A product of the famous 


’ Merveson “Glove En. 


CALIFORNIA 


MONROVIA 


leathers i 
conten foveal ons tne ator berm 
ion masterpiece. A 
traffic-builder. Excellent profit margin. 

















Museum to Receive Shoes 
Worn by Prince Albert 


MONTREAL, CAN.—A pair of Prince 
Albert boots once worn by a real Prince 
Albert, who later became King Edward 
VII of Great Britain, will be presented 
to the Manitoba museum by Mrs. 
Maurice Still of Winnipeg. 

Worn and scuffed-looking, both pairs 


of shoes have squared toes, and the ma- 
terial in the boots is ripped in several 
places. The red leather slippers have 
gold satin linings, hand stitched with 
careful needlework. 

Although a man in Chicago who col- 
lects famous shoes offered to purchase 
the heirlooms from her, Mrs. Still feels 
that the royal slippers should be kept in 
Canada. 


New Store Planned 


Austin, TEx.—The office of the Sec- 
retary of State here announced re- 
cently the incorporation of the Corpus 
Christi Factory Outlet Shoe Store, Inc. 
The store was chartered in Corpus 
Christi by Louis Spivak, Joe Signoff, 
and Norman S. Davis with $10,000 capi- 
tal stock. 
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New styles at demand prices 


Room 552—PLAZA HOTEL 
SAN FRANCISCO 


during the shoe show— 
May 15, 16, 17, 18 


Ronny Stewart will be on hand to greet you. 


STEWART-ROMERO BOOT CO. 


26, CALIF 


1602 TEMPLE STREET LOS ANGELES 
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gs STEWART- 
ROMERO 


Creators of finer 
hand made boots 


Don’t miss seeing this 
beautiful line of 
authentic western 


Cowboy Boots are in Demand 
They mean extra sales—extra profits! 


styles. 
SEER , 













Creating Toys, 





oh 
3) woh was 





You'll be interested in the 
world of excellent “kid- 
catching’ good-will creat- 
ing items available to you 
at small cost . . . and 
you'll soon see why 


hy 
Ny 
“Soy, 
SILI 


Since 1901, we've been headquarters for Good-Will 


Novelties, Birthday Gift Specialties, 


Premiums and Give-Aways 


_ ue Ledeen INDUSTRIES, inc. 


39 West 19th St.. N.Y. TI 
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Carousel Theme Used in 
New Juvenile Store 


NEw YORK.—Two brothers with a | 
tetal of more than 25 years of shoe | 
selling experience joined forces re- 
cently to open their own shoe store, | 
the Carousel Shoe Shoppe, at 2501 | 
Eastchester Road, in the Bronx. Sev- 
eral months ago, Salvatore and Joseph 
Giacopino decided that “Macechester” 
in the East Bronx, a growing area, 
would be an ideal location for an in- | 
fants’ to teen-agers’ shoe store. After 
two months preparation, their store 
was officially opened February 5th. 

The design and interior decoration 
of the store was worked out by the | 
brothers. The store is located on a | 
corner, with a window facing each side 
of the street. A large sign, spelling out 
Carousel Shoes in different colored, 
mirrored letters, is easily seen. The 
window display, in charge of Salvatore, 
an experienced decorator, highlights a 
miniature, animated carousel amid the 
shoes. The interior is gay, and the 
light mood of the carnival is suggested 
by peach-colored wallpaper covered 
with pictures of carousels. A white 
ceiling and several banks of fluorescent 
lamps fill the store with light. Several 
chrome bullet lamps, 
from the ceiling, arch over the window 
displays, spotlighting them. Chairs, 


also hanging | 





benches and fitting stools are of green 
leatherette material with metal arms 


and legs. Light green i is used | 


throughout. 


Dr. Posner’s shoes are oan and | 


a large “Dr. Posner’s Baby Shoe Bar” 
dominates the rear of the store. 
bar is a combination fitting platform 
and fitting bench. To insure correct fit- 
ting, all the latest devices are used, 
such as an X-Ray machine and pedo- 
graph. Register card and index systems 
have been installed. 

Prior to the opening of the new 
store, more than 5000 announcements 
were put in the mail. Local advertising 
is run regularly in church notices. 

Experience with such shoe firms as 
Thom McAn, John Ward, Florsheim 
and R. H. Macy has given the brothers 
a thorough training in shoe retailing. 





Shoe Man Honored by 
New York Association 


New York—Larry Horan, president 
of J. & J. Slater, has accepted the chair- 
manship of the Membership committee 
of The Fifth Avenue Association, it 
is announced by Col. Ralph E. Ladue, 
president of the association. Mr. Ho- 
ran’s committee consists of more than 
20 leading business executives. 





Store Changes Name 
DetroiIt—The former Kay’s Shoe 
Salon, operated by Stephen A. Wyrock, 
has changed its name to the Tall-Eez 
Shoe Company, in order to avoid con- 
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our 
4 ction 


IMPERIAL Slipper Felt has 
been known and used for many 
years and has become a standard 
of quality. See these unbeatable 
features: 





@ Pre-shrunk 


@ A blend of fibres, in- 
cluding the finest wools 
available, to give long 
wearing quality and com- 
fort 


® Designed to mold easily 
over the last, yet hold its 
shape in service 


@ Clear, fast dyes 


The best slipper companies 
in the country are using Im- 
perial Slipper Felt. Specify it! 


American felt 





GENERAL 
OFFICES: 


GLENVILLE, 
CONN. 


ENGINEERING AND RESEARCH LABORA- 
TORIES, Glenville, Conn.—PLANTS: Glen- 
ville, Conn.; Franklin, Mass.; Newburgh, 
N. Y.; Detroit, Mich.; Westerly, R. 1.— 
SALES OFFICES: New York, Boston, Chi- 
cago, Netroit, Cleveland, Rochester, 
Philadelphia, St. Lovis, Atlonta, Dallas, 
San Francisco, los Angeles, Portland, 
Seattle, Montreal 











fusion with other companies of similar 
name, and particularly because of its 
expansion into the national advertising 
field, as in a recent issue of Charm. The 
store sffecializes in shoes for larger feet, 
carrying women’s lines exclusively in 
9 to 13, AAAAAA to C. 





New Firm Organized 

AUSTIN, TEX.—Records in the office 
of the Secretary of State here show the 
recent incorporation of the Hill Shoe 
Co. in Waco by V. B. Cash, Pauline B. 
Cash, and Guy Shipe with $50,000 cap- 
*tal stock. 


Canadian Tanner Reports 
Lower Net Profits 


MONTREAL, CANADA—Despite the vi- 
cissitudes affecting the tanning industry 
during the first six months of 1948, 
Davis Leather Co., Ltd., finished the 
year with the second highest dollar sales 
volume and net profit in its history, re- 
ports J. A. Gairdner, chairman. 

The net profit of $371,220 equals 
$3.71 per class “A” share and $1.41 per 
class B share, compared with $487,333, 
or $4.87 and $2.15, respectively, in pre- 
vious year. 
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PUT 
Sun Protection 


inside 


YOUR WINDOWS 





with Anfua - Chem 


TRANSPARENT SHADES 


...and get complete protection against 
sun fading—with no hiding—no 
weather wear—no costly upkeep! 


REFLECTED RAYS 
bounce under 
awnings—fade 
goods. Weather 
wear adds an- 
other cost. 


WINDOWS HID- 
DEN by shabby 
canvas conceal 
your best adver- 
tising—cost you 
many sales. 








INFRA-CHEM Transparent Shades fit 
neatly inside—give top-to-bottom side- 
to-side protection from fading rays,both 
direct and reflected! Yet shoppers get 
full visibility! Safe from elements... 
easily operated from inside, too! * For 
more profits, see a// the facts on amaz- 
ing Infra-Chem! Mail coupon TODAY! 


FREE 






SAMPLES 
BROCHURE 
ESTIMATE 


YES—Rush me new brochure, generous Infra- 








New Store for . 
Young Folks 


Los ANGELES.—The third in a group 
of “Youth House” shoe stores has been 
opened in Westwood Village with W. 
L. Hyatt as manager. The other stores 
are at 6325 Wilshire Boulevard and at 
5335 Lankershim Boulevard in North 
Hollywood. 

“Youth House” stores specialize in 
| shoes for young folks, as well as han- 

dling a complete line of casuals. 

| At the opening of the Westwood Vil- 
lage branch a real clown was the attrac- 
tion. Free trading cards, balloons and 
comic books were given to all who came 
to the opening. The store interior is a 
pleasing combination of soft green tones 
against natural wood fixtures and 
chairs. 





Opens New Store 
| In Sacramento 


SACRAMENTO, CALIF.—R. J. McBride, 
former shoe traveler, has opened a new 
shoe store at the Town & Country Vil- 
lage, Sacramento. 

The store is called the Village Nunn- 
Bush Shop and carries a companion line 
of shoes for big boys as well as custom- 
made shoes to order. Mr. McBride has 
lived in Sacramento since 1930 and has 
had twenty-four years’ experience in 
the shoe business. 





Shoe Department Manager 
Honored on Anniversary 


MONTREAL, CANADA. — William 
Bowles, head of the T. Eaton’s shoe de- 
partment here, celebrated his 25th an- 
niversary with the firm on December 
18. At a gathering in the board room 
of the store he was welcomed to the 
ranks of the Eaton Quarter Century 
Club, given a gold watch, a certificate 
of membership to the club, and a spe- 
cial greeting from the president au- 
thorizing six extra weeks’ vacation. He 
was also honored by associates and staff 
at a reception in the Ritz-Carlton Hotel. 





To Feature Matching Bags 


CoRAL GABLES, FLA.—Krell’s is a new 
shop at 126 Miracle Mile. This is the 
first and only exclusive women’s bet- 
ter shoe salon in Coral Gables. Match- 
ing bags are featured. 


New Health Spot Store Opened 


SHERMAN, TEX.—Health Spot Shoes 
has opened for business at 210 S. Travis 
Street. Glenn M. Surprise is manager. 
He is formerly of Oklahoma City, Okla., 
and has had more than 12 years’ expe- 
rience in the health shoe business. His 
firm will feature X-ray shoe fitting. 





_ Shoes for All Age Groups in One Window 











- Chem test somples, and estimcte data. All - 

without charge. 

- want Position - Los Angeles.—An effective window display of patent leather shoes of all styles, 
all prices and for all age groups was recently featured by the May Company de- 

a srenr want t partment store in Los Angeles. This was the first Los Angeles store to feature 

' TeOREES 352s Galt f patents for Spring buyers. The May Company's records show a 20 per cent in- 

! t crease in patent buying this year over last. The shoes were arranged on three 


2 eo a a os a oe on oe ae 
RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept. 164-0 
Los Angeles 12, California 





levels with curving front lines and an off-center effect was created by placing 
the mannequin at the extreme right of the window. Steps as well as background 
were kept purposely light in color in order to provide contrast with the shoes. 
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799 TOWNE AVE., LOS ANGELES 21, CALIF. 


DALLAS SHOW SAN FRANCISCO SHOW ¥ PORTLAND SHOW 
MAY 8-9-10-11 MAY 15-16-17-18 MAY 21-22-23-24 

HOTEL ADOLPHUS HOTEL ST. FRANCIS PORTLAND HOTEL 
ROOM 1267 ROOM 326 ROOM 428 
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Step 


by EDWARD SPASEK 


Women BEAT men in shoe depart- 
ment earnings of clerks in depart- 
ment stores according to the Bureau 
of Labor Statistics. Data show that 
women make 14 per cent more than 
the average for all departments, and 
men earn 20 per cent less than the 
average for all departments in de- 
partment stores in the major cities 
of the U. S. The earnings of women 
in shoe departments averaged $48.48 
compared to the average earnings of 
all other departments $42.38. But the 
earnings of men in shoe departments 
averaged $60.85 compared to the ave- 
rage earnings of all other depart- 
ments, $76.97. An interesting foot- 
note was the fact that earnings of 
men and women in the South are not 
far below those of the North and 
the West. 


7 * * 


SUCCESS STORY—In 1933, the mid- 
dle of the depression. J. L. Persons 
was seventy years old, broke and out 
of a job. All he had was some ex- 
perience as a shoe salesman—and im- 
agination. He used that imagination 
and put it to work. When he died at 
the age of 83, he was earning $10,000 
a year and had 3000 women buying 
shoes from him. 

How did he do it? He carefully 
analyzed himself and other people, 
and decided that people love and are 
flattered by attention and personalized 
service. So, J. L. Persons made it a 
point to be very gracious to every cus- 
tomer he served whether she made a 
purchase or not. But he went one step 
further. He would ask each woman 
to give him the names and addresses 
of three of her friends so that he could 
give them the same kind of service he 
gave her. Two out of three would do 
this. Then Persons would write these 
women and ask them to give him the 
privilege of serving them. When they 
came in, he would ask them for three 
names, until he built up a call trade 
of 3000 women. 


Step he 


Pertinent Paragraphs on Business Progress, 
Shoewise and Otherwise 


It can be done. J. L. Persons did 
it. You can. too. This story is in the 
book How to Use Your Imagination 
and Make Money by Woolf and Roth. 


* * * 


MorRE than 85 thousand people are 
employed in 12,638 shoe stores in the 
United States, with monthly payrolls 
totaling $15,137,000, according to a 
new survey by the Social Security 
Board—total shoe retail stores in the 
U. S. in 1948 was estimated to be 
21,000 by the U. S. Chamber of Com- 
merce. The greatest concentration of 
employment is in New York (12,118), 
Pennsylvania (7197). California 
(7082), Illinois (5912), Ohio (5466), 
Massachusetts (4787), and Missouri 
(3902). Other figures reveal that a 
majority of the stores (6295) have up 
to three employees. Most of these size 
stores are located in New York (968). 
Pennsylvania (489), Illinois (461), 
California (359), Michigan (328). 
Massachusetts (315), and New Jersey 
(294). The state with the largest num- 
ber of stores with 100 to 499 em- 
ployees is California with 11. 
* * = 


Now you can wear salmon as well 
as eat them. According to information 
fished from a local newspaper, salmon 
skins are being used by some manu- 
facturers in women’s shoes and hand- 
bags. 


= # #2 


THANK You, Please Call Again— 
these are probably your most valuable 
words in business. Dale Carnegie, au- 
thor of best sellers and public speaker, 
reports that a lack of courtesy on the 
part of salesmen and women turns 
away more customers from a store 
every day than anything else. He re- 
fers to a survey conducted eleven 
years ago by the Scripps-Howard 
newspapers in the leading cities of 
the United States in which it was dis- 
covered that 44.5 per cent of the peo- 


ple complained of the discourtesy in 
retail stores. It’s interesting to note 
that the simple act of courtesy, which 
costs absolutely nothing, but means 
practically everything, is so seriously 
abused. What good is it to build a 
beautiful store and put out big and 
expensive promotions and advertise- 
ments, if discourtesy practised by 
salespeople ruins it all? 

It seems to us that the number one 
factor to be considered in any store 
is the development of a courteous 
attitude to all customers—whether 
they buy or not. Remember, J. L. Per- 
sons, the 83-year-old retail shoe sales- 
man, made more than $10,000 a year 
by constantly practicing the art of 
being courteous and attentive to all 
customers. As a matter of fact, isn’t 
the word customer incorrectly used 
by the trade? A customer is a person 
who comes back again and again to 
buy your product. All persons are not 
customers. The person who comes in 
once or twice to buy is really a shop- 
per. The trick, then, is to turn each 
shopper into a customer, and coumtesy 
is one important way to do it. People 
will remember your store if you say, 
“Thank you, please call again.” and 
they will call again. It’s the cheapest 
and most effective form of advertis- 
ing you can use. ; 


*¥ * - 


SMALL business can now compete 
with big business through a success 
plan for the business man initiated by 
Jay Dresner, director of the newly- 
formed Associated Advertisers of 
America, Inc., 565 Fifth Avenue, New 
York City. This agency has a half- 
million dollar staff to provide a coun- 
seling service to businessmen on ad- 
vertising. merchandising, promotion, 
selling. direct mail and business and 
sales analysis, to mention a few of the 
14 services. The cost is $250 per year 
for firms grossing $50,000 or less 

[TURN TO PAGE 207, PLEASE] 
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i. Ted Saval 
of (California 


steps out With more 


“footwear firsts” 
for fall '49 


Augusta, Ga. -_ 
ZL 
Southeastern Shoe Travelers Show Z 4 
Sheraton Bon Air Hotel Z 
May 2 - 4 ZY 
Z 
New York Z 
Marbridge Bldg. 431 Z 
47 W. 34th Street Lz 
May 2-6 
Dallas, Texas 


Southwestern Shoe Travelers Show 
Adolphus Hotel 

May 8 - 11 

San Francisco, Calif. 


West Coast Shoe Travelers Show 


Plaza Hotel Yyy7 
May 15 - 18 GZ 


\ 
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SPEEDY 
Brown-and-White Blue 
heels. Wall Toe. 
n sole. $3.75 





CASSIE 

Brown - ond - White, H 
and Cuban heels. W 
toe. Extension sole. $3. 


5 rooms of shoes at < 


Popular Price Shoe Show 


HOTEL 
NEW YORKER 


Suite 1460-61-62-63-64 
May 22-23-24-25-26 


Not since way back in pre-war days have we 
offered such outstanding Spectators . . . at such 
a rock-bottom low in price. New lasts. Rich leath- 
ers. Radiant color harmonies. Months of effort 
went into this exceptional group that will take a 
fuller mark-up and still give your customer real 
value. All in N and M widths. Delivery: 10 days. 


LESTER PI 


131-135 DUANE ST., NEW YOR 


LOS ANGELES: HAAS BLDG. 








Bouquets for these Spectator values! 


' Lister FPcun. Ohiginale 


NATIONALLY ADVERTISED 


i 
—_—— 


28 Seeeee* 


| 


QUEENIE 


vo ee's in Brown-a 









and-White, High hee! only. 
e 


Extension sole. $4.50 





BLONDIE 
Brown-and-Wh te, Biue-and- 


White 


a" 


ST. LOUIS: 1315 WASHINGTON AVE. 












Yo 








Ezdeen Casuals py .ester PINCUS 


NATIONALLY ADVERTISED 


Pick ’em pretty in Casuals 


] 
0 


woe 
06 o0¢ 
7 


Vicki 


u ond 


Medium widths. 


$2.00 


featured in new york and chicago - immediate delivery 


LESTER PINCUS 


Oo F CHICAGO, 
‘me clin 


311-315 WEST MONROE ST., CHICAGO °* DIVISIONS 
| Groves Shoe Co. 
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The first two days of our sale were pure bedlam. Women by the score came in and tried on everything 
we had; they grabbed and bought shoes in a frenzy. There is certainly something of mass hysteria in 
progress during a sale. 


BARGAIN 


HUNTERS 


by FLORENCE M. OGDEN 
Cocoa Shoe Tree, Cocoa, Florida 


PuBLic reaction to a sale will never cease to amaze me, 
but then I probably haven't been in business long enough 
to be able to predict what the General Public is going 
to do next. Invariably they react just the opposite from 
my prophecies. so I’m thinking of hiring myself out as 
an oracle. If I predict a glum season, it’s bound to be 
a whopper. and that should mean something to some- 
body. 

My husband recently decided that our Shoe Tree 
should have a general house cleaning and that we should 
mark everything down to five dollars whether it origi- 
nally sold for $5.95 or $12.95. As a rule we try not to 
carry enough stock to have to have a big sale, but after 
a particularly trying season, I was willing to try anything. 
However, I spoke darkly of the loss we’d take and prob- 
ably nobody would buy anything anyhow. Which just 
goes to show how wrong I can be. 

We put samples of everything we had out on a long 
table built against a whole side wall, advertised exten- 
sively, and had several signs in the front window to the 
effect that all shoes were reduced to FIVE DOLLARS. 
Another thing I discovered is that the General Public 
either can’t or won’t read, for reasons known only to 
themselves. Seven out of ten people inquired stupidly, 
“How much are the shoes?” The first few I answered 
politely enough, but after a bit I merely snarled, “Five 
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dollars—like the sign in the window says.” A few people 
even had the temerity to ask, “Where are the shoes that 
are on sale?” Heroically refraining from suggesting 
that they visit the optometrist down the street, I just 
nodded to the melee that was fighting to get the most 


expensive shoes first. 


BUSINESS in a large town is probably more profitable 
but in a small town it must be more interesting because 
one knows the little eccentricities of his customers. Local 
self-appointed grand dames who had never before set 
foot in our store because they “couldn’t get fitted locally” 
went out happy and satisfied with three and four pairs 
of shoes each. It really is remarkable how shoes fit when 
they are marked down. Last season one woman pestered 
us constantly trying on the same shoe day after day 
without buying it. With the shoe reduced to five dollars 
she remarked. “Why, I tried on this shoe last season 
and it didn’t fit at all. Now it feels wonderfui!” I 
wanted to say, “For five dollars, lady, you should care 
whether it fits or not!” 

Another woman pawed diligently over everything in 
the store and finally found something to her liking. 
When she asked the original price, and I honestly told 
her it had been $5.98, she threw it down like a hot poker 

[TURN TO PAGE 196. PLEASE] 
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is the big word ... for Kleinert’s “Sportimers ! 


Please all your customers all summer long—with Kleinert’s Sportimers. 


You can offer our famous playshoes in. . . 


e@ A sweeping variety of styles 


e A handsome array of fabrics 


®@ A wide choice of beautiful colors 


e A complete price range from $2.95 to $5.95 


Here on this page are six different types —just to give you an idea of 


what we mean by variety. And there are a lot more where these 


came from! Several styles are available in children’s and misses’ sizes. 


Delivery —2-3 weeks. 





#4600 — PROMENADE SANDAL. Classic sandal. 
Fine-grade knitted cotton vamp. Elasticized 
quarter. White, red, blue, green, yellow, 
shrimp, black and white. Sizes: 4-9 medium. 
To retail for only $2.95. 


#4601 — TERRACE SANDAL. Open mesh cotton 
novelty vamp. Elasticized quarter. Gabardine 
insole. Natural crepe rubber outsole. Red 
and white; black and white. Sizes: 4-9 me- 


dium. To retail for only $3.50. 


34604 — MONTEREY CLOG. Multicolored Mexi- 
can motif embroidered on natural tan jute. 
One-piece fine cork clog with sole. Light- 
weight; resilient. In natural only. Sizes: 4-9 
medium. To retail for only $5.95. 





#4606—PLAZA. Cotton casual. Elastic insert 
at back. Felt platform. Natural crepe rubber 
sole. White, red, blue, pink, black, yellow. 
Sizes: 4-9 medium; 5-9 narrow. To retail 
for only $3.95. 


IT PAYS TO SHOW 
THE NAME THEY KNOW! 
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#4607 — PATIO PUMP. Imported Guatemalan 
hand-woven striped fabric. Natural crepe 
rubber sole. Patio colors on red, white, black 
backgrounds. Sizes: 4-9 medium; 5-9 narrow. 
To retail for only $4.95. 


(336%. 


485 Fifth Avenue, 
New York 17, N.Y. 


Zz 


#4608 — BOULEVARD. Cotton casual. Matching 
side gores give ease of fit. Felt platform. 
Natural crepe rubber outsole. White, red, 
blue, black, yellow. Sizes: 4-9 medium. To 
retail for only $3.95. 


@ 





or Flinerica- 


GRO-CORD, CORD-ON-END soles have the 
original, genuine CORD-ON-END construction 


Yes, they are available again, and even finer than their pre-war counterparts. 


Cord-on-End construction was originated by the Gro-Cord Rubber Co. in 1920. From then until World 
War II all soles manufactured by the Gro-Cord Rubber Co. were of this’ type. The company’s 
fine reputation was built upon the outstanding performance of Cord-on-End soles. 


During the war it was necessary to discontinue cord-on-end construction due to the lack of natural rubber. 


That situation no longer exists. 
NOW this well-known, well-liked sole is back . 


this sole. 


real customer satisfaction. 


proven that cord-on-end soles outwear leather 2 to 1. 


MORE REPEAT SALES 
FOR YOU 
WITH GRO-CORD 

SOLED SHOES 


















CANADIAN PLANT 


Gro-Cord Rubber Co. of Canada, Ltd. 
TILLSONBURG, ONTARIO 


This is CORD-ON-END 
Construction 





This cross section of a GRO-CORD, CORD-ON-END sole 
illustrates the way the tough cords, permanently imbedded 
in natural rubber, extend the entire depth of the sole. The 
thousands of cord ends that come in contact with the walk- 
ing surface make these soles non-slipping and extra long 
wearing. Exhaustive tests and everyday hard use have 


shoe Rerailers 


. its name is GRO-CORD, CORD-ON-END! All the 


knowledge, skill, and experience accumulated from 28 years of “doing” have gone into the making of 


The new design makes a very attractive bottom stock for Men’s, Boys’, Little Gents’ and Children’s shoes. 
The long wearing, non-slip and waterproof qualities of GRO-CORD, CORD-ON-END soles and heels build 


Write at once for names of manufacturers supplying shoes with GRO-CORD, CORD-ON-END soles. 

















There is no finer sole 
and heel than NEO- 
CORD! This outstand- 
ing NEO-CORD sole 
and heel is made of 
Du Pont Neoprene 
combined with stout 
cords. Non-slipping 
... Long Wearing... 
Flexible . . . they re- 
sist Oil, Grease, Gas- 
oline, Caustic, Acid 
and Heat. 




















Tough natural — 
rubber impreg- © 
nated with gen- | 
vine cork. This — 
light weight sole — 
is waterproof, — 
will not pick up © 
metal chips, is | 
shock absorbing — 
and resists slip- — 
ping. Really com- © 
fortable and out- ~ 
wears leather. 
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SALES FEATURE 


CORD-ON-END 
CONSTRUCTION 





Style 1002— Brown 


(non-marking ) 


Style 1001 — Black 
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Exelusive manufacturers of 
Official Bey Scout Soles fer the 
United States and Canada. 























First choice of 
thousands for golf, 










priced cord construction 


up sole. 
is 
ing Style 3052 Brown 
_ - {nen marking) 
ip- Style 3051 Black 
m= =. This “Star” design is a 
ut- = favorite and embodies 


all the Raw-Cord fea- = | 







>g- : general sports, GRO 

on The ot ~~ fishing, and hunt- TRADE MARK 

his ‘ op rs $ trade ing boots. Center 
ole the finest competitively sections of sole CORD 


and heel of gen- 
vine CORD-ON- 
PEED .. . wom 
slip, won't mark 
floors. They have 
the smooth edge 
of a dress sole... 


and almost never GRO-CORD RUBBER CO. 
wear out. LIMA, OHIO- 





CORD-ON-END 













tures. 





~ Sete! 
Pilliken 


BUILD SETTER POSTURE 


theyre here 


BIG NEWS for your “little°’ 
BIG BUSINESS Market 


Flexible, Sturdy, Long-wearing. Form-fitting lasts that build good 
posture. Footwear scientifically designed and constructed 
to insure sound healthy feet. Children like Billiken--like 
their looks and comfort. 


Billiken represents the finest possible child's shoe 
at a price in reach of your customers. A steadily 
mounting income is waiting for all dealers who feature 
these finest of children’s shoes. The market for Billiken 





shoes is wide open to the wide-awake Billiken dealer. 
Better see Billiken before you buy! 


SIZES: 


Infants 1— 5; 5—8 
Children 8 Y—12 
Misses 12'%2— 3 


Billiken, Division of Craddock-Terry Shoe Corp., Lynchburg, Va. 
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NAVY BIG SHOE NEWS 
IN CHICAGO 


THE unexpected early demand for 
navy blue, which found many retailers 
short on sizes and styles, has been the 
big shoe news in Chicago this Spring. 
Customers began asking for navy late 
in January, and the demand acceler- 
ated so much that most retailers were 
happy when their March 15 ship- 
ments came in. They needed the blue 
shoes. Until then, women had been 
shopping from store to store. Many 
shoe men did not anticipate the de- 
mand and were extremely short. One, 
however, bought 35 per cent in blues, 
had them in early, and has done ex- 
tremely well. 

Navy and casuals carried the shoe 
business through a lagging February, 
with navy as good as, and in some 
cases, better than black in sales. Shoe 
business began to pick up in early 
March and had gained considerable 
momentum by the middle of the 
month, with every indication that 
Easter figures would equal those of a 
year ago. Green has been the best of 
the bright colors, with good activity 
in red, the variations of the brown 
shades, and multicolors, the latter in 
higher style stores. The 18/8 heel 
remains the most popular; platforms 
account for some 50 per cent of sales 
in better shoes. Sandals and sling 
pumps are leading patterns and there 
has been no lessening in demand for 
open types. 

Navy has been the most consistent 
promotion theme. O’Connor & Gold- 
berg has run a series of advertise- 
ments on blues, featuring different 
price ranges and different brands. 
One of these referred to “New arri- 
vals in blue—the top hue for Spring”; 
another described it as “True Blue.” 
Mandel Brothers included shoes in a 
coordinated navy accessory promotion 
with handbags and gloves by leading 
designers. “Your Spring Costumes 
Call for a Navy Escort” was the theme 
used by Maurice L. Rothschild show- 
ing sandals in navy suede with lizard 
trim and plain navy calf. Carson. 
Pirie, Scott & Co. offered navy as 
“your favorite accessory shade for 
this and every Spring; suede and calf 
dress shoes to color—complement 
your every costume.” 

Style itself has also received a good 
share of promotion. Marshall Field & 
Co. devoted a large advertisement ex- 
clusively to platform shoes showing 
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11 styles in price ranges from $16.95 
1o $24.75 and styles from delicate san- 
dals to tailored daytime pumps. 
Square toes and heels. walking 
shoes. pleated pumps, and the plain 
opera pumps have also been featured 
frequently and prominently in all 


price ranges. 
= += = 


EARLY DEMAND FOR BLUE 
SUEDE IN BOSTON 


EarLy Spring buying in the higher 
grade Boston shoe stores and depart- 
ments has followed a pattern which 
has by now become an old story to 
this city. The call has been for blue 
but with an exception—suede instead 
ot smooth leather. It was reported 
recently by at least four of the lead- 
ing stores that blue suede. both the 
conventional navy and the newer, 
brighter blue which this season goes 
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Navy, favorite for Spring costumes 
and accessories, was featured in this 
ad by Mandel Bros., Chicago. 


under the same name, has been out- 
selling smooth leather by about two 
to one. This, and the demand for cas- 
uals of various types, has made up the 
volume of business during a not very 
satisfactory early Spring season. 
With few exceptions, stores have been 
promoting their lower price lines 
rather than their top grades. News- 
paper advertising has been exception- 
ally heavy. 

Conrad’s, Winter Street women’s 
wear store, opened the season with a 
promotion which included twelve ox- 
ford. pump and strap types, mostly 
conventional in ornamentation, rang- 
ing in price from $7.95 to $9.95. Col- 
ers stressed were black, brown and 
blue, and two of the twelve styles 
were combinations of gabardine and 
leather. Two of the pump types, one 
in black, brown or blue; the other in 
black or blue, were elasticized. 

Kay’s-Newport offered five styles. 
two sling-back types, one closed heel 
pump and two ankle strap patterns in 
a wide range of colored suedes, and in 
smooth calf in brown or navy. Two 
patterns, an ankle strap and a pump, 
came also in black patent. These were 
all priced at $12.95. Moderately 
priced, also at $12.95, was a multiple 
strap pattern at Coleman’s Fashion 
Shop, on Tremont Street, This shoe 
carried a platform and was promoted 
in navy suede and black suede. 

Among the higher price lines being 
actively pushed during the mid-March 
promotion at Filene’s were pumps. 
straps and sling-backs with platforms 
at $22.95 to $26.95; polished calf 
pumps in black or navy at Chandler’s. 
on Tremont Street, at $17.95; ankle 
straps at Slattery’s in black suede and 
in black, brown or blue calf at $18.95; 
and pump types in navy, brown and 
black suede or calf at Thayer Mc- 
Neil’s at $14.95 to $19.95. 

In casuals, the R. H. White Com- 
pany department store pushed a 
sueded-fabric oxford, with laced moc- 
casin vamp and natural crepe rubber 
soles in black, red. green, sun-copper 
and navy at $2.98. At the same price 
Jordan Marsh Company, also a de- 
partment store, offered an assortment 
of sueded fabric styles all except one 
with ankle straps, some in black only; 
others in black, brown, red, green, 
white and multicolors. At $4.40, Wil- 
bar’s offered two square toed pumps, 
one with a bew at its throat and the 
other with an ankle strap in black, 
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blue or grey suede and in yellow, green 
or brown smooth leather. 

It is the opinion of some merchants 
that the multicolor shoe may emerge 
as one of the Summer’s best sellers. 
Their opinion is based on the assump- 
tion that women will find in it a shoe 
which can be worn with a wide range 
of Summer costumes. 


* * * 


PHILADELPHIA MERCHANTS 
CONCENTRATE ON COLOR 


REALIZING that other colors in 
shoes can be needed in the average 
woman’s wardrobe beside the ever- 
popular navy, the majority of shoe 
shops in Philadelphia are trying to 
concentrate attention on anything but 
navy, which is now taken for granted 











as a Spring color. They want to have 
styles of this color in stock, but they 
also want customers to ask for other 
colors, too. 

Department heads have worked on 
their knowledge of the yalue of dis- 
played merchandise. One good ex- 
ample is Blum’s. Several windows of 
this store were noted for their un- 
usual attractive displays. Mannequins 
dressed as gypsies surrounded a 
wagon wheel in each window. On the 
spokes of every wheel, from an imag- 
imary gypsy wagon, rested a pair of 
tan shoes in a different style and 
variety of material. A lettered sign 
stated, “Tan Shoes To Bring Out the 
Gypsy In You.” 

A prominent shoe store devoted a 
large front window to the display of 
an assorted selection of tan shoes 
which played up to a poster in the 
background reading, “Whole Wheat 
Is Good For You.” Other stores which 
had featured navy during the past 
few weeks either ignored this color 
completely, or presented one style in 
navy in a brilliant display of many 
other timely colors to blend in with 
today’s outfits. 

It seems that more individual shoe 
ads have been appearing in local 
newspapers than ever before, and very 
many full-page shoe ads. Several shoe 
men have admitted that they cannot 
remember the time when women 
bought shoes before buying the rest 
of their Spring outfits, but today that 
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Early featuring of the spectator pump 
in the popular brown and white com- 
bination by A. Harris & Co., Dallas. 





is what many customers are doing. 
The variety of attractive styles and 
colors available in shoes appears to 
be doing its best to break down what- 
ever customer resistance there is. 


* * = 


PROVIDENCE SPRING 
BUSINESS GOOD 


S PRING business is starting off well. 
and Providence, R. I.. shoe men are 
generally optimistic about the new 
season. All agree. however, that it is 
going to take a little more efficiency 
and better planning to maintain steady 
sales. More advertising, better win- 
dow displays and better salesmanship 
are among the plans of most retailers 
to make it a good season. 

It has already shown encouraging 
signs. In the popular price lines calf- 
skin is the big seller: in the middle 
grades, calf and suede are about even: 
and in the higher brackets, it is prac- 
tically all suede. Black leads, with 
blue the best in color. followed by 
cocoa. 

Straps are very good, including 
fancy, instep and wishbone styles. 
Shell pumps are very good, and cas- 
uals are exceptionally good. Casuals 
in colors are starting very early, a 
trend that became apparent last year 
for the first time. Classic spectator 
pumps have promise of being very 
good. Some patents are being sold, 
although not in prewar volume. the 
biggest sellers in this material being 
in the lower priced shoes. 

Alligators and reptiles are slug- 
gish at higher prices and sell moder- 
ately well in medium price levels. 
Stores carrying the lowest price lines 
report fairly good sales in these ma- 


terials in a wide selection of colors. 
One retailer reports success with a 
line of $14.95 cobra pumps, one an 
ankle strap with open shank and toe 
available in multicolor, red, green or 
sport rust, one with high back, closed 
back, open toe, fold-over vamp avail- 
able in red, green. sport rust, grey or 
yellow, and a third an anklet instep 
stfap with open toe and criss-cross 
vamp and medium heel available in 
red, green or sport rust. 

Running through the new stocks 
are platforms, open shanks. lacy and 
criss-cross vamps, closed models 
opened up for the Spring season. and 
low cut throats. 

Whites in medium and lower grades 
are expected to sell well, even better 
than last year. The white season in 
this section of the country was at 
first by-passed by last year’s late 
Spring weather, although later sales 
picked up and gave most merchants 
a good white season. 

At present most dealers are getting 
their biggest volume from the lower 
brackets of their respective lines with 
the medium price brackets providing 
the biggest fashion story and form- 
ing the basis for the major Spring 
merchandising promotions. One re- 
tailer reports his biggest volume in his 
$8.95 to $10.95 lines, with the $12.95 
to $17.95 providing the big fashion 
story and the $18.95 to $24.95 bring- 





ing in the top quality business. but 


in smaller volume. 
* * * 


WEATHER RETARDS 
ST. LOUIS SALES 


SHOE merchants in St. Louis have 
complained all Spring that the weather 
was not conducive to the sale of 
Spring footwear, and with justifica- 
tion. Store traffic has been down, and 
so have sales. Yet, whenever the days 
have been warm and sunny, dollars 
and units have jumped accordingly. 
A number of buyers have said that 
they believed post-Easter clearances 
on a fairly general scale probably 
would be necessary because the 
weather had so shortened the Spring 
selling season, despite the late Easter. 

Regardless of the tempo of Spring 
business, however, some retailers take 
an optimistic view of the deflationary 
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that Gives Toddlers 


3-WAY FOOT TRAINING! 
Dr. Posner’s Muscle-Builder Toddler 


i The First and Only Shoe 
‘ 







THE COUNTER 
BACK STAY 





ONLY THE 


é BUILDER Toppi cp 
AS THESE THREE 


E 
XCLUSIVE ADVANTAGES: 


MUSCLE. 





THE WEDGE 


Never before has there been a toddler’s shoe like Q) THE WEDGE | tilts the h 
this! Dr. Posner’s Muscle-Builder Toddler helps pre- (Oscalcis) ong i eel bone 
vent pronation (“toeing-out”)—aids proper walking Straight ahead! Point the toes 


—trains the foot correctly! By 
THE PEGs Be. kee 


Here is a shoe that doctors will recommend—mothers by resisting we tity wedge-tilt constant | 
will ask for! It means more traffic—steadily increas- . 
ing Toddler Shoe volume for you. Made with flexible [3] THE COUNTER BACK stay 
soles—sturdy, but pliable, elk tanned upper leathers back hee| bone (Achil "++ holds the 
in white and colors. Goodyear welt. Sizes 3 to 6, 6/2 € a ©s Tendon)! 
to 8, widths B to E. Retails at $5.25 and $5.75. oe wa Toddler holds 
Cot gent 
New installations can be arranged correct walking ri firmly in the 


for May delivery. Write us today! 





Dr. A. POSNER SHOES, Inc. 


EXECUTIVE OFFICES: 101 WEST 3ist STREET, NEW YORK 1, N. Y. 
Sales Offices: Chicago: Merchandise Mart, Room 1046 * Pacific Coast: Haas Bldg., Suite 1002, Los Angeles. 
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trend sweeping the nation. With pork 
chops and bacon, butter and eggs and 
other commodities finally beginning to 
scale down in price, they contend, the 
consumer will have more money for 
shoes. What worries most buyers is 
whether or not this deflationary move- 
ment will bring with it widespread un- 
employment. 

“If employment holds,” said one 
shoe retailer, “and prices continue 
their present pattern, all retail busi- 
nesses should benefit, even if com- 
petition forces lower price levels of 
all commodities.” Whatever the future 
holds, however, St. Louis shoe buyers 
are pretty much in agreement that sea- 
sonal sales and special promotions will 
be necessary. 


~———™ 





Buyers here also are in agreement 
that some concessions in price will be 
necessary to maintain volume, al- 
though they emphasize just as strongly 
the necessity for smart styling and in- 
telligent buying, with inventories that 
run the gamut in sizes for top demand 


footwear. 
* = * 


SLOW START FOR 
WEST COAST EASTER SALES 


E ASTER and Spring promotions 
started in San Francisco early in 
March, but the customer response dur- 
ing the first half of the month was 
discouragingly slow. Toward the last 
of the month it started to pick up, but 
merchants did not feel that there 
would be any considerable increase 
until after the first week in April. 

March business dropped much be- 
low last year. This is attributed, of 
course, to the lateness of Easter this 
year. One merchant stated that while 
March was slow, he believed that the 
combined totals of March and April 
would be very close to the same period 
last year. 

This is not the general feeling, how- 
ever, as another merchant stated that 
he believes the shoe business is going 
back to the prewar 40-60 basis when 
he did 40 per cent of his business in 
the first six months of the year and 
60 per cent during the last six months 
of the year. For the past few years 
his business has been running 50-50, 
but he believes that era is past and 
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that we are back to the old 40-60 
basis. 

Among the Spring promotions the 
reptile numbers are proving popular. 
Reports indicate that many customers 
are choosing them for dual-purpose 
shoes that will go well with both brown 
and black dresses, and for either after- 
noon or evening wear. The two-tone 
effect of white with tan or blue tips, 
foxings and straps is also making a 
good appeal. 

Colors are also starting to sell for 
Spring wear with red, green and blue 
calfskin receiving the most attention. 
Suede is still very popular in either 
pearl white, brown or black. 


eS @ @ 


TWIN CITY STORES 
USE INTENSIVE PROMOTION 


Minneapolis. 


THE Easter selling season sees reali- 
zation by shoe merchants of the neces- 
sity for intensive promotion. All stops 
are being played in heavy advertising 
with various attention-catching themes 
in which color, quality, high fashion 
and price are highlighted. 

In color, blue is presented as tops 
for Spring and early Summer. with 
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Dramatic presentation by Fyfe's in 
Detroit of the new shell silhouette in 
a simple pump. 


good customer acceptance, aided by 
heavy promotion of this color in suits 
and dresses. Stress laid on correla- 
tion of accessories in all stores has 
resulted in this being a leading factor 
in shoe selection. Department stores 
continue to run large advertisements 
featuring one dominant color, tying in 
shoes, with the reaction being felt in 
shoe stores and departments. 

Boll’s gave heavy emphasis to blues 
in a group of kid, suede and calf for 
street and dress, in which daintiness 
plus comfort were stressed. Maurice 
L. Rothschild (Young-Quinlan). em- 
phasized blue in calf and suede in 
prices from $12.95 to $19.95. 

Avocado and Ming green are good, 
presented as complementing most cos- 
tumes. Chandler’s featured this shade 
in a platform sandal in suede with 
cross-strips in matching calf, and a 
pouch bag in matching suede. Napier 
accented Ming green in alligator liz- 
ard in d’Orsay pumps with bag to 
match. Stendal showed avocado 
green in snakeskin sandals, with high 
heel and platform, and in open-toed 
wedges with medium heels. Closed 
toe sling pumps were also featured in 
green by this store. 

Strap shoes hold high place in faver. 
Ladder straps, silhouettes of straps 
and tie straps are all good, liked be- 
cause they tie in with the general look 
of daintiness in costumes. 
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Some stores are already featuring 
linen, which sold well for Winter re- 
sort wear and is expected to be im- 
portant in the sales picture for Sum- 
mer. John W. Thomas & Co. fea- 
tured d'Orsay pumps in wheat linen 
with brown calfskin, brown or navy 
calfskin trim with white. All white 
was also featured. 

Dealers are optimistic, feeling that 
the general picture is good. 


= + 


St. Paul. 


WIDE range of styles and colors is 
noticeable in window and in-store dis- 
plays, pulling the Easter trade, with 
blue, by far, the leading color. Black 
is good, holding its place above brown, 
although russet brown in street shoes 
is gaining in some stores. Grey is 
beginning to catch interest. 

[TURN TO PAGE 207, PLEASE] 
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Bring You a New Plastic Display Form f 
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these essential features 


. Flexibility in Forepart 
. Distinctive Styling 

. Higher Top For Ankle Straps 
. No Split Seams 





Immediate 
Deliveries on 
Low Heel Model 
(Other Models Later) 


PIERCE’S 77 years of experience and research in the shoe form industry 
brings you this new Plastic Molded Form combining the above exclusive 
features with .. . 
Warm Flesh Color . . . Fade Resistance . . . Improved Contour 
Modeling . . . No Seam Top . . . Closed Toe . . . Toe Peep 


los N At No Extra Cost . . . Material Approved by Fire Underwriters 
(Vionreo' : Pre WD 
OUR 


| 





ENTIRE SHOE 


ere (NN PIERCE COMPANY actscurccers 
Lh Soars i, WW, VNU UUMET AI TE MASSACHUSETTS 


Specialties for THE ENTIRE SHOE INDUSTRY Since 1872 


eo 


April 15, 1949 193 








RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mex “UCUUI tht and Markets 


St. Louis 


Witn the raw materials and labor market at current high 
levels, manufacturers here do not foresee notable changes 
in the wholesale price structure in the immediate period. 
although some point out that there may be some downward 
adjustments brought about through substitutions of new 
patterns in various lines. Appraising the price levels of 
the St. Louis market probably will not be possible until 
manufacturers announce prices of next Fall’s lines at the 
third Fall Showing here later this month. 

Dollar and unit volume of the St. Louis shoe industry 
this Spring has been satisfactory. a consensus of manu- 
facturers would indicate, and the reorder business through 
late March held up to anticipated levels in most instances. 
But the weather in many parts of the country has held back 
Spring purchases of the consumer, manufacturers report. 
which has had a corresponding effect on retail merchants. 
The late Easter combined with sunny days, however, pro- 
ducers maintain, will make for a very healthy Spring and 
Summer season at both the retail and wholesale level. 

And a good Spring selling season. they contend, not 
only will stimulate retailer demand for early orders of 
Fall footwear, but will go a long way toward further ad- 
justing inventories to their prewar balance. When viewed 
in the light of prewar years. the “shoe business has been 
terrific this Spring,” one manufacturer put it. “The trouble 
is, we just don’t like to make a comparison with that 
period when the lush period is so close in our memory.” 

While this appraisal certainly is accurate, there are pro- 
ducers who feel that the current Spring might have been 
en a level with the “lush” war and early postwar periods 
if Mother Nature had cooperated. 


Chicago 


F iLL-iN orders are keeping in-stock departments in man- 
ufacturing plants and wholesale houses busy in Chicago 
and the Midwest area. There has been a record demand 
for navy blue which came unusually early for this area, 
and any source that could fill the dealers’ frantic demands 
for more blues has done well. Reorders across the board, 
generally speaking. are coming in heaviest in the lower 
and middle grades. 

Otherwise, the situation is quiet and more or less in a 
state of suspension. Spring business is about cleaned up: 
there is only slight activity on reorders for whites and 
Summer shoes, and it is much too early for any indication 
of Fall trends. There have been a few price cuts reaching 
down to the retail level in the men’s end, but there is no 
indication that this can be considered a definite trend at 
any time in the near future. The price problem persists. 
With leather prices remaining up. as well as other pro- 
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duction costs, manufacturers see no prospect of any ap- 
preciable price cuts. At the same time, many believe that 
pairage sales will suffer if prices remain where they are. 
At the March show held by the Shoe Travelers of Chicago, 
salesmen representing middle and lower grades did ex- 
ceedingly well. Retailers were definitely looking for less 
expensive shoes to supplement their current price lines. 
Extra pairs are not being sold in volume today, except on 
clearance sales. 

The peak of the casual shoe business is expected to be 
reached this Summer, and although the demand will con- 
tinue good. manufacturers are aware that they will have 
to offer something different to lure extra business. It is 
general opinion that by Fall casuals will have found their 
niche as a division of the regular women’s shoe business 
and will not sell as novelties or for their style alone. Men’s 
houses are showing the most inclination to change in style 
at present. with some offering new boots. a departure from 
the cowboy styles. and colorful soft types for casual and 
leisure wear. There is a feeling that the popularity of soft 
and colorful casual types may swing over from the women’s 
to the men’s business and be a source of extra pairage 
there. 


New York 


S$ HOE production has been in the middle of a lull, which 
is believed to be a more or less normal condition between 
Spring and Summer seasons. Production activity has been 
definitely spotty, with some plants either on a part-time 
basis. reduced basis or shut-down basis. There are excep- 
tions, but they are not the rule. Many manufacturers have 
been finishing up their deliveries for Spring. and are 
standing by for reorders. 

It was explained by one manufacturer that Fall would 
probably find a different price picture. Lots of firms. he 
said. were revamping their structure. with more produc- 
tion efficiency as one of the goals to cut down on costs. 
More intensified selling and better coordinated promotions 
were considered to be necessary to keep shoes moving off 
of retailers’ shelves. Another manufacturer said that if 
retail business was good in the next three or four weeks, 
there would be a pretty good chance for better business 
in the early Fall. 

Retailers have been ordering late and putting in small 
orders, indicating that caution has become a chronic con- 
dition in the industry. Manufacturers didn’t express much 
optimism about the amount of reorders they expect to 
receive. because of the lateness of the season. 

It is believed that the late Easter, however, is good for 
the retailers’ business because it will give them additional 
days of business. As mentioned before, emphasis on price 
has shifted more and more to an emphasis on price with 
quality, and when the decision is close, quality is winning 
out. 
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@ Merchants from coast to coast 
have proved that the store that is 
“tailored” with Pittsburgh Prod- 
ucts is the store that is always 
well-dressed. And where a thor- 
ough remodeling job has been 
done (not a half-way measure! )— 
both inside and out—they have 
been rewarded with the immedi- 
ate attraction of more customers, and their sales and 
profits have increased. Equally important, they have 
found that this has been a sound investment in the future 
of their businesses—not an expense. 


These same rewards can come to you. And now is the 
time for you to give serious thought to the remodeling 
of your shoe store with Pittsburgh Glass and Pittco 
Store Front Metal. 


Ask your architect for his ideas on the best possible 
application of Pittsburgh Products to your particular 
needs. He knows all about these materials and will see to 
it that you get a design that is well-planned and economi- 
cal. Both of you can count on our fullest cooperation. And 
should you prefer it, the Pittsburgh Time Payment Plan 
is available to you for arranging payments to suit your 
convenience. 


Right now, though, why not send for a free copy of our 
store modernization book, “Modern Ways-for Modern 
Days”? It contains a wealth of material, including illus- 
trations and descriptions of remodeled stores, projected 
designs by some of the world’s foremost architects . . . 
with many other valuable features of interest to retailers. 
Simply fill in and return the coupon below and your copy 
will be sent immediately. 
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Bargain Hunters 


and said, “Why, that markdown isn’t 
enough to bother with! Where are your 
expensive shoes?” She bought a more 
expensive shoe that didn’t lock nearly 
as nice on her foot and wasn’t at all 
what she had in mind, but I’m sure she 
went away feeling as if she had put one 
over on me. Personally, I hope the shoes 
rub blisters on her feet! 

Mrs. So-and-So, wife of the promi- 
nent Mr. So.-and-So (who always 
bought her shoes in The City—where- 
ever that is) picked up one of our nicest 
shoes, and looking down her nose at 
it, drawled, “Was this shoe originally 
more than $5.00?” When I assured her 
that it had been quite a bit more and 
put my hands behind my back to keep 
from hitting her with it, she asked to 
be shown something from our regular 
stock. Our regular, irregular, and all 
the stock we had was on display—as 
the sign in the window plainly an- 
nounced. However, she went out with 
three pairs that fitted admirably over 
her bunions and more or less held up 
her flat feet. 


Pure Bedlam 


The first two days of the sale were 
pure bedlam. On one harried trip to the 
stockroom, I actually found a woman 
out there rummaging through the boxes. 
Ordinarily I should have felt like giving 
her a piece of my mind, but in the rush, 
and thinking how short life really is and 
that she probably was having herself a 
whale of a time, I just shrugged my 
shoulders and let her rummage. 

My pride was hurt to the quick by 
a few ignoramuses who peered into the 
interior of nationally advertised shoes 
and grunted, “Hm, never heard of it!” 
I consoled myself with the thought that. 
if confronted by Rembrandt himself, 
they most likely would never have heard 
of him either. 

One particularly trying woman, after 
having eased her: foot into everything 
her size from a sneaker to an evening 
sandal, decided she had found what she 
wanted, and, as usual, demanded to 
know the original price. “Ten ninety- 
five,” I sighed, wondering what the heck 
difference it made. 

“Was it really?” she whispered coyly 
in a manner intimating that she could 
keep my darkest secrets. 

The day before the sale started, wo- 
men by the score came in and tried on 
everything we had, and saw no reason 
why they couldn’t buy them at sale price 
right then. They wanted to have sev- 
eral pairs laid away and even offered 
to pay for them, but we had to be firm 
and refuse and only held out the hope 
that if they arrived early enough the 
next morning, the shoes wouldn’t have 
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been sold. (I'll wager there haven’t 
been so many early risers around here 
since the last hurricane.) Naturally the 
only ones in which they were interested 
were our newest shipments. 

Several people remarked belliger- 
ently, “Well, this is the first sale this 
store has ever had!” It wasn’t, of 
course, but it would have taken too long 
to explain just when and why we had 
had others, so I left them to their 
opinion. They were usually the people 
who came in time and again to examine 
the stock and inquire just when were 
we going to have a sale. It wasn’t very 
commendable of me, I’m sure, to com- 
pare them to a flock of vultures, but 
that’s what popped into my mind. 

What a relief it was to wait on the 
few customers who had sense enough to 
see the signs on the wall denoting sizes 
and could fit themselves accordingly and 
then just ask to have them wrapped. 
My faith in the competence of mankind 
was restored from time to time by these 
kind souls because we were so swamped 
we couldn’t possibly have personally fit 
everyone who came in. 

In the middle of the rush as we tried 
to weave our way around the derriéres 
of women trying on shoes in the middle 
of the floor, someone who merely wanted 
to chat would waylay us with, “Having 
a big day, aren’t you? You know, I used 
to have a nice shoe like that red one 
over there with the strap, but I bought 
it in Cleveland, no—I guess it was in 
Cincinnati, five or six years ago, and 
I’ve never had a shoe since that was 
so comfortable. Of course, I know you 
don’t carry that brand, but—” and so 
on, ad nauseam. 


Friends as Customers 


The worst part about a small town is 
having everyone know you and expect 
to be waited on immediately as they 
enter the door, regardless of how many 
are ahead of them. Unintentionally, I 
kept two or three women waiting over 
an hour while I had supposedly gone 
to the stockroom to get the mates to 
their shoes. Before I could take three 
steps, someone would wave a shoe in my 
face and roar, “Flossie, get me the mate 
to this will you, and whatever else you 
have in my size?” 

“Just a minute,” I’d bellow back at 
them, only to be corraled by someone 
else with whom I’d broken bread and 
who expected attention in a hurry. By 
that time I’d be so befuddled I couldn’t 
remember what I’d started for in the 
first place, and wasn’t above sitting 
down to eat a piece of candy and letting 
them all wait till I gathered my wits 
again. 

There is certainly something of mass 


hysteria in progress during a sale. Wo- 
men were grabbing for and buying shoes 
in a frenzy. They bought shoes that 
flidn’t even fit simply because they 
thought they were getting a bargain 
and didn’t want to miss anything. 

My husband came along when things 
were going like a windmill in a gale. 
He plowed through the mob with a 
pained expression on his face till he 
found the window stick and began open- 
ing windows. “What’s the matter with 
you?” I inquired, wife-like. “It’s kinda 
cold today.” 

“Feet!” he hissed. “All you can smell 
in here is feet! Might offend someone.” 

“‘Hadn’t noticed it myself,” I informed 
him, thinking that the women who were 
creating the disturbance would be the 
last to notice or be offended. 

“I’m having such fun!” someone 
would shriek idiotically. “I just love 
trying on shoes!” 

“Well, enjoy yourself,” I 
“there are plenty of them.” 


Remarks of Window-Lookers 


We have always enjoyed the remarks 
of window-lockers as they pass our 
store. If the light shines just right, 
they can’t see us and evidently don’t 
realize or care how their voices carry 
right in to us. Some umpteen times we 
have heard, “Yes, their shoes are nice, 
but so expensive!” That one really 
burns me up, for our shoes are na- 
tionally advertised and the price is set 
by the manufacturer. Another oft-re- 
peated story is, “Hmph, you can buy 
that same thing for $2.98 in such and 
such a place.” Some day my temper is 
going to boil over and I’m going to stalk 
cut and offer them half-interest in my 
store if they can find the same thing 
anywhere else for the ridiculous prices 
they mention. And again, “Yeah, the 
shoes are nice, but they never can fit 
me,” from someone who may have been 
in once, a couple of years ago. 

The first morning of the sale while 
we were dashing around doing last min- 
ute things before the door was opened, 
our red-headed clerk was out back and 
I was out of sight behind the show case 
counting stockings when I heard two 
gum-smacking young ladies in front of 
the window talking about the shoes. 
Referring to a beautiful $12.95 specta- 
tor pump, one said, “Imagine paying 
five dollars for that! Why, I wouldn’t 
give $2.98 for it, and I saw the same 
thing for $5.95 somewhere else. I 
wouldn’t have it!” Something changed 
her mind, for later in the day, she 
flounced in and bought it. 

In spite of a sign prominently placed 
that there would be no lay-aways, no 
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invited, 
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ZIPPER BOOT 
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Sizes: 5-12, Regular half sizes 
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Here is a slipper that talks for itself. Its special appeal is 
the broad, roomy fit to accommodate the wide foot and the 
high arch. Harrassed mothers will sigh with relief when they 
find how easily and comfortably these slippers fit over Dentons 
and pajamas; and you will find they will ring the cash register 
the year round. 
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“Mother of the Year” Contest Promotes Business 


DEMONSTRATING what a small community can do 
when it works cooperatively. 80 retail merchants of Merced, 
Calif. (population 14,000, 1948 estimate). staged a unique 
promotion as a prelude to Mother’s Day, 1948, and expect 
to repeat it this year and in succeeding years. 

Participating in the promotion were: Ellis Shoe Store, 
Shively’s Shoe Store and Kirby’s Shoe Store. 

About two weeks prior to Mother’s Day, the Trade 
Promotion Committee of the Merced Chamber of Com- 
merce broke the news about its “Mother of the Year” 
contest. Sparked by Monroe Jang. chairman of the com- 
mittee, merchants were drawn into a city-wide promotion 
to select the Merced mother who would be named the 
Mother of the Year. 


There was no intent to commercialize the contest. Orig- 
inally, it was the thought simply to permit people to ballot 
for their choice without restrictions. However. weighing 
this plan it became apparent to the originators that con- 
trols would have to be instituted. lest some voters cast a 
disproportionate number of ballots for their favorites. 
So it was determined to tie in voting with purchases in 
the stores of cooperating merchants. 

Voting ballots were printed in three colors. one color 
for each denomination of ballot. Ballots were good for one 
vote. five votes or 10 votes, depending upon the amount 
of the purchase. Each dollar purchase entitled the buyer 
to cast one vote. Ballot boxes were installed in each store. 
usually close to the cash register where a cashier or clerk 
could supervise balloting. Ballots provided space for 


April 15, 1949 


writing in the name of the candidate as well as the name 
and address of the voter. Incidentally, this last provided 
an ideal mailing list for future use. Ballots were periodi- 
cally counted and results given to the Chamber of Com- 
merce where they were tabulated as the contest progressed. 

Entire promotion budget totaled $300 which was used 
for advertising, printing, pictures of contestants, etc. Prizes 
totaled well over $1,000 in value and ranged from an all- 
expense trip to Hollywood to an electric washer, and nu- 
merous smaller prizes. Merchants were not obliged to 
donate in order to participate, but most of them did. 

A total of 12 mothers was entered in the contest, each 
woman sponsored by a local organization. Any group of 
10 or more was entitled to enter a contestant. 

The contest was opened by a fanfare in local newspapers. 
A full-page display advertisement was published, listing 
the rules, photos of the contestants, and a partial list of 
participating retailers, together with the items each 
merchant had donated. Prior to this there had been news 
stories on the front pages of local papers, and other 
stories were carried during the contest. The local radio 
station gave spot announcements throughout the contest 
period. 

Many merchants, particularly those who reported the 
greatest satisfaction with the contest, tied in their store 
ads with the promotion. Many mounted the newspaper ads 
explaining the contest and displayed them in show windows. 

Mother’s Day promotion material was ordered in whole- 
sale quantities from national headquarters. Merchants were 
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Suburban Shoe Store Appeals to the Young Folks 


cards on the table. We told them just 
how much money we could spend on 
decorating our store, and from there on 
we left it in their hands. We did sug- 
gest a few ideas we wanted incorporated 
in our store, but outside of that we gave 
them free rein. 

The result is a gay, attractive store 
done in pastel shades inside; with a 
floor-to-ceiling glass wall on _ both 
streets, with light-colored benches and 
chairs, and with eye-catching wall 
shadow-boxes for small displays. “Our 
lighting is a combination of fluorescent 
‘egg-crate’ style lighting overhead, and 
a row of three spotlights over each dis- 
play window,” Mr. Schmank went on. 
“A counter for socks and shoe acces- 
sories, and a pint-sized X-ray machine 
for checking the shoe fittings and a sani- 
tizer complete the furnishings. 

“Why did we choose this particular 
suburb? Well, for several reasons. In 
the first place, a lot of young married 
couples have moved out here to make 
their homes, so it’s a fast growing sub- 
urb. And in the second place, those 
already living here are in the upper 
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income brackets, and they demand the 
finest in footwear for their children. 
Most of the residents here own their 
own homes and are well educated, so 
they realize the importance of well-fit- 
ting shoes. 

“The directors of this suburb are very 
progressive and forward-looking, and 
we hear that they have already laid 
plans to build up the shopping section 
of this place, so we are going to grow 
right along with the suburb.” 

This store’s slogan is “From cradle 
to campus,” so the customers know that 
they can outfit their children in a price 
range from $4.98 to $9.95 until high 
school age. 

As good public relations, Mr. 
Schmank has his store manager, Mrs. 
Lillian Cibik, keep a file card of every 
customer. On this she jots down the 
name, address, and birthday of each 
child, plus the father’s name. Then 
every three months Mrs. Cibik sends a 
follow-up card reminding them to come 
into the store again to check the fit of 
their shoes to see whether or not the 
youngster has outgrown them. 


This serves the purpose of keeping 
the children coming back, and once they 
come in, there are free gifts of candy 
sticks and comic books to make them 
happy. On each child’s birthday as 
listed in the file, he gets a birthday 
card based on the number of his years. 


One more good will builder for this 
store is the free gift and gift certificate 
which the owners give to all new babies 
coming into the city whether via the 
hospital or the moving van. Through 
the “Babytime Service of the Welcome 
Wagon Association” which goes to visit 
each new mother, the store sends a 
present, usually a bank in the form of 
a plastic baby shoe, and a slip worth 
several dollars on the first purchase 
made in the store for the newly arrived 
baby. As this special service repre- 
sents enly one merchant in any one line 
of merchandise, this gives the Tosa 
Junior Shoe Store an exclusive plug 
with each newcomer. 

“And that makes many friends for 
us and our store,” Mr. Schmank con- 
cluded with a grin. 





New Light on 
Shoe Salesmanship 
[CONTINUED FROM PAGE 111] 


and the wiring necessary for efficient 
operation. A minimum of wiring is 
necessary, making it a safe lighting 
source. In addition, the light goes on 
immediately, without flicker, fuss or 
wait. It also can be dimmed, if that is 
required. 

Another important benefit to the 
store proprietor is the fact that this 
form of fluorescent lighting virtually 
eliminates maintenance. Maintenance 
is little more than keeping the lamp and 
reflecting surfaces clean. Lamps burn 
in excess of 10,000 hours—with many 
installations they are still highly ef- 
ficient after burning 20,000 hours—and 
they maintain a high level of light out- 
put throughout. Vibration or shock 
have very little effect on cold cathode 
installations, and if a tube is acci- 
dentally broken, replacement is simple 
because cold cathode lamps are stand- 
ardized. 

This type of lighting has proved in 
hundreds of instances beneficial to the 
eyes of both co-workers and customers. 
In addition, heat output is one-third to 
one-quarter that of incandescent lamps. 
This results in greater comfort in a 
smaller shop. 

Better illumination, showing the true 
colors of merchandise, is an impcrtant 
advantage. Cold cathode also is being 
used for directional purposes, to draw 
customers into a store and then to lead 
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them to a particular displav case. This 
is done by designing the lighting to lead 
from the street into the front entrance, 
end then by long, graceful tubes down 
the length of the store or up and down 
stairs. 

Mary Jane Shoes and Kitty Kelly 
Shoes on Market Street, Philadelphia. 
employ Cutler cold cathode both for 
decorative and illumination purposes. In 
both stores, wall display cases were 
illuminated from behind cornices with 
excellent effect. Every Dial Shoe Shop 
in the Philadelphia area was equipped 
with this system after an experiment 
in one store proved successful. 

The Morris Wax Store on fashionable 
Chestnut Street and the Foot Step shop 
nearby have had cold cathode in use for 
many years practically without need for 
maintenance and with continued high 
efficiency. Morris Wax also employed 
it for decorative purposes by use of cir- 
cular tubing near the entrance to the 
store. 

One of the outstanding lighting jobs 
in Philadelphia is the new I. Miller and 
Sons shoe store on Chestnut Street. The 
adaptability of cold cathode fluorescent 
lighting to the special needs of shoe 
merchandising and selling has seldom 
been better illustrated. Cove treatments 
add beauty to the unusually bright and 
glareless illumination. Sweeps of tub- 
ing, built into the ceiling and covered 
by diffusing glass, minimize the effect 
of pillars. Shoe stocks are concealed 
in the store, giving it an appearance of 
spac2 and neatness. 


Bargain Hunters 
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refunds, or charges during the sale, 
people still asked to lay away shoes or 
exchange them. When it is a friend or 
acquaintance who asks, it is embarrass- 
ing, inconvenient and just plain nui- 
sance. For the sake of good will and 
auld lang syne, I suppose it’s almost 
obligatory; but good will wears thin 
now and then and auld lang syne should 
be old enough to understand that a store 
has to have a few policies. 

Right now I’m thinking of petitioning 
Congress to have the government issue 
medals to all clerks who get through 
a sale without committing customercide! 


Flagg Bros. Opens New 
Store in Houston. 


Houston, Tex.—The first Flagg 
Bros. men’s shoe store here was opened 
recently with M. J. Blakley as manager. 
The store, at 622 Main Street, features 
men’s shoes styled for dress and casual 
wear as well as hosiery and western 
belts. 

The interior of the store is decorated 
with ranch scenes and cattle brands in 
order to give it an Old West atmos- 
phere. At its formal opening the com- 
pany displayed some of its famed col- 
lection of long horns and an unusual 
saddle and bridle decorated with silver 
dollars. 
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A Return to Lightness and Refinement 


while hefty shoes were all right for an 
active young man on the right occa- 
sion, it did not follow that all men 
wanted bold, heavy, boxy looking foot- 
wear. 

It is gratifying to report that there 
has been a return to reason and good 
taste and to good shoemaking. As a 
result the shoes you will soon see and 
will sell next Fall are the cleanest 
looking lot of shoes you have handled 
since well before the war. 

In styling and merchandising it 
seems, as in other activities within 
which the public’s feelings and opinions 
are probed, it is often necessary to 
have a full swing of the pendulum be- 
fore a constructive program can be 
evolved. Heavy shoes sold very well 
after the war, so the natural, if errone- 
ous, assumption was to make still 
heavier shoes to sell more shoes. 

It worked for a season or two, but 
the reaction was prompt and positive 
and the net result of it, we believe, will 
be beneficial to the industry in the 
long run. 

The new Fall shoes are the kind of 
shoes retailers like to handle and to 
sell. In them, materials and shoemak- 
ing compete with styling for consumer 
appeal. After all, shoes are bought in 
shoe stores, and the retailer and his 
selling personnel get the first hand re- 
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action of the consumer in their selling 
day. When they can offer their cus- 
tomers a range of styles in which they 
themselves believe, they have a potent 
psychological selling aid. That is why 
this new accent on better materials 
finer shoemaking and more conven- 
tional styling is important. These new 
Fall shoes are “shoe men’s shoes” and 
are, we believe, just the thing the pub- 
lic has been waiting for as well. 

More conventional styling does not 
limit in any way the possibility for 
hard-hitting specialized type promo- 
tions. The much discussed, much to be 
desired and very difficult to achieve ob- 
jective of selling a complete shoe ward- 
robe fits these more clearly defined 
types better than it did the catch-as- 
catch-can styling of last year’s shoes. 
New Fall types, by the very reason of 
their being primarily classics, fall into 
the category of specialized shoes, shoes 
with a definite purpose. This immedi- 
ately suggests their promotion in that 
precise direction, for example: A heavy 
type of shoe now has become either a wet 
weather shoe for street wear when con- 
servatively styled in a moccasin front 
or full brogue pattern; or it is a coun- 
try shoe for at least its first use when 
detailed more boldly and in more 
rugged materials. The heavy ski types 
must be placed in the strictly for cam- 


pus and college boy category. 

The industry has turned to reverse 
leathers as a promotional device, call- 
ing them “Brushed Leathers.” From 
them they anticipate extra pair volume 
this Fall. Since the war, acceptance 
for reverse leathers has grown consid- 
erably particularly in rugged country 
types and “in between” types which 
could be used for country or street 
wear. Fall styling again draws a very 
sharp distinction between town and 
country shoes even in shoes made of re- 
verse leathers. The addition of sev- 
eral new colors should further stimu- 
late their sale, making them more ac- 
ceptable for street wear. Grey com- 
bined with blue in brogues is effective 
in high style shoes. Interesting new 
street types are the “Lightened-up Con- 
tinental” in full and custom brogues, 
using the new deep toned Hunt Brown 
and Blue Ebony. 

The effectiveness of this brushed 
leather promotion, it would seem, will 
be measured by the enthusiasm the re- 
tailer is able to develop within himself 
for the material and for this new color 
range, and by his ability to translate 
his promotion into terms of specializa- 
tion. To be worthwhile, this promotion 
must mean “extra pairs,” not a sub- 
stitution. It admits of no fitting stool 
“double talk;’’ it must be a strictly one 
purpose proposition. 
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¢ and Chiropody Combined 


Dr. Reuben Kessler, left, in the combination shoe store and chiropody clinic 
operated by him and his wife in Atlanta, Ga. 


ATLANTA, GA.—“The Bootery” at 20 
Broad Street, which sells shoes from 
cradle to college, is a unique operation. 
It operates as a shoe store and as a 
chiropody clinic, a combination that has 
proven successful to Dr. Reuben Kess- 
ler and his wife, Dr. Sarah Kessler. 
They became acquainted when they 
were students in college, and before 
they were graduated they were mar- 
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ried. After 11 years of conducting a 
chiropody practice together, they be- 
came interested in shoes, and three 
years ago opened this store. 

Dr. Kessler still conducts his practice 
in an office conveniently located in the 
rear of the store, and Mrs. Kessler man- 
ages the store, but when business traf- 
fic gets heavy, the doctor lends a hand. 
In addition, he manages to do all the 


merchandising and buying for the store. 

Oddly enough, the Kesslers don’t sell 
orthopedic shoes; they sell only regular 
shoes. Mrs. Kessler says, “We believe 
in a shoe that fits correctly, and we op- 
erate on the theory that people have 
two feet to be fitted, not just one. We 
insist on proper size, and ask our cus- 
tomers to come back from time to time 
to have their fit rechecked.” 

The store is modest in design. It has 
a clean and fresh look and is lighted by 
indirect and direct fluorescent fixtures. 
A raised platform for children makes 
fitting them a simple job. 





Opens New Store 


AMARILLO, TEX.—A new Health Spot 
Shoe Store opened in Amarillo re- 
cently at 111 East 6th Street. The 
store will handle Health Spot shoes ex- 
clusively and will stock a full line for 
men, women and children. 

C. L. Duniven, Jr., is owner of the 
new store and Al R. Hurlock is mana- 
ger. Mr. Hurlock has been manager 
of the boys’ and students’ department 
in Blackburn Brothers, local depart- 
ment store, for the past several years. 
Prior to that he was with Seale Shoe 
Store in Amarillo. 
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WHEN IN CHICAGO 
VISIT OUR TENANTS: 


Advance Woolskin Shoe Co. 
American Footwear 
American Maid Footwear Co. 
Becker, Walter H. 
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Bowen, Barney 

Carolyn Shoe Co. 

Casuals, Inc. 

Chapman, Julian H. 
Chicagoland Footwear 
Conformal Shoe Co. 
Consolidated Slipper Corp. 
Cossack Bootees, Inc. 

Del Rey Footwear Co. 
Desco Shoe Corp. 

Dodd, Dorothy, Shoe Co. 
Dunn & McCarthy, Inc. 
Eastern Footwear Corp. 


Empire Specialty Footwear Co. 


Engquist, Howard J.. Sr. & Jr. 
Enna Jettick Shoes, Inc. 
Evans, L. B.. Son Co. 

Feltman & Curme Shoe Co. 
Fitzgerald, Sue M. 

Friedman Shelbv Shoe Co. Div. 
Frye, Tohn A., Shoe Co. 

Gary, Fred L. 

Greene-Crescent Slipper Co. 
Higham, M. S. 

Hi-Grade Footwear 

Hoeffel, J. F. & Son 
Hollywood Shoe Co. 
International Shoe Co. 

Jones, Maurice H. 

Kahle. W. P., Footwear Co. 
Kay Karzmar Casuals 
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Kline, H. J. 
Knights-Allen Co., Inc. 
Kramer, Martin, Shoe Co. 
Manistee Shoe Mfg. Co. 
Miller Shoe Co. 

Moberg Bros. 

Moncey Products Corp. 
Mond! Mfg. Co., Inc. 
Monroe Footwear Co. 
Mooercraft, Inc. 

Moore, Joseph 
Northern Footwear Co. 
Nurse Shoe Co. 
O’Connor & Goldbers 
Patterson, Warren D. 
Pfaff, Fred 

Queen Quality Shoe Co. 
Raftenberg, M. L. 

Red Goose Shoes 

Dr. Reed Cushion Shoes 
Renee Footwear Co. 
Roberts, John C., Shoes 
Saco-Moc Shoe Corp. 
Sawyer Moccasin Co. 
Smith, Carl T. 

Smith, M. C., Co. 
Starlet Footwear Corp. 
Sterling, R. E. 

Sun Valley Boot Co. 
Swan Shoe Co., Inc. 
Walker, E. J. 

Walker, G. F. 

Walker. Grace. Shoes 
Wax, Simon RB. 

Wendt, Fred H. 


HOME OF THE CHICAGO SHOE CLUB 


For Information on Building and 
Offices, Please Write or Phone 


CHAS. G. LINDEMANN 


GORDON STRONG & CO. 
209 S. STATE STREET 
HArrison 7-819! 
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The Customer Speaks 





BusINEss men desiring to learn what is wrong with their 
stores, stocks and service policies from the customer's view- 
point, will usually find it profitable to conduct a survey 
among their customers and prospects asking for suggestions. 


In recent years, many merchants have resorted to such 
surveys, and have been astonished at the information se- 
cured. The usual procedure is to send from 500 to 1000 
questionnaires to a selected list, providing postage-paid 
return envelopes, and emphasizing the fact that names need 
not be signed to the returned questionnaires. If a merchant 
fee's that he cannot bear the cost of such a survey himself, 
he can often get other merchants to participate, perhaps 
through the retail division of the local Chamber of Com- 
merce. 


THe following reports are taken from questionnaires 
where customers indicated why stores failed to get more 
business: 


Inadequate Parking. Many customers state that mer- 
chants fail to provide proper parking facilities, especially 
for out-of-town people, or that some parking areas are too 
far from the stores. Customers do not like to walk a quar- 
ier, or half-mile to a station, with their arms filled with 
bundles. Customers also complain that business men park 
their own cars on the street in front of stores, thus taking 
space that should be reserved for the convenience of cus- 
tomers. After a survey on the subject, merchants in many 
cities and towns have established free parking areas near 
the main business district, thus pleasing customers and 
resulting in greater store traffic and sales. 


Returned Goods. Customer comments reveal that most 
of them feel that merchants as a rule are too reluctant to 
take back returned merchandise without a fight. when such 
merchandise is unsatisfactory. This is a touchy problem. 
of course, for every merchant must distinguish between the 
chronic returner, and the person who feels he or she has 
a just cause for returning merchandise. In this case, it 
seems to be the best policy to accept returned merchandise 
without a fuss where the customer seems honest. A dis- 
satisfied customer can do vastly more harm than the small 
amount a merchant may lose by accepting returned mer- 
chandise. 


Better Salesmanship. Almost every buyer’s survey shows 
that customers are not satisfied with most salespeople. 
Good salesmanship often spells the difference between profit 
and loss, and most complaining customers say that sales- 
people do not know enough about the merchandise they 
sell; that they are not overly courteous; that they spend 
too much time visiting with friends while customers must 
wait; that some salespeople never give a customer an 
opportunity to decide on what to buy without trying to 
hurry the sale; and that some are not alert enough to offer 
suggestions. The happy medium appears to be a salesman 
who does not use high pressure, but who is forceful never- 
theless, and who awaits a sign from the prospect as to his 
or her interest. with suitable suggestions offered. 


Community Interest. Customers say they shy away from 
any merchant whose sole interest is himself and his store. 
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They like to buy—all other factors equal—from the busi- 
nessman who takes a sincere interest in the welfare of his 
community and who does his bit to promote worthwhile 
civic affairs. This would indicate that the time a merchant 
spends, within reason, to boost his town and its organizations 
is not wasted; that people remember such efforts and do 
their share by buying at his store. 


Rural Trade. Many farmer customers feel that merchants 
do not pay enough attention to rural trade. They reason 
that it is difficult for a farmer to come to town to buy, and 
that when he does he is tired and in no mood to wait a long 
time for his family to be served. Inasmuch as Saturdays 
are farmer shopping days, some farmers say merchants 
should have special clerks to speed up service, help carry 
bundles to farmers’ cars, and the like. This is an important 
point, for rural trade is a vital factor in many communities. 

Large Selection. In one customer survey it was revealed 
that 44 per cent of those replying said that stocks of mer- 
chants in their town were too small. These customers said 
they would gladly buy all their needs in their home towns 
if they felt that merchants would carry the variety of items 
they wanted, with the proper selection. 


Mail Order House Competition. Customers say they like 
to buy from mail order houses because they can glance over 
all merchandise offered for sale in a general catalog without 
feeling under obligation to buy. This means, perhaps, that 
merchants who wish to fight such competition would do 
well to advertise that people are welcome to inspect store 
stocks at any time without feeling obliged to buy. One 
customer says that the reason she likes to buy from mail 
order houses is that many items can be selected on one 
monthly payment plan, which items, if purchased at more 
than one local store, would amount to several payments 
each month, totaling more than she feels she can afford, 
as well as the inconvenience of making more than one 
monthly payment. 


Sales Days. Many customers say that merchants, as a 
rule, do not p!ace their big sales days close enough to local 
factory paydays, or days when farmers get monthly checks 
from dairies. creameries, etc. If sales days were placed 
more carefully, customers say, they would buy more and 
pay cash for such purchases. This is something every mer- 
chant should keep in mind, because selection of sales dates 
is very important; it may vary in each community. 
Telephone Service. Many stores do not have enough 
telephones, some customers complain. They state that 
often when they telephone a store to find out if a certain 
item is carried in stock, or to place an order, they find the 
telephone line busy, and so give the order to another store. 
This is a valuable point. An extra telephone doesn’t cost 
much and extra orders certainly would pay for the addi- 
tional cost. 
[TURN TO PAGE 218, PLEASE] 
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*““Mother of the Year’’ Contest Promotes 
Business 
[CONTINUED FROM PAGE 197] 


sold these Mother's Day kits at half the wholesale price. 
the Chamber of Commerce making up the difference. 

While it is impossible to report the exact results of the 
Mother of the Year contest. sales in all lines of business 
jumped from 5 per cent to as high as 331 3 per cent 
during the period of the contest. Those who did not tie in 
closely with the contest or who did not push it vigorously 
reported lower gain figures than those who went out whole- 
heartedly in promoting the event. 

A luncheon for the contestants was held at a leading 
lotel at which time the winners were announced. Prize= 
were awarded to every contestant as well as to the winner 
and the runner-up. 

Because the techniques of promoting a Mother of the 
Year contest are new. certain shortcomings became ap 
parent in Merced’s 1948 contest before it was concluded. 

1. Not enough effort was concentrated upon getting con- 
testants entered from nearby communities and farming 
districts within the Merced trading area. 

2. Retailers needed more persuasion. in some instances 
to actually participate in addition to sponsoring. 

3. Sales people frequently were unfamiliar with voting 
rules. 

“Originally I was opposed to it.” said E. G. Shively. 
owner of Shively’s Shoe Store. “I felt that we are getting 
too commercial about holidays, and believed that cus- 
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SANDAL SCOOP ./ sce YEAR! 


FULLY LINED 

GENUINE ELK LEATHER 

FULL GRAIN 
LEATHER 
INNERSOLES 


PANOLENE SOLES 
FOR LONGER WEAR 


$185 










No. 8270 Red 
No. 827) Brown 
No. 8272 White 
No. 8273 Green 


Sizes: 5-3 


Also Available — No. 8100 


GENUINE ELK LEATHER — UNLINED SANDALS 


Red, Brown, White 


$1.30 
SAMPLES OW REQUEST 


Long-Wearing Rubber Soles 
Sizes: 41/2-3 


IM STOCK FOR IMMEDIATE DELIVERY 


Certain territories open for this and many other 
items. Salesmen's inquiries will be considered. 


ADVANCE FOOTWEAR COMPANY 
Home of BLUE JAY JUNIORS 
SEND FOR ILLUSTRATED CATALOG 
134 DUANE STREET NEW YORK 13, Nv. Y. 








tomers might resent any suggestion of appearing to ex- 
ploit Mother’s Day. However. customer reaction caused me 
to change this viewpoint. The 
contest stimulated business without being mercenary. I’m 
very happy about it as a dignified cooperative promotion 
idea.” 


Business was very good. 


“Merced Mother of the Year contest was good publicity 
for every businessman.” stated Ralph A. Ellis of Ellis Shoe 
Store. “I'm going to give it my full support every year.” 

“I think this campaign did a great deal in directing 
public interest toward Mother's Day.” said Ray Bolls. 
Kirby’s Shoe Store. “I can’t say just how many extra hand- 
bags and such items we sold. but it certainly was worth 
the little time and effort such a promotion entails.” 


Manager and Salesman Open 
Their Own Store 


Boston—Samuel Lane, who for the last 15 years has 
been connected with Wilbar’s, Inc., and for the past 10 
years was manager of their Tremont Street store, with Jack 
Crosby, who for the last 10 years has been with this con- 
cern as their leading salesman, have severed their relations 
with this firm and have entered business for themselves 
under the name of Crosby Lane Shoes. 

They have taken a store, in the Little Building, located in 
Boston where on April Ist they opened a women’s shoe 
salon featuring medium and high grade branded shoes. 
They plan to open other stores in the future. 
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Prompt Freight Forwarding Aids Retailers 


PROBABLY there are a lot of times 
when you wish you had someone else to 
handle your transportation headaches 
quickly, efficiently and reliably. One 
way would be to call a freight for- 
warder to deliver your next shipment of 
shoes. The forwarder uses railroads, 
trucks or water lines anywhere in the 
United States and in some parts of 
Canada, Mexico and even overseas. The 
shipper’s worries are over from the time 
his shipment is picked up until it is de- 
livered, for the freight forwarder 
routes your shipment via the fastest 
carrier service at his command-—-and 
ean tell you at any time exactly where 
the shipment is while in transit. That 
can be a big help to the retailer, too, 
especially when he is anxiously await- 
ing a shipment of shoes that he needs 
in time for Easter selling, let us say. 


Who Is a Freight Forwarder? 


Just who is a freight forwarder? He 
is a carrier who consolidates, arranges 
for the transportation of and distrib- 
utes less-than-carload freight—any- 
thing from a pair of baby’s shoes to a 
drill press. For instance, less-than-car- 
load freight shipments for Chicago from 
shippers in the New York City area, in 
cities such as Yonkers, Mt. Vernon, 
White Plains, Long Island City, Jersey 
City and many more in the immediate 
vicinity, would be assembled by truck 
and consolidated into carloads at the 
forwarder station in New York City. 
The consolidated car would move in 
fast railroad carload service direct to 
the forwarder’s distribution station in 
Chicago where the car would be 
promptly unloaded and the shipments 
delivered to the consignees immediately 
after unloading. 

Shippers and consignees of less-than- 
carload shipments who use freight for- 
warding service include many shoe 
manufacturers and retailers. The for- 
warder, in effect, buys transportation in 
wholesale quantities from the railroads 
and other carriers at carload or truck- 
load rates, and retails the service to 
shippers and receivers at the forward- 
er’s less-than-carload rates. His rates, 
with some exceptions, are on about the 
the same level as the railroad less-than- 
carload freight rates. But the advan- 
tage of using the forwarder is the 
rapid and efficient service he provides. 
He can penetrate almost any area, 
reaching out-of-the-way hamlets as well 
as metropolitan cities. 

A forwarder shipment moves through 
on a single bill of lading, and only one 
freight bill is issued on the shipment. 
This means a minimum of paper work 
and a saving in bookkeeping and ac- 
counting for the shipper or the receiver. 

The forwarder offers faster service 
to his customers for several reasons. His 
operations require fewer transfers of 
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freight in transit which saves time—as 
much as several days in some instances. 
Less handling means less damage and 
fewer losses. The smooth coordination 
of truck and rail services perfected by 
the forwarder is a streamlined opera- 
tion with expedited assembly, careful 
and prompt consolidation, through car- 
load service between terminal cities and 
fast unloading and delivery. 


Flexible Operation 


Another reason for his efficiency is 
his flexibility of operation. He is not 
limited to any particular highway or 
right-of-way. He can select and use any 
carrier—motor, rail or water—that will 
expedite the movement of freight. If an 
obstacle presents itself, such as a natu- 
ral disaster or an accident, he reroutes 
the traffic. This ability of the forwarder 
to alternate routes with little loss of 
time is an important key to his speed 
and efficiency. 

For shoe men, this speed of delivery 
can make for low shoe inventories. If 
you need a shipment of shoes in a hurry, 
the forwarder is the man to get the 
shoes to you, for this kind of an order 
is his favorite meat. 

Here’s how the system works in prac- 
tice. Suppose you are a shoe manufac- 
turer in Brockton, Mass., with ship- 
ments of shoes for various retailers in 
California cities. You call the freight 
forwarder and tell him of your ship- 
ments. The forwarder will arrange for 
pick-up by truck. The truckman will 
receipt through bills of lading as agent 
of the forwarder and deliver the ship- 
ments to the forwarder’s consolidation 
station in Boston. The shipments for 
Southern California will be loaded in a 
car to Los Angeles, and the Northern 
California shipments will go into the 
Oakland or San Francisco car depend- 
ing upon the actual] destinations of the 
shipments. These cars are billed 
through without transfers. Early the 
tenth morning, after forwarding from 
Boston, these cars are unloaded at the 
forwarder’s California terminals and 
the shipments delivered by truck to the 
retailer’s doors. 

The beauty of this entire operation is 
that the moment your pick-up order is 
given, all details are handled by the 
forwarder—you receive only one 
through bill of lading on each shipment, 
and only one freight bill per shipment 
for the through freight charges. 

Retailers as well as manufacturers 
can use this expedited, through service 
by requesting the shipper to route via 
freight forwarder. Many shoe manu- 
facturers and retailers now. use or are 
served by freight forwarders. 

The gross revenue for all freight for- 
warders for the nine months ended with 
September, 1948, the last complete fig- 
ures available, on all traffic handled, 


was almost $200,000,000 on over 12,- 
900,000 shipments. It’s a big business, 
well-organized and efficient, and seems 
to be serving a definite need in handling 
and expediting merchandise delivery. 


To Televise Fashion Show 


St. Lours—The first use of tele- 
vision to carry a shoe fashion story to 
visiting buyers will be made on the 
opening day of the Third Fall Showing 





BETTY JONES 


of the St. Louis Shoe Manufacturers 
Association, April 27-30, A. J. Brauer, 
Jr., show publicity chairman, has re- 
vealed. 

A half-hour television show featur- 
ing 100 new Fall patterns by St. Louis 
shoe manufacturers will appear over 
KSD-TV April 27, under the direction 
of Miss Betty Jones, stylist for the In- 
ternational Shoe Company. Miss Jones 
will work with a staff of St. Louis shoe 
designers. 

To insure full coverage, television re- 
ceivers will be installed in sample rooms 
in both exhibiting hotels, the Statler 
and the Lennox. Buyers, as well as the 
television public, will be given a com- 
prehensive preview of ‘round-the-clock 
shoe styles for Fall, Mr. Brauer stated. 


Drive Begins to Raise 
Funds for NAACP 

BostoN—Kivie Kaplan, vice-presi- 
dent of the Colonia] Tanning Company, 
has interested himself in the activities 
of the National Association for the Ad- 
vancement of Colored People, and in 
association with other prominent men, 
is engaged in soliciting contributions to 
that well-known organization. 

Founded 40 years ago, this associa- 
tion has for its chief objectives win- 
ning the right to equality of oppor- 
tunity and the abolition of all forms of 
racial discrimination and segregation. 

Persons desiring to make contribu- 
tions can reach Mr. Kaplan by phone 
at Liberty 2-5860. Checks, Mr. Kap- 
lan requests, should be made payable 
to “Boston Branch, N. A. A. C. P.” 
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NESLA Sponsors Course in 
Shoe Pattern Drafting 


BostoN—The New England Shoe and 
Leather Association reports enthusiastic 
response to a special course it is spon- 
soring in shoe pattern drafting and 
model cutting which opened recently 
in Lynn. Classes are being held at 
the Lynn Independent Industrial Shoe- 
making School, 50 High Street, Lynn, 
Monday and Wednesday evenings, 7 to 
9 P. M. 

The course is open only to employees 
of member companies according to Max- 
well Field, executive vice-president of 
the association. Instructors are experi- 
enced shoe craftsmen who have had 
special training as vocational teachers. 
“This course is one of three currently 
sponsored by our association,” Mr. Field 
stated. “Our course on work simplifica- 
tion and methods improvement for shoe 
factory executives is being conducted at 
Boston University’s College of Business 
Administration for the fourth consecu- 
tive year, and the third course is on 
labor relations.” 





Chains Win Fight 
Against Tax : 


LINCOLN, NeEB.—Shoe store chains 
won their fight against LB-62, chain 
store tax bill, which was introduced in 
the Nebraska legislature by Senator J. 
V. Benesch of Omaha. 

The measure, killed by the legisla- 
ture’s revenue committee, would have 
provided a sliding scale tax ranging 
from $10 per store on companies owning 
10 or fewer stores, to as high as $500 
per store on firms owning more than 
40. 





New Store in Blue and Silver 


SEATTLE, WaASH. — Edison Bros. 
Stores Co. have opened their new 
Chandler’s Boot Shop at the corner of 
Westlake and Pine Street under the 
management of William H. Scanlan. 

The main color scheme is blue and 
silver. A special feature is the deeply 
recessed front with glass display 
islands and angled windows. 

Contrasting with the blue chairs are 
chartreuse velvet chairs and love seats 
done in blue brocade. The walls are 
decorated in pastel shades of various 
colors. Fixtures and showcases are of 
blonde wood. 


Shoemen Change Jobs at 
Marshall Field Store 


CHICAGO—William Pringle, formerly 
in charge of the corrective division in 
the fifth floor shoe department of Mar- 
shall Field & Company, is now in charge 
of the Young Moderns division. He 
sueceeds Carl Campbell, who recently 
resigned to become head of the women’s 
shoe department at Carson, Pirie, Scott 
& Company. Vernon Singer, formerly 
in the casual shoe division at Field’s, is 
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AMERICA'S GREAT ORTHOPEDIC LINE FOR CHILDREN 


Let CHILD LIFE SHOES take your juvenile shoe 


department out of the ordinary . . . let their orthopedic 


design and construction, and their combination 


of special features, put an end to fitting problems 


. . . let their smart styling win favor with children 
as well as mothers . . . let CHILD LIFE SHOES and our 


outstanding In Stock Service make extra dollars for you. 


IN STOCK NOW 


No. 846 

Tan and White Orthopedic 
Saddle Oxford 

8% to 12 — A,B, C, D, E 


$4.85 
12% to3 — A,B,C, D, E 
$5.45 
IN STOCK NOW 
Terms 5% -15 Days, 
Net - 30 Days 
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E. E. Kappel, Jos. Wasserberger & Son, C. F. Bearce 

315 McHenry Rd... 557 Marbridge Bidg., 2345 Larabert Drive, 

Glendale 6, Calif. New York 17, N.Y. Pasadena, Calif. 


now in charge of corrective shoes. 
George King has had casuals added to 
his duties along with supervision of 
other types of shoes. 





Retail Firm Expands 


Detroit—Maling Brothers, who have 
operated a shoe store downtown here 
for several years, are expanding into a 
local chain operation, with the opening 
of a new branch at 14325 Woodward 
Avenue in the suburb of Highland Park. 
Last year they opened their second 
store in the suburb of Dearborn. 


Pictures of Customers 
Taken in Store 


MICHIGAN City, IND.—To emphasize 
that they specialize in shoes for the en- 
tire family, the J. C. Penney Co. store 
has been taking and using pictures of 
complete families who come to the store 
for footwear for the entire family. A 
recent picture showed a motorman on 
the South Shoe Railroad and his fam- 
ily, including three growing children, 
being fitted at one time. These pictures 
do more than ordinary copy to get the 
point across. 
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RIGHT COLORS - RIGHT HEEL HEIGHTS 
AMERICA’S BEST 
SHOE FORM 
at THE RIGHT price 
Because they're so right in every way, UNIVERSAL FORMS are S' 
creating a sensation in the Shoe Display World. Large operations, Q 












smaller stores, are doing a better job and a more economical one 

than they ever dreamed of doing—thanks to new UNIVERSAL FORMS. PER PAIR 
UNIVERSAL's three colors permit more varied and pleasing use with 
the important new Spring shades in shoes. UNIVERSAL’s three heel 
heights fit every type of women’s shoes, slippers 

and sandals and fit them perfectly too. 





Pi, Packed 24 pairs to the 
MEDIUM me case. Slight additional 
idk charge for less than case 
quantities. 

When ordering, specify 
colors and heel heights. 







UNIVERSAL FORMS are made of SAME sturdy, non-fading 
plastic acetate material and have the same patent lip-sealing 
feature to prevent breakage, stand hard abuse. 

UNIVERSAL FORMS have SAME non-flammable features and 


are approved by Fire Insurance Underwriters as being per- 
Improved manufacturing facilities 


assure IMMEDIATE delivery. fectly safe from fire hazard. : 


No wonder display men are saying ‘There never were finer forms at a fairer price.” 


“a. UNIVERS A FORM CORPORATION 
id 30 EAST TWENTIETH STREET 
att, NEW YORK, NEW YORK 
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Step by Step 
[CONTINUED FROM PAGE 180] 


annually, and for larger business, $10 
per year is added to the minimum fee 
for each additional $25.000 gross i 
come. AAA also prepares layouts. en- 
gravings, art work, brochures, etc., at 
rates far below prevailing charges for 
individual orders of such material. 
Mr. Dresner says that under this plan 
the small businessman can compete 
with the million-dollar advertisers be- 
cause his staff (mostly on a free lance 
basis) of 68 people is composed of 
top talent in various phases of busi- 
ness. “The AAA differs from the cus- 
tomary large agency operation,” Mr. 
Dresner points out, “because we place 
primary emphasis on a client’s sincere 
desire to build a successful business 
and put over his product or service 
rather than on his ability to appro- 
priate large sums for advertising.” 
This unique service is being offered 
on a national scale. 


- 
ees 


* * * 


E VERY businessman should have a 
small library of business reference 
and information books. He should 
certainly have in this library Sources 
o! Business Information by Coman 
($6) and Business Ideas Handbook 
($7.50) by the Prentice-Hall staff. 
both recently published by Prentice- 
Hall, Inc., 70 Fifth Avenue, New York 
11, N. Y. The first book will enable 
you to locate quickly information on 
statistics, facts and reports contained 
in hundreds of books. magazines and 
pamphlets. At the end of each chap- 
ter is a list of associations in each in- 
dustry, a bibliography and a list of 
services. It’s practically an encyclo- 
pedia of business information sources. 

The second book will pay for its 
cost over and over again with its 985 
examples of time-and-money saving 
ideas on office and sales management. 
advertising, accounting. credit and 
collection, and purchasing which have 
proved profitable to some business or- 
ganizations. Liberal illustrations have 
been used, and the names and ad- 
dresses of the suppliers of the ferms 
and equipment mentioned in the ideas 
will prove helpful. 


* * * 


RETAILING SCAPEGOATS — We 
thought it would be fun (and informa- 
tive) to collect the excuses or reasons 
for poor business used by retailers 
over a year. So far, our list names: 
the weather, the election, and late or 
early holidays. Without a doubt, there 
are many more. How about sending 
me your list of scapegoats? 


April 15, 1949 


... AND NOW A 


NIVERSAL Ber 





Same features that have made Universal 
America's number one Shoe Form, make 
new Universal Children's Form your first 
choice for displaying juvenile shoes. Styl- 
ing in misses’ shoes keeps pace with wo- 
men's shoes and needs the same careful 
display treatments. Show them to best 
advantage with formed Universal de- 
signed expressly for misses’ shoes. 


FLESH ONLY 
When ordering, specify Misses Model 
Size 13. 


When ordering, specify colors and heei 


| heights. 


IMMEDIATE DELIVERY 





Review of the Retail 
Trade 


[CONTINUED FROM PAGE 192] 


Suede and doeskin are favorites in 
leathers. There is a smali demand 
for patents. Reptiles have not had 
strong featuring. Calf for street wear 
is good. 

The deep decollete, with long slen- 
der lines, has caught on well. Its 
graceful effect is played up as flatter- 
ing and good accompaniment to Spring 
costumes. 

Much detail is noted in high style 
models. Scalloped vamps, bows, 
buckles and punchwork are seen as 
adding to interest. Straps are very 
much in demand. 

Men’s shoes have been featured 
heavily. Moccasin oxfords with crepe 
soles for casual wear are selling well. 
Heavy leather soles continue to be in 
demand. Brown is the leading color. 


= = = 


MARCH BUSINESS OFF 
IN SYRACUSE 


SYRACUSE shoe stores found March 


business considerably below a year 


% UNIVERSAL? 





RM CORPORATION 


NEW YORK, NEW 


ago. but they were not unhappy about 
it. Lateness of Easter made compari- 
sons valueless. 
they would be satisfied if March-April 
sales this year equaled those of the 
same months last year. Shoe business 


Several buyers said 


has been better than might be expect- 
ed in view of the thousands of em- 
ployes who have been laid off by major 
Spendable 
been curtailed, and many of those who 
still have jobs are weighing purchases 
more carefully. The coming of Spring 
is expected to bolster employment in 
many lines, so most merchants look 


industries. income has 


for relatively good trade until Sum- 
mer. 

Navy is the big color this Spring, 
shoe men say. Grey is being featured 
and is expected to do well. Green is 
extremely popular, with smaller de- 
mand noted for brown, beige, red and 
wine. 

Demand for children’s shoes is hold- 
ing up unexpectedly well. Sales of 
men’s footwear have been stable. Buy- 
ers attribute this to the conservatism 
of men and their belief that most men’s 


lines are reasonably priced. 
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The Favorite... 
White 








Jucy 





VENILE SHOE CORP. 






Wome we White 


White Ivory Fibre for Heels has been recognized 
again and again as the outstanding, favorite heel 
material for white shoes, by manufacturers, dealers 


and the three million 


JEN K 


GEORGE 0 


“young women in white”. 


Bridgewater, 


INS C0 








Looking Forward 
To Fall 


[CONTINUED FROM PAGE 89] 


promote them with everything you can 
put behind them. Then, when custom- 
ers begin to ask for particular shoes in 
response to that newspaper ad, radio 
program, mailing piece or window dis- 
play, you will have enough sizes to meet 
your needs. 

Finally, as to price: Here, again, 
study of consumer habits is the first 
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Massachusetfs 


Heol 





requisite. Your contact with customers 
will give you a good idea of what your 
trade will pay. With inventories ap- 
portioned among what seem to you to be 
the right price brackets, there remains 
one other important selling element, 
the sales personnel in your department. 
Here is the crucial “point of sale.” If 
the man at your fitting stool is intelli- 
gent, courteous, patient and imagina- 
tive; if he has thorough training in cor- 
rect fitting, as well as in selling styles, 
your careful preparation in buying and 
promotion will yield worthwhile divi- 
dends through his efforts. 





| New Officer of 


St. Louis Group 





Sam Wolff, recently named second 
vice-president of the St. Louis Shoe 
Manufacturers Association at the elec- 
tion held in St. Louis last month. Mr. 
Wolff is connected with Wolff-Tober 
Shoe Mfg. Co. 





| When She’s Looking 
| For a Tailored Shoe 


[CONTINUED FROM PAGE 91] 


leathers or some other detailing, if clev- 
erly styled, detracts nothing from its 


tailored look and makes the shoe wear- 
| able with more clothes. 


There are other kinds of customers 


' with other needs in their tailored shoes. 
| They are probably much more limited 


in number than the one described, but 
they can also be very good customers 
and they give added style prestige to 
your store. We refer to the smart 
woman who can afford to have a real 
shoe wardrobe and who includes in it 
a shoe that can, by no possible chance, 
be mistaken for a daylong shoe unless 
she is wearing very tailored clothes. 
This may very probably be made on a 
built-up leather heel and have a welt sole 
with, frequentily this year, an extension 
edge which includes a square toe. The 
closed toe will probably be on a wall 
last. The pattern may be an oxford, an 
elasticised stepin, an instep, sabot or 
other strap, or a pump. 





Stores Forced to Find 
New Locations 


ALBANY, N. Y.—Among the tenants 
along North Pearl Street and Steuben 
Street, here, who have been told to va- 
cate by April 30 for the proposed ultra- 
modern new building of the W. T. Grant 
Company, are the A. S. Beck Shoe 
Store; Morse Shoes; W. G. Griswold, 
shoes; Hepinstall’s, shoes; and Bertha 
Gluck, women’s shoe retailer. 
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SEE IT NOW! 


The mothers of those “hard-on-shoes” children 
have taken to CAT-TEX with great enthusiasm! 
They know, from experience, CAT-TEX wears longest, 
takes tough punishment without flinching and, in 
all, delivers more value by far than any other soling 
material! Non-slip and waterproof, too — extra 
good reasons why you, should join 
other quality shoe manufacturers 
and swing to CAT-TEX! Write for 
samples @ 
(Made by makers of famous Cat's Paw products) details 


Cat's Paw Rubber Co., Inc., Baltimore 30, Md\ WOW! 


April 15, 1949 







Dad 
prefers 


~ SWAN 


} 


74316 — Kid opera, 
fully leather lined. 
Leather soles, rubber 
heels. Brown, wine, 
blue in stock. Retails 
ebout $6 


2=2314—Kid, moccasin 
type vamp, soft padded 
leather soles. Brown, 
wine, blue in stock. 
Retails about $4.95. 


Here—as advertised in Vogue—are 
your two best sellers for Father's 
Day promotion; those well - made, 
perfect-fitting, long-wearing slippers 
that mean satisfied customers for 
your store. Order today. 


SWAN SHOE CO. 


Curtain and Aiken Streets 
Baltimore 18, Md. 





State of the Shoe Trade 


[CONTINUED FROM PAGE 172] 


Although sales have been generally poor or an estimated 
2 per cent to 10 per cent off. the situation is not alarming. 
Leading retailers and buyers say that Spring sales in the 
women’s departments are opening up slowly and will even- 
tually get back as the weather changes for the better. 
If March is a rainy or unseasonable month, Easter sales 
may fall far short of predictions, but in view of Spring de- 
mand and the late Easter, the period between March 15th 
and May Ist should be a profitable one for shoe retailers 
if their stock is right. 

On the whole, Los Angeles retailers and buyers seem 
quite pleased with their inventories. Numerous first-of-the- 
year clearance sales greatly aided the successful reduction 
of 1948 inventories. 

The general prospects for the Spring, Summer and the 
remainder of the year are fairly good but not quite meet- 
ing with the volume done for the same period last year. 

With the costs of labor and leather frozen, the immediate 
prospects for lower prices are not impressive. A few buyers 
expressed the opinion that while they see no clear indi- 
cations of broad price reductions, some readjustments have 
to be made and these are expected to start breaking as 
early as this Fall. 


Good Spring Trade in Seattle 


With poor weather conditions entering the picture and 
| influencing the trend of business to a great extent, the shoe 
business at Seattle was off during January but ran ahead 
in February and continued to show an increase during the 
first two weeks in March over the same period of last year. 
| Children’s shoes had the best figures, women’s a close 
} second, and men’s a poor third. Generally speaking, busi- 

ness is good. Successful clearance sales put on by all 
retailers have brought inventories down about right. 

Spring business started opening up the third week in 
February. with the arrival of good weather. Merchants 
are looking forward to a good Easter business in women’s 
and children’s shoes. Sales in men’s shoes will probably 
be only mediocre which. of course. is natural condition 
due to the fact that the Easter parade is not so important 
to a man. 

Shoe retailers are planning on meeting last year’s fig- 
ures and budgets have been set up to make allowances. 
A gradual grading down is taking place. Men’s shoes sell- 
ing for $8.95 are making an appearance in better stores. 
and women’s main floor high style salons are showing shoes 
at $12.95. while other good shoe departments are featuring 
style shoes at $8.95. 

This doesn’t mean that the old prices have vanished. but 
merely that lower priced shoes have been added to meet a 
ready sales acceptance. 





retail 





Spring Sales Spurt in Cleveland 


Retail shoe sales in Cleveland were very good in January. 


fair in February, and declined from Feb. 22 to March 15. 
THE HEAVI EST ADVERTISED After March 15, under the influence of better weather, 


a strong upturn appeared. 


MOCCASIN IN AMERICA | The gain in January of 1949 over the same month of 
1948 was around 10 per cent. The decline in late February 


WRITE FOR NAME OF NEAREST DISTRIBUTOR and early March was about the same amount when con- 
: ale. trasted with last year. However, shoe dealers are quick 
Huskies Division to point out that the early Easter last year and late Easter 


this year have been largely responsible for the difference. 


Hussco Shoe Company, Honesdale, Pa. a ne age ea 
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Three Windows Do the 
Work of Eight 


[CONTINUED FROM PAGE 109] 


unified theme is used for all windows— 
seasonal or otherwise. 

Few props are used, and those verge 
on the abstract, yet are not atmospheric 
but purely functional in design. The 
backgrounds are dynamic, yet endeavor 
to maintain a balance of friendliness and 
dignity rather than of austerity. These 
backgrounds are neutral in color and the 
same design is used throughout all the 
windows, but there may be color and 


texture variations in the different units | 
to avoid monotony. This neutrality is | 


then desirable for displaying dress or 
sport shoes, accessories, and women’s 
sportswear featured by Gude’s. 





When She Asks for 
A Pretty Shoe 


[CONTINUED FROM PAGE 95] 


including a variety of straps, are slated 


to be popular. Certain treatments are 
expected to carry over from Spring in 


an important way; decorative vamp cut- | 


outs, for example, and asymmetric 
vamp detailing, ornaments and straps; 
combinations of leather surfaces and 
colors. The trim fit and easy adjust- 
ment of elasticized shoes, some of them 
in the high style category, are expected 
to be seen more frequently than at any 
time since prewar days. 


There seems hardly any need to point 
out that platform soles, especially %- 
inch and %-inch heights, far from being 
“dead,” are more in demand than ever. 
While some manufacturers are using 
heels up to 23/8, a few even higher, 
the general trend is toward shoes that 
are both flattering and comfortable. As 
a result, the long slender toe has been 
losing ground steadily and the square 
toe—particularly the new square toe; 
the round toe; a new walled version of 
the baby toe and some Turkish types 
are all style news for the coming Fall. 





Shoe Store Designed by 
Armored Division Vet 


ULyssESs, KANS.—Formal opening of 
the Pitts-Burk shoe store was held here 
recently in the modern new building 
designed by Forest Pitts of the firm. 
The business is housed in a tan brick 
building, 25 feet by 80 feet. Featured 
in the store are modern lighting, hid- 
den stock and open displays of mer- 
chandise. 

Clyde Burk, the other member of the 
partnership, built the store from plans 
drawn by his partner. Both men are 
from Dodge City, Kans. 

Mr. Pitts, a war veteran who served 
several months with an armored divi- 
sion in Germany, is manager. 


April 15, 1949 













*.. STYLED 
for LIFETIME 


“The DE LUXE 


Whether you choose the sleek, 
streamlined De Luxe Model or the 
more conservative Standard... you 
are assured of classic styling which ~- 
_ will remain in good taste through 
the years. Both are compact, with 
low step and wide platform. Their 
cabinets of matched grain veneers 
are true examples of fine craftsman- 
ship and sturdy, durable construction. 


MATCHING FINISHES AVAILABLE 
Simplex X-Ray Shoe Fitters are regu- 
larly finished in rich, mellow, hand- 
rubbed walnut but special finishes to 
match any store interior are available 
at slight extra cost. 


BUILT FOR LIFETIME SAFETY! 


For nearly 30 years the makers of Simplex X-Ray Shoe 
Fitters have pioneered and advanced the standards of 
safety in fluoroscopic X-Ray equipment. The features which 
result in Simplex 3-way, Certified Safety are built in for the 
life of the machine. 





“The STANDARD 





Delivered Ready -for-Use Every Simplex X-Ray Shoe 
Fitter is a complete, self-contained unit ready to plug 

in for immediate use. No assembly or > 
installation work is required. 
The Simplex X-Ray Repre- 
sentative in your territory can 
give you prices and details of 
our liberal E-x-t-e-n-d-e-d 
Payment Plan. 


X-RAY SHOE FITTER, Inc. 


3533 N. Palmer Street © Milwaukee 1, Wisconsin 













MARE ASI, 


to improve your 
children’s 





shoe business 











7. feature a brand thot mothers know 


Be promote your exclusive construction features 


pS give perfect fit for every foot 


4. balance your buy better 
from one resource, for tots thru teens 


Are you missing this strength in your present brand or 
bronds? Then send for your Pollyanna scolesman ond see 
how the right resource con help you. 





A. $. KREIDER SHOE CO. ANNVILLE, PA. 
NEW YORK CITY SHOWROOM Marbridge Bidg., 47 W. 34 St. 
West Coast Representative: J. 8. Hamelin, 219 W. 7 St., Los Angeles 
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Shoes in the News 


SLIPPERS for men, women and children are always good 
extra-pair items, and the addition of style elements into 
this footwear in recent years has heightened its appeal for 





? 


Two baby slippers from Mrs. 

Day. Top—corduroy in a 

pastel pink, with zipper clos- 

ing and turned over cuff 

which snaps at the side. Be- 

low—Pale blue felt with a 
furry collar. 





| 
} 
| 
| 








customers of both sexes and all ages. Especially interest- 
ing are some of the developments which have occurred in 
the field of slippers for the youngest members of the family. 


Women’s slipper of chenille, 
said to wear like a chenille 
rug. Washable and celor- 
fast, with hand-lasted con- 
struction. Duckies by Cali- 
fornia Chenille Slipper Co. 





These have been made as attractive as possible, and are 


ringing more than one cash register. 
* * * 


STARTING with the cowboy boot, interest for promotion 
has again centered on Western ideas, particularly those 
having to do with Indian and cowboy motifs. Newest idea 
along this line is that of branding natural saddle leather 


Guild Shoe Co. of California 
offers this moccasin with a 
branding pencil, under the 
slogan, “Round ’em up and 
brand ’em yourself.” 





moccasins. A branding pencil, which enables the customer 
or the retailer to brand the shoes himself offers a personal- 


ized touch which appeals to many. 
* = ¥ 


| NTERESTING and novel ideas have been worked out in 


playtime shoes for the young customer. To some degree 


One of a new line of chil- 
dren’s sandals made by 
Lambkin Products Co. Styled 
with cross-straps and buckles 
of elk in red, white and 
brown with rubber heel. 





the attention to these play types arose as a result of the 
interest in leisure footwear for all members of the family. 
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The idea of providing children with light weight, barefoot 
types for Summer wear is not new, but the adaptation of 





Two models from the Sun- 
San line of Hoy Shoe Com- 
pany. Both have adjustable 
vamps, leather-covered 
sponge rubber cushion in- 
soles. Available in open or 
closed back patterns in 
brown, white, red and beige. 








style ideas from the women’s lines, and the lavish use of 
color are recent trends which are becoming increasingly 
important, season after season. 


* * * 


LEISURE footwear in general is gaining impetus and 
sales as customers discover the solid comfort built into 
these types of shoes. In view of the tremendous interest in 
this type of footwear, it is not surprising that crepe soles. 





Play-Timer sandal with crepe 
sole, available in red, green 
and brown, for May delivery. 


Dr. Posner. 











once again available, should have returned to their former 
position of eminence. Primarily designed for comfort, 
these shoes offer the wearer a smart casual appearance. 





Officers Installed by Detroit Retailers 


Detroit—The Detroit Shoe Retailers held their annual 
installation of officers in the form of a banquet at the Hotel 
Fort Shelby, combined with a special tribute to Ralph G. 
Terbille of the Detroit News advertising staff, who was 
honored for his work in connection with the collection and 
shipment of over two million pairs of shoes for European 
relief. 

Miss Sylvie Hamilton, of the Foster Parents’ Plan for 
War Children, which handled the international shipment 
details, attended, presenting special awards to the Detroit 
as well as to the Michigan Shoe Retailers. An extra feature 
was presentation of a life membership to V. V. McBryde, 
who recently celebrated his golden anniversary in the shoe 
business. 


April 15, 1949 








Between their shoes 
and their feet 





Your profits in FOOTLETS 


if you order your supply of 
the best (and best selling) 
foot socks now! 


Don’t delay to order your full supply and full 
style line of these little hot-cake sales items. 
Pretty soon—the first warm day—81% of your 
customers will leave off their stockings. Three 
out of four will be looking for Footlets, so 
youll want to be ready with a full display. 

Remember, Footlets are precision built foot 
socks, sized to shoe sizes for greater comfort 
and sale-ability, and developed in outstanding 
Randolph Knit fabrics. Not a seam to their 
soles or across their toes. But they cost no 
more than most, and less than some. 


You know-—it certainly pays to sell the best 


—for less! So now's the time to reserve your 
supply. J W. Landenberger & Co., Philadel- 
phia 24, Pa. 


TooleLs 


Trade Mark 


leading magazines 


the only foot sock nationally 
advertised in LIFE and other 












PTs SUEDE KID 


that’s 
all you 
need 

to know 





BURK BROS. 


PHILADELPHIA 23, PA 








Fashion Show Introduces 
New Line to Consumers 


New York—Shoes for every hour of 
the day of a busy young suburban 
matron was the theme of a luncheon 
fashion show presented recently under 
the auspices of Harriett Couplin Porte- 
ous Associates, American public rela- 
tions representatives of Brevitt Shoes, 
Ltd., London, England, in the Perroquet 
suite of the Waldorf-Astoria Hotel. 

Acting as commentator, Mrs. Porte- 
ous presented clothes by courtesy of 
B. Altman & Co., and Brevitt shoes, 
sold exclusively in this city by the same 
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store. Built on the low heels with a 
special cushioning feature in heel and 
sole, these shoes have been styled to be 
adaptable to more dressy, as well as 
tailored and casual, daytime costumes. 
Unusual color combinations are a fea- 
ture of the line which includes such 
effects as green or red with primrose 
yellow. 





Store to Move 


EuLmirA, N. Y.—Dave Lewis Shoe 
Market will move soon from 333 to 321 
East Water Street. The firm operates 
stores handling surplus and cancella- 
tion stocks of men’s shoes. 


Trade Problems Discussed 
At WCSTA Meeting 


Los ANGELES—The March meeting 
of the West Coast Shoe Travelers As- 
sociates featured an open discussion of 
trade problems by retailers, manufac- 
turers and traveling men. 

Seymour Fabrick, director of. the 
National Shoe Manufacturers’ Associa- 
tion, set forth the position of the manu- 
facturers when he said that retailers 
are not cognizant of the risks and re- 
sponsibilities in shoe manufacturing in 
that the manufacturer must consider 
style, fit and wear of their product and 
must assume the losses on patterns and 
colors which are not accepted and on 
shoes which do not fit properly or wea1 
well. He also remarked that the aver- 
age life of a woman’s shoe manufactur- 
ing business is only seven years. 
Answering the charge that manufac- 
turers are making an unwarranted 
profit, Fabrick made the point that if 
a manufacturer can make a two to 
three per cent profit, he has done a 
good job. 

Mr. Fabrick’s arguments in favor of 
the manufacturers were augmented by 
those of Ben Solnit and Mel Kaufman 
who agreed that it was now up to the 
retailers to cut prices as manufacturers 
are working close to their profits and 
would be unable to cut prices as long as 
the cost of labor and materials remains 
at present levels. 

On the question of the manufacturers 
giving the retailer an assured territory 
protection, A. E. Schmidt of the Broad- 
way Department Store, offered the 
opinion that such a thing would be a 
good idea provided the retailer does a 
good job in getting behind the brand 
and promoting it, while Art Meyerson 
said that in order to strengthen lines, 
they should be put in a lot of stores 
within one trading area. Dean Phipps, 
traveling man, said that price range 
was the main factor in considering 
whether or not a line should be confined 
to one store. 

Concerning the question of whether 
the factory representative should re- 
frain from overloading retailers with 
novelties and insist on selection of more 
staple products, Jack Clyman, retailer 
from Westwood Village, said that over- 
loading is no fault of the representa- 
tive but of the retailers themselves. 

New members of the WCSTA in- 
clude: M. H. Knox, Lotus Shoes, Inc.; 
A. E. Rainey, Scotts Foot Appliance 
Co.; A. J. Thuli, Burlington County 
Shoe Corporation and Boot-Step Mfg. 
Co.; Charles Tieso, Glaser Shoe Co., and 
Manistee Shoe Mfg. Co.; Danner Shoe 
Mfg. Co.; Werner Illing, Illing of 
Calif.; Paul Bland, Boyd-Welsh Shoe 
Co.; Samuel DeVorin, DeVorin Shoe 
Co.; Arthur Sbicca, Sbicca of Calif.; 
Edgar Gold, Theodor, Inc., handbags; 
Ben Reznick, Reznick Shoe Co.; Art 
Seron, Beleganti, Inc.; Martin Gottlieb, 
Brief Shoe Co.; Jack Clyman, West- 
wood Village retailer. 
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State of the Shoe Trade 


[CONTINUED FROM PAGE 210] 


Shoe inventories in Cleveland were reported excep- 
tionally heavy as of March 15. However, the heavy demand 
expected in late March and up to Easter was expected 
to cut inroads into this stock. A last-minute check-up on 
March 19 showed a tremendous upsurge in sales on that 
day. With warmer weather, retailers felt certain there 
would be sustained activity. Up to this time, the month 
had been extremely severe from a weather standpoint. 
All that was needed to stimulate shoe buying was a break 
and an upturn in temperature. 

Considering conditions, shoe merchants are far from 
disheartened. They feel that the late Easter is going to 
bring in a very substantial volume of business. Opinions 
regarding the balance of the year are less certain but gen- 
erally optimistic. 


Leveling Off Trend in Dallas 


Retail shoe men in Dallas were quite optimistic about 
business the first two and one-half months of the year and 
for Spring and early Summer. but when asked what they 
hoped for this Fall, they just shrugged their shoulders. 

The reason one man gave was: “How can you forecast 
business when you don’t have any idea of what there is 
going to be to sell?” He said he thought the manufac- 
turers were as much in a quandary as were the retailers. 
This man went on to say that if merchandise of the right 
price, quality and quantity is delivered to the retailer in 
time—say in early or mid-Summer—then the picture for 
Fall business could be bright. 

The one drawback to business during January, February 
and March, all Dallas retailers agreed, was the bad weather 
following the turn of the year. One man said his business 
was off 20 per cent in children’s shoes, while the rest stated 
they were meeting last year’s figures. 

Most of the men felt that business in general is slowing 
down a bit, and maybe into that much talked about “level- 
ing-off” period. They were not too happy over their heavy 
inventories, all agreeing that clearance sales failed to reduce 
the stocks to any considerable extent. 

But despite the poor reports of business for the first part 
of the year. all of the retailers were very optimistic for 
Easter and late Spring business. One man said the Texas 
sunshine would bring the customers, while another said he 
would be satisfied to meet last year’s record. 

All of the retailers said that shoe prices will take a dip 
in the Fall—that shoes selling for $10 or more will drop 
at least a dollar per pair. 


Sales Slightly Off in Hartford 


In a survey conducted during the last week in March, 
retailers reported that Spring shoe business was opening 
up, and they believed that if the weather gave them a break, 
customers would be buying shoes. 

Asked how business the first part of this year compared 
with the similar period of last year, they replied, in most 
cases, that business was slightly off. But some said that 
business was a bit better, with January and February 
slightly ahead, and March slightly behind of last year. 

Inventories of more than 30 shoe retailers in the city 
were in good shape, partly as a result of successful clear- 
ance sales earlier in the year, and partly because of care- 
ful planning of inventory stock. 

Some retailers mentioned price resistance, stating that 
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In every field, there is one product which stands 
head and shoulders above the rest. In the field of 
modern shoe fitters, it is PRIMEX by a wide 
margin. 

PRIMEX is designed (1) to speed the buying 
decision (2) to get new, permanent customers (3) 
to modernize and beautify your store. Its many 
mechanical improvements are unequalled for 
building sales and customer goodwill. Conceived 
out of rare hardwoods, plastics and gleaming 
metal, PRIMEX< is available in a variety of har- 
monizing woods and styles. 

Note these PRIMEX Plus Values: 
%& new X-ray unit %* new low step 
% new 3-Ray penetration 
% new wide platform 4% new compact size 
% 2 year guarantee 


Before you buy, see PRIMEX first and com- 
pare. Accept no substitute if you want maxi- 
mum value for your money. For full details 
write to PRIMEX EQUIPMENT CO., Dept. 
BS-4, 135 So. La Salle St., Chicago 3, Il. 


“PRIMEX si¥"2e. 
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Style HANS 

A handsome Wing-tip 
Style -made from Ar- 
mour's Cossack Kips. 
Heavy Oak Bend Out- 
sole. Steel Arch Sup- 
port. Half-rubber Heels. 
Hand Rubbed Bootmak- 
er Finish. 

Widths Sizes Widths Sizes 


MB 2 
A._...7-12 _ ae 
=. ee ee 

e..._ $-12 


Your cost 


$6.00 


ASK FOR OUR LATEST 
IN STOCK FOLDERS 


Available at extra cost: 
A...13, 14 
B 13, 14 ee 





C _.....13, 14 








California 
Los Angeles, Chesney Shoe Co. 
Sacramento, Van Voorhies-Phinney 
Co. 
Colorado 
Denver, Kemp Shoe Co. 


Florida 

Jacksonville, J. H. Churchwell Co. 
Georgia 

Atlanta, Gramling & Collinsworth 

‘ Illinois 

Chicago, Keehn Bros. 

Peoriz, John Moser & Son 
Indiana 

—s E. P. Bayless Shoe 

°. 


lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 
Louisiana 
Shreveport, Lee Dry Goods Co. 
Maine 
Bangor, W. S. Emerson Co., Ine. 
Massachusetts 
Springfield, M. T. Shaw Shoe Co. 
of N. E., Inc. 
Michigen 
Detroit, American Shoe Co. 
Grand Rapids, Hoekstra Shoe Co. 
inaw, Michigan Shoe Co. 
Minnesota 
Duluth, Kremen-Duluth Co. 
Minneapolis, Dodson-Fisher Co. 


2 Pat ie 


1) Loom or.) [- 


M. T. SHAW, 


Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 
New York 
Buffalo, Reliable Wholesalers, Inc. 
New York City, Powell & Campbell 


Ohio 
Cincinnati, Robert Graefe Leather 


°. 
Cleveland, Bibow & Srail Shoe Co. 
Toledo, Ainsworth Shoe Co. 
Pennsylvania 
Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co. 
Tennessee 
Bristol, King Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 
— Wm. R. Moore Dry Goods 
°. 


Utah 
Salt Lake City, Zion's Co-Operative 
Merc. Inst. 

Washington 
Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 

West Virginia 
Huntington, Jeff Newberry Co. 

Wisconsin 

Eau Claire, Schwahn-Seyberth 
Milwaukee, Gaenslen Bros. Leather 


Co. 
Oshkosh, H. C. Roenitz Co. 


+ 


& 


water, Mich. | 








price had caused loss of sales now and then. Several of 
them expressed concern over increasing unemployment in 
the Hartford area and its effects on sales. But, by and 
large, it was felt that shoppers were buying more intelli- 
gently and carefully and looking for good values. 

One shoe buyer said, “There is a definite price resistance. 
I have come to the conclusion that branded shoes which 
sold at $8.95 before the war, and jumped to their present 
$12.95 and $14.95 prices are meeting resistance, and many 
of our customers refuse to pay these prices. They remem- 
ber the brand price before the war, and if you show them 
the same brand today with the new and higher price, they 
refuse to pay, unless the brand is unknown to them. But 
brands are definitely important in the shoe picture. No 
sales are wrapped up. Customers are still talking price 
regardless of the price of the shoes.” 

Another retailer thinks Easter volume will provide an 
index for the Spring season. “If it’s good, then the rest 
of the six months will be good, and will probably be better 
than last year. If Easter is unsuccessful, then expect a 
recession for the rest of the season.” 

Much importance was attached to weather conditions. 
Excellent Spring weather two weeks ago made retailers 
feel optimistic about prospects for the Easter season. “If 
we have some more good days,” one man said, “people will 
buy.” And another pointed out, “A bad break in the 
weather one day, and the rest of the week is tough.” 

A late Easter, good inventories and the prospect of good 
weather ahead have given the Hartford merchants hope for 
good business. 


Cold March Slows Atlanta Sales 


THE majority of Atlanta retail shoe dealers are predict- 
ing a “leveling off” of sales that will tend to put volume 
for this year somewhat behind that of 1948. 

Several dealers, however, said they were surprised to 
find business for the first two and one-half months slightly 
ahead of the same period last year. But they say a better 
selling job is necessary than formerly. Some believe 
public demand will bring prices down later in the year, 
while one leading concern reports it already has reduced 
prices from $1 to $2 per pair. 

Easter business was reported slow in getting started. 
Merchants attributed this to the fact Easter comes later 
this year than last year, also to a mid-March cold snap. 
Although the cold snap delayed Spring business, most 
Atlanta dealers expressed satisfaction with sales for 
January and February. The majority of them had slightly 
better sales than they had expectéd. In stores where sales 
were lower than for the same period last year, officials 
said they were only “slightly off.” 

They expect a good Easter business in all types of sea- 
sonable footwear once it does open up. But they doubt 
whether the overall shoe volume of last year will hold up 
through 1949, 


Even or Better in New Orleans 


A majority of New Orleans shoe retailers interviewed on 
trade conditions for the first quarter reported business 
about the same as last year. A few were able to make a 
better showing. In view of existing conditions most of the 
merchants were reasonably satisfied with results indicated 
for the first quarter and looked for improvement as the 
season advances. In fact business appeared to be on the 
upgrade early in March by which time Spring is well ad- 
vanced in the South. Inventories were reported fair to good 
in many stores, somewhat too heavy in others. 
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Fall Is New Shoe Time 
For Boys and Girls 


[CONTINUED FROM PAGE 102] 


buckles, borrowed from the women’s 
lines, are carrying over from last sea- 
son. All sorts of variations of strap 
ideas—cross-straps, T-straps, single and 
double ankle straps—are to be seen in 
juvenile lines. And the crepe sole, 
which since its return after a wartime 
lapse has been chalking up plenty of 
sales, is expected to continue actively 
through the Fall season. 

In the very small child’s category are 
numerous style touches which make 
these shoes more appealing than they 
have ever been. Even in these tiny 
shoes, strap ideas, colorful leathers, and 
interesting stitched and punched details 
are apparent. 

A development which is gaining im- 
petus throughout the juvenile section of 
the industry is the increasing attention 
which is being paid to the young girl 
with feet larger than the average. More 
and more manufacturers are extending 
their runs of misses’ lasts up into the 
larger sizes—some as far as size 7; 
others only up to size 5. These lasts 
retain the shaping of the misses’ last 
in the bigger sizes, in order to provide 
good fit for the youngster whose foot, 
although large, is still undeveloped. 

Boys’ shoes take their cue from the 
men’s lines, and the bold look is to be 
seen in offerings by almost every manu- 
facturer. Even shoes for little boys 
—in the 12% to 3 size run—are avail- 
able in grown-up styles incorporating 
such treatments as storm welts, double 
soles, use of aniline leathers, lug soles 
and brass eyelets. 





Teens’ Fall Shoes 
Strike a Fashion Note 


[CONTINUED FROM PAGE 104] 


her footwear. The teen-age girl wants 
shoes which are comfortable; she also 
insists on footwear which is pretty and 
flattering. Thus trim lines, good 
styling, flattering materials are to 
be found in shoes for this age group. 
all on low heels which provide the com- 
fort features she demands. 

Buckle and strap treatments, kiltie 
tongues and ghillie lacings, crepe soles, 
soft gatherings are all present in the 
new Fall teen lines. 


¢ 





Washington Newsreel 


[CONTINUED FROM PAGE 80] 


However, prospects are deemed good 
“for those who learn the trade. The de- 
mand for shoe repairs is fairly steady 
and goes very much the same year after 
year. Few shoe repair businesses fail, 
even in periods of depression.” 

The department also reports that 
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IMPORTANT. 
OUNCEMENT 


FOR THE FIRST TIME 
Two Top- 





Quality Ladies’ Moccasins 


Available Immediately from Stock 


Here's good news for buyers and dealers — the famous 
| Made-in-Maine Sebago-Mocs are now available from our 
"In-stock'' Department in these two handsome ladies’ 


models. 


Look at the beautiful styling — compare the quality 


features with a 


ny other moccasins — then order a supply 


| today and watch ‘em sell. 








STYLE No. 652 $3.60 


© Long wearing Neolite soles 
©  Skillfully machine sewn 

© Quality construction 

Hand burnished Brown 

or Antique Red 


@® Unique — Patented 
© Genuine hand sewn 
STYLE No. 500 © Welt contruction 
$4.85 © No innersole 
© Amazingly flexible 
© Extra fine leather sole 


Hand burnished Brown 





SIZES 
: a ‘ ; 52 
P... nc hk oe ella hg Add 25c service charge on orders 
A te 3-10 Medium 3-10 for 3 pairs or less. 














Sa:) even elena) 


"WESTBROOK 





wages have risen to a point where 
skilled workmen in city shops now re- 
ceive from $55 to $80 a week and semi- 
skilled finishers from $35 to $45, as 
compared with prewar wages of $25 to 
$35 a week for skilled workers. 





When She’s Shopping 
For Country Shoes 
[CONTINUED FROM PAGE 93] 


theme of flexibility, softness and com- 
fort, plus styling that includes a great 
many different patterns and treatments 


MAINE 


MARBR 


elers 


and interesting combinations of leather 
surfaces and colors. 

The important thing for you to bear 
in mind, both in buying and promoting 
shoes of this kind, is the fact that there 
are so many more types within this gen- 
eral category and that each new season 
sees still more added. Again, it is a 
question of selecting styles with your 
kinds of customers in mind so that you 
will not be overloaded with too many 
styles and under-stocked on sizes. An 
important aspect of this kind of shoe is 
the fact that women of all ages have 
discovered their style and comfort ad- 
vantages. 
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the ADRIAN 


was born 


Adrian originated, pio- 

neered and developed X-ray shoe 
fitting equipment. Thirty years ago he 
gave this great merchandise aid to the 
shoe retailers of America. Today, 

as always, machines designed by Adrian 
are the finest in X-ray shoe fitting 
equipment. Adrian will always be the 
leader since there is no substitute 

for experience! 


When you buy an 
Adrian you can be 
sure you're buying 
the best — so drop 
us a line and we'll 
be happy to send 


you our catalog. 


m.B. “ADRIAN* #0 


cOMPA 


MILWAUKEE 7. WIS 2507 S$. HOWELL AVE 
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The Customer Speaks 


[CONTINUED FROM PAGE 202] 


Sales Circulars. Many customers get the impression that 
a large number of merchants advertises only “inferior” 
stock when they issue sales circulars. This is evidently due 
to the fact that price is stressed so much in some circular 
advertising, and it is also true that much poor stock is sold 
in special sales. Several customers advised a merchant 
recently that they would buy more if he advertised his 
quality goods at the lowest possible price in such circulars. 
This is something worth thinking about. 

Follow-up. Every merchant has had the experience of 
having to tell a customer that he was temporarily out of 
stock on an asked-for-item, and customers feel that the mer- 
chants in such cases should take the names and addresses 
of customers. and later telephone them when he has such 
items in stock again. This is sound advice, for it gives the 
businessman a chance to contact the customer again, and 
perhaps to make a profitable sale. 


Living In Glass Houses. A number of customers say that 
merchants who are constantly complaining because local 
people buy elsewhere. go elsewhere themselves to buy auto- 
mobiles, furniture. clothes. etc., when such items could be 
purchased locally. If the merchant expects customers to 
buy locally, he must set the example. 


Misrepresentation. “Too many clerks tell us things are 
good when they are not,” say many disgruntled customers. 
“If an article sold at a price will not last as long as a higher 
priced quality article. we want to be told so; we do not 
like to be told that the cheaper article will do as well as a 
quality one. buy it, and then find out otherwise.” Such a 
comp’aint means that a merchant must be careful about 
waxing enthusiastic about low-priced merchandise. and giv- 
ing the customer the wrong impression. Such a dissatisfied 
customer can cause a merchant to lose much more than the 
profit he makes on one such sale of inferior merchandise. 


Price Competition. Most customers realize they must pay 
more for merchandise bought in small towns than in large 
cities, due to volume buying. but they say some small town 
merchants do not watch city prices carefully enough, and 
leave too much of a spread between these prices and their 
own. Local customers are willing to pay a slightly higher 
price, so they do not have to spend the time and gasoline 
to drive to another city to buy, but they will not pay exorbi- 
tant local prices. Therefore, it would seem to be a good 
idea for merchants to watch advertisements of nearby city 
merchants for prices, before determining their own prices. 


Gift Wrapping. Customers as a rule demand that each 
store or each locality have a wrapping service for gift mer- 
chandise, and they say that such a service would promote 
local buying at certain seasons. One city solved this prob- 
lem by having a community gift wrapping service paid for 
out of a merchant's pool. 


Clean Stores. Many customers sitet that some local 
stores are not clean enough. have poor lighting, and that 
display is poor. Some say that when they ask for a certain 
item, the merchant himself has difficulty in finding the 
product. his stocks are so disordered. There is room for 


improvement in many stores, it is true. and many mer- . 


chants are making sincere efforts to please customers. 


Delivery. To the arguments that some merchants advance 
about free delivery increasing prices, many customers say 
five or six merchants should arrange for a co-operative de- 
livery service to cut costs. Customers value their time; a 
certain number of them want free delivery sometimes, but 
many feel that they have to pay too much for such service. 
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Merchant Celebrates Anniversa 
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Left to right: George Ostrov, advertising and promotional manager; L. O. Staiger, 
supervisor, Newark, Ohio; Colonel Louis Ostrov, president; John E. O'Neill, super- 
visor, Springfield, Ohio; J. L. Smith, Lima, Ohio; and Irving E. Miller, vice-president. 


Akron, O.—Louis Ostrov, president 
of the Louis Ostrov Shoe Company, 
celebrated forty successful years in the 
shoe business with a banquet and cele- 
bration at the Rosemont Country Club 
recently. 

Mr. Ostrov opened his first shoe store 
in Newark, Ohio, in 1909. From that 
time on, he has developed a chain of 28 
stores , and departments operating 
throughout Ohio, Michigan, Indiana, 
and Kentucky. 


In July 1948, the company moved 
into a new and modern building at 235- 
237 E. Mill Street with larger ware- 
house and offices. 

All the managers of the 28 branches 
were present for their annual meeting 
and the celebration of this fortieth an- 
niversary. 

Four men, George Ostrov, L. O. 
Staiger, John E. O’Neill and J. L. 
Smith, received gifts for at least 25 
years of service with the company. 





Mutilated Feet Used as 
Theme of Retail Ads 


NEW ORLEANS, La.—“This couldn’t 
happen here” is the headline carried by 
a recent advertisement of Pokorny’s 
which, after reproducing a news item 
from Southern Rhodesia describing how 
a native achieved an almost perfect fit 
by hacking off the small toes of his feet 
and paring their sides with a sharp 
knife, assured the store’s customers, in 
a masterpiece of understatement, that 
“Pokorny takes a considerably more 
scientific approach to the fitting of 
shoes.” 

“In fact,” the advertisement confides, 
“Pokorny’s salesmen are thoroughly 
trained experts in the art of fitting you 
properly ... fitting you so comfortably 
that you can really enjoy wearing 
smart-looking, fine quality Pokorny 
shoes at modest down-to-earth prices.” 





Promotions Announced by 
West Coast Store 


SEATTLE, WASH.—The Nordstrom es- 
tablishment recently announced several 
management changes. 
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With the death of Tilson Mead of the 
University store, Stanley Linder, former 
main store budget floor buyer, was ap- 
pointed manager of the University store. 
Stanley Breedon, assistant manager to 
Fred Rady at Rhodes shoe department, 
assumed the duties of manager of the 
budget floor. Robert Goodson was made 
manager of the children’s department 
at Rhodes. Charlie Wilson, who was 
associated with the downstairs shoe 
store at Rhodes, was transferred to the 
budget fioor. 





Specializes in Corrective 
Shoes for Children 


KENDALLVILLE, IND.—The Villa Shoe, 
Ine., with capitalization of $10,000, is 
the name of a new firm which recently 
opened for business here at 123 South 
Main St. The incorporators are D. A. 
McElwain, South Bend, president; Nor- 
mann Brennecke, Woodburn, secretary; 
Dr. Burton Keenan, treasurer; and 
Theodore Morgan, South Bend, man- 
ager. The firm carries a complete sho¢ 
stock, specializing in children’s correc- 
tive shoes. 





For Dance Footwear 


DEPEND ON 
AN OLD ESTABLISHED 
BALLET MAKER 


SOFT TOE BALLET 


| Fully lined, short soles, 
| pleated toes. Hand 
made ... A to D 
width. Full and half 
sizes, 8 small to 9 
large. White or Black. 


$2.15 


PATENT LEATHER 
TAP SHOES 


Genuine black patent 
leather with wood heel. 
A and C width. Sizes, 
12 to 9. Net, in case 
lots of 36 pairs. 


$2.75 
NATURE SANDALS 


Mellow chrome split, 
heavy soles. In Black wif 
or Fawn. Full and half LS aaa 
sizes. 9 small to % large. 


75¢ ‘ 
Leck te Leo for Nationally 


Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. 


32 W. Randolph Chicago 1, Ill. 

















Peach and Grey Walls 
In Redecorated Salon 


ATLANTA, GA—J. P. Allen’s new shoe 
salon, completely redecorated in the 
Louis XV manner, has drawn praise 
from thousands of patrons since its open- 
ing in Atlanta. 

This artistic salon, located on the 
street floor, has walls covered with peach 
and grey satin damask paper with alter- 
nating shadow stripes. Natural beech 
chairs and sofas are upholstered in shell 
brocade, featuring tones of grey-on-clay 
and clay-on-grey.. The furnishings are 
arranged in conversational groups in- 
stead of in auditorium style. 

Decorating the walls are small crystal 
chandeliers and period lamps of silver 
and clay. A period painting on loan 
from Dr. Joseph Klein, Atlanta art col- 
lector, hangs above a Louis XV sofa. 


Peach-colored classic columns are on 
each side of the two main entrances. 
Recessed overhead light fixtures shine 
down on a soft French green carpet, as 
fresh looking as a closely clipped lawn. 


The salon staff includes W. E. Need- 
ham, manager; W. T. Gentry, assistant 
manager; Mrs. Sarah Cooper, Homer 
Hill, C. S. Stanford, W. B. Holyfield, R. 
W. Belk, A. C. Cobb, G. P. Webster and 
Bland Terry, Jr. 
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God 


bless you, 
mister 

... thousands of Cancer patients are grateful to you ! 
Cancer’s annual toll of 200,000 lives is grim proof of the need 
for your continued generosity. The money you contribute 
to the American Cancer Society helps pay for the ° 
development of methods of treatment which are now saving 
about one-quarter of the people who are stricken with 
Cancer . .. people who might otherwise have died. Your money 
supports the work of more than a thousand specialists who 


are fighting to find the cause and cure of Cancer. 
And it finances a vast education program that trains 


professional groups, tells the public how to recognize 
Cancer and what to do about it. 





Your life—the life of everyone you know— 









is at stake. Your investment can mean 
health and happiness to millions. 
Thank you ...and God Bless You, Mister. 







just mail it to 


Just write “CANCER” on the envelope 
containing your contribution. It will be delivered 
to the American Cancer Society office in your state. 
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State of the Shoe Trade 


[CONTINUED FROM PAGE 216] 


Prospects Bright in Florida; 
Price Cuts on Top Grades 


Shoe sales throughout southern Florida have been off 
somewhat during the past month, due doubtless to the late- 
ness of Easter. Sales were from 10 to 15 per cent below 
early Spring of last year. However, it is expected that this 
decline will be made up from two sources. First, there 
will be a heavy local volume for Easter, and, second, 
Winter visitors are now leaving this area for northern homes 
and that always is reflected in shoe sales as everyone is 
looking for the latest in Summer styles to take back. 

The outlook is considered good. There has been a ready 
market everywhere for shoes in the $10 to $16 bracket. A 
heavy price resistance has had to be met in the more ex- 
pensive lines. This is quite evident from the fact that 
shops along the “Gold Coast” as far north as Palm Beach 
are advertising drastic reductions in shoes which were 
priced at from $25 to $75. Half off is being freely offered. 
The retail business has been somewhat sluggish in the more 
exclusive lines of exotic type shoes. 

In the popular price chain stores where there is little 
price resistance to be met, volume has been excellent. In 
almost every instance the report is a higher volume in unit 
sales than during the first three months of last year. This 
may be due to the rainbow color chart which is once again 
available in this line of merchandise. 

With but few exceptions shoe buyers here are optimistic 
ever the immediate outlook. 





Patch of Jungle in the City 





New York.—Giuseppe Arcuri is a New York cobbler 
with a yen for nature. Although he has barely enough 
room for shoe repairs in his 10 x 10 foot shop, he makes 
space for the fruit trees he grows in his spare time. 
Tucked away on the side of a tenement, the shop looks 
like a patch of jungle when seen from the sidewalk. In it 
orange trees, a fig tree, a grapefruit tree and others 
grow in pots and tubs on the floor. 
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WCCUSIRNS 
ARE 
MONEY 
MAKERS! 


G.. a jump on extra summer sales now by telling 


campers about these exclusive BASS features: 







@ RUGGED, WATERPROOF LEATHER 
@ HANDSEWN TRUE-MOCCASIN CONSTRUCTION 
@ REAL COMFORT ON THE TRAILS 


Feature these popular BASS Camp Moccasins now 
...in your windows, in your advertising, on your 
counters. And remember...BASS Weejuns, 
Sportocasins, Quail Hunters, Foresters, and Ski 
Boots are customer-catchers, too. 


For the first time since 
1940, we are able to 
invite dealer inquiries. 
May we send you fur- 
ther informatwn? 






OUTOOOR FOOTWEAR | 
G. H. BASS & CO. | 


Dept. 854, Wilton, Maine 











NEW YORK SALES OFFICE + 658 MARBRIDGE BUILDING 
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While one of these mosquitoes is just the 
ordinary summer nuisance, the other is the 
man-killing Anopheles . . . dreaded carrier of 
malaria. But only an expert would quickly know 
the difference! 


Matching leather soles also calls for expert 
ability to tell “which is which.” At England 
Walton, trained craftsmen instantly spot 
ever-so-slight differences in fibre structures 






7 . . . and FIBRE-SORT soles accurately, for 
, paired fiexibility and longer, more even wear. 
\ a | Here’s extra value in shoes that means { 
pleased purchasers, steady repeat sales, big- : 


ger profits. Get this plus feature ... for your 
4] customers and yourself . . . with England 
| = Walton FIBRE-SORTED SOLES. 








“24812 942 UO SI OUNbsOW sSaagdoup ryt, 


| 


rho Which 
is Which? 


If You Can Tell Jnstantly, 


Me | q 


You're an Expert! 








es a ee 
eC RIN 


Three greatly magnified cross-sections of sole leather. A and B 
are similar in fibre structure; C is noticeably different. England 
Walton experts will pair A and B, and find a matching fibre- 
structure for C. 





England Walton 
FIBRE-SORTED SOLES 


Cut soles and sole leather . Pure oak bark tanned 
England Walton Division 


A. C. LAWRENCE LEATHER COMPANY 


Bost e Camd e Peabody + NewYork + St.lovis + Columbus «+ Milwaukee 
Los Angeles e San Francisco . Ashland, Ky. ° Newport, Tenn. . Hazelwood, N. C. 
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._ Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Better Buying of Side Leather Reported 





Tanners Said to Have Bought Hides at Lower Figures— 
Sole Leather Prices Revised Downward 


CuIcaGco—The bright spot in the 
leather picture at the moment is side 
upper leather, with some substantial 
orders written. It is understood that 
some tanners stepped into the market 
and bought hides during the recent de- 
cline in prices. This seems to have en- 
abled them to do business with shoe 
manufacturers at fairly attractive 
prices. However, the hide market is 
showing signs of recovery, and there is 
no telling to what extent rawstock will 
rise. In the meantime, the leather busi- 
ness is better, with prices receding 
somewhat on some of the selections 
that previously had not conformed to 
the rest of the market. 

Side leather sales covered a wide 
range, and included both the new show- 
ings and the standard lines. In the 
main, the side leather market had a 
better undertone, and tanners were 
hopeful that this might continue after 
Easter. Generally speaking, prices 
were down a cent or two, but were 
quite uniform throughout the trade and 
gave evidence of holding firm for the 
time being. 


Tanners More Optimistic 


There is more caution in the sole 
leather branch of the industry, but 
whole leather bend prices have been 
revised downward, which makes them 
more attractive to buyers. The trade 
is eagerly awaiting any sign of shoe 
cutting on a larger scale. Sole leather 
tanners are keeping close tabs on the 
rawstock market, an important factor 
in the future prices of soles. 

Just as prices have been adjusted in 
sole leathers, so have sole leather offal 
quotations undergone some paring. 
There has been an increase in the num- 
ber of inquiries for offal, which tan- 
ners believe is a good omen. With list 
prices more in line with shoe manufac- 
turers’ ideas, it is possible that more 
business will materialize. Tanners feel 
that, at today’s prices of leather, they 
have a better chance to compete with 
alternative soling materials. 

While a slight scaling down has been 
evident in calf leathers, it has not been 
sufficient to attract volume business. 
As a matter of fact, tanners would wel- 
come any opportunity to bring calf 
leather prices more in line with the rest 
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of the market. There has been very 
little on the part of rawstock to war- 
rant lower calf leather quotations but 
if the increased kill, which ordinarily 
takes place at this season, materializes, 
it may be reflected in lower prices for 
both calf skins and calf leathers. Buy- 
ers show an unwillingness to do trading 
at current levels, and are buying princi- 
pally for replacement. They order 
sparingly in most instances. Downward 
readjustments are taking place from 
time to time as tanners feel they are 
able to make concessions, but this has 
often been difficult in the face of a firm 
rawstock market. 


Black Suede Kid Active 


This is somewhat of an off-season for 
kid leathers, but it is reported that there 
is considerable activity in black suede, 
with some business being done in white 
glazed. Sampling of Fall lines con- 
tinues, and it is likely that shoe manu- 
facturers will begin placing orders in 
greater numbers following the buying 
for Spring and Summer. 

Prompt shipment is still the rule as 
far as sheep leather commitments are 
concerned. This is true of practically 
everything that is ordered. There are 
some sales of lining sheepskins, both 
vegetable and chrome-tanned, but buy- 
ers are holding orders down to actual 
needs. Normally, sales are slower at 
this season in certain types of sheep- 
skin leathers, but tanners are inclined 
to feel that shoe manufacturing may 
show improvement and cause leather 
sales to increase. 





Innes Opens New Store 


PASADENA, CALIF.—A new store was 
opened at 456 East Colorado Street, 
Pasadena, on April 1 by the Innes Shoe 
Company. 

A novel outdoor garden effect has 
been achieved by Architect Burton A. 
Schutt, by the use of scored wood in 
the walls and by effective planting. The 
new store carries hosiery, bags and ac- 
cessories in addition to a complete line 
of shoes. 

Innes Shoe Company is not a new bus- 
iness in Pasadena. It has occupied a 
location next door to the new store for 
27 years. 


New Officers Elected by 
St. Louis Manufacturers 


St. Lours—Members of the St. Louis 
Shoe Manufacturers Association re- 
cently elected A. J. Brauer, Jr., presi- 
dent for the coming year. Mr. Brauer 
is president of the Brauer Brothers 
Shoe Company. 

Also elected to office were Frank 
Freund, general manager of Roberts, 
Johnson & Rand Shoe Company, chosen 
first vice-president; and Sam Wolff, 
president of Wolff-Tober Shoe Mfg. 
Company, chosen second vice-president. 
A. V. Wheeler, general manager of 
Pennant Shoe Company, was re-elected 
treasurer. A. H. Gale is secretary of 
the association. 

Two new members were added to the 
association’s board of directors. They 
are Nicholas Ettelbrick, president of 
Step Master Shoes, Inc.; and F. J. 
Cornwell, manager of the Brown Fran- 
chise Stores Division, Brown Shoe Com- 
pany, retiring president of the associa- 
tion. Other board members continuing 
in office are Henry H. Rand, vice-presi- 
dent of International Shoe Co.; Julian 
G. Samuels, Sr., secretary-treasurer of 
Samuels Shoe Co.; and James S. Legg, 
secretary of Moulton-Bartley, Inc. 

M. A. Steis, president of Spalsbury- 
Steis Shoe Company; and A.C. Fleener, 
vice-president of Brown Shoe Company, 
retired from the board. 





Reopening Stores Closed 
During War 


MARION, IND.—Before the war the 
Lasky Shoe Store Company was oper- 
ating four stores. However, during the 
war period three of these stores were 
closed, leaving only the original store 
here. Harry Lasky, owner of the firm, 
announces that plans are being made 
to reopen these stores. One has already 
been opened in Peru, Ind., at 74 South 
Broadway, with Sidney Jacobs as man- 
ager. 





Course in Retailing Begun 


CLAREMONT, N. H.—Local shoe deal- 
ers and other merchants have been in- 
vited to send their sales personnel to 
an adult sales training class which has 
been started at the Stevens High School 
by the distributive education depart- 
ment in cooperation with the school 
board and the store owners. The train- 
ing will be given daily, Monday through 
Thursday, under the supervision of Miss 
Regina Thornton, teacher-coordinator. 
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Contrasting Colors 


Make for Harmony 





Aquamarine blends with shrimp pink in Mayer Israel's women's shoe departmest 


in New Orleans. Another feature is a 


NEw ORLEANS, LA.— The recently 
opened women’s shoe department in 
Mayer Israel’s family apparel store here 
has been given an interesting color 
treatment—aquamarine paper on the 
left wall; rear and right walls in shrimp 
pink. 

Chairs with aquamarine upholstery 
are placed against pink walls, and 


shadow box in which evergreens grow. 


chairs upholstered in pink contrast with 
aquamarine walls. 

A unique feature is a shadow box 
so constructed that evergreen plants 
may be grown in its base. 

The first week’s sales, reports Mana- 
ger Lewis Moss, showed a gain of 27 
per cent over the same week the year 
before. 





Plans Completed for 
Cincinnati Show 


CoLuMBus, O.—A special meeting of 
the board of directors of the Ohio Shoe 
Travelers Club was held at the club 
offices in Columbus recently and plans 
were completed for the annual Cincin- 
nati Shoe Show to be held at the Hotels 
Gibson and Netherland Plaza on May 
15, 16, 17. 

It was announced by M. C. Swan, 
show chairman, that early applications 
for space at this show were the larges: 
ever received. Mr. Swan also an- 
nounced that he and Bob Newcomb, 
club president, had met with hotel offi- 
cials and the hotels had arranged to 
make additional exhibit space available 
for late reservations. It is now possible, 
therefore, to take care of late comers. 

It was further decided to hold the 
annual banquet and dance on Tuesday 
night instead of Monday night as pre- 
viously announced and the Hotel Gib- 
son has agreed to charge only sleeping 
room rates for Tuesday night, May 17, 
for those who wish to stay over. This 
will also give buyers additional time to 
inspect the larger number of lines that 
will be on display. 

Mr. Swan further announced that 
through the cooperation of John Lud- 
wig, Cincinnati retailer, the committee 
has secured the Clovernook Country 
Club for the annual luncheon and golf 
tournament, to be held Wednesday, May 
18. This is one of Cincinnati’s finest 
courses and it is expected a good crowd 
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will be on hand to compete for the Boot 
AND SHOE RECORDER trophy. This golf 
tournament is a handicap affair, open to 
anyone and everyone in the shoe busi- 
ness. 

The committee in charge of this 
year’s tournament is sure that the list 
of entrants will be larger than ever 
before, judging from entries already 
received. 





Strauss Made Manager of 
Macy Shoe Department 


New YorK—Franklin Strauss has 
been made manager of the Little Shop 
Shoes department for Macy’s, New 
York. Mr. Strauss, who retains his cur- 
rent responsibility as manager of the 
Naturalizers and Better Shoes depart- 
ment, succeeds Miss Martha Bloom 
whose resignation was announced re- 
cently. 

Mr. Strauss came to Macy’s in Decem- 
ber, 1944, as senior assistant manager 
of the Budget Shoes department. In 
September, 1947, he was appointed asso- 
ciate manager of Budget Shoes, and, in 
October, 1948, he was promoted to the 
post of manager of the Naturalizers and 
Better Shoes department. Prior to join- 
ing the Macy organization, Mr. Strauss 
was associated with Steinbach-Kresge 
in Asbury Park, N. J. He served for 
three years with the United States 
Army Corps of Engineers and was re- 
leased to inactive duty with the rank of 
1st Lieutenant. Mr. Strauss attended 
the University of Alabama. 





Dates to Remember 


Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Buffalo, N. Y. 
April 24, 25, 1949 
Fall Style Show, St. Louis Shoe Manu- 
facturers' Association, StaHer, Lennox 
DeSoto and Mark Twain Hotels, St. 
Louis April 27, 28, 29, 30, !949 
Shoe Show, Northwestern National Shoe 
Travelers’ Association, Hotel St. Paul, 
St. Paul, Minnesota. 
April 30, May |, 2, 3, 1949 
Michigan Monthly Shoe Show, Michigan 
Shoe Travelers’ Club, Hotel Statler, 
Detroit, Mich. May |}, 2, 3, 1949 
Advance Fall Showing, Southeastern 
Shoe Travelers’, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. May |, 2, 3, 4, 1949 
Fall Shoe Show, Central States Shoe 
Travelers, Hotel Muehlebach and Phil- 
lips Hotel, Kansas City, Mo. 
May I, 2, 3, 1949 
Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May I, 2, 3, 1949 
Advance Fall Opening, Guild of Better 
Shoe Manufacturers, New York. 
Week of May 2, 1949 
Fall Shoe Show, Pennsylvania Shoe Trav- 
elers' Association, William Penn Hotel, 
Pittsburgh, Pa. May 7, 8,9, 10, II, 1949 
Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker and 
Southland Hotels, Dallas, Tex. 
May 8 9, 10, 11, 
Fall Shoe Show, lowa Shoe Travelers As- 
sociation, Fort Des Moines Hotel, Des 
Moines, la. May 8, 9, 10, 1949 
Grand Rapids Shoe Fair, Michigan Shoe 
Travelers’ Club, Pantlind Hotel, Grand 
Rapids, Mich. May I!, 12, 13, 1949 
Mid-Atantic Shoe Show, Middle Atlan- 
tic Shoe Retailers Association and 
Middle Atlantic Shoe Travelers As- 
sociation, The Benjamin Franklin, Phil- 
adelphia. May 14, 15, 16, 17, 18, 1949 
Shoe Show, West Coast Shoe Travelers 
Associates, Hotels Plaza, St. Francis 
and Sir Francis Drake, San Francisco. 
May 15, 16, 17, 18, 1949 
Annual Cincinnati Shoe Show, Ohio Shoe 
Travelers Club, Hotels Gibson and 
Netherland Plaza, Cincinnati, O. 
May 15, 16, 17, 1949 
Fall Shoe Show, Shoe Travelers’ Asso- 
ciation of Chicago, Hotel Morrison, 
Chicago. May 15, 16, 17, 18, 1949 
Fall Shoe Show, Midwestern National 
Shoe Travelers Association, Paxton 
Hotel, Omaha, Nebr. 
May 21, 22, 23, 24, 1949 
Foot Health Week May 21-28, 1949 
Shoe Show, Pacific Northwest Shoe Trav- 
elers, Portland and Bonson Hotels, 
Portland, Ore. May 21, 22, 23, 24, 1949 
Popular Price Shoe Show, National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Associa- 
tion, Hotels New Yorker and McAipin. 
May 23, 24, 25, 26, 1949 
Fall Shoe Show, Indiana Shoe Travelers’ 
Association, Hotel Severin, Indianap- 
olis, Ind. June 5, 6, 7, 1949 
Shoe Show, Boston Shoe Travelers Asso- 
ciation, Parker House Boston. 
June 6, 7, 8, 9, 10, 1949 
Baltimore Shoe Club Show, Lord Balfti- 
more Hotel, Baltimore, Md. 
July 24, 25, 26, 27, 1949 


1949 





Boot and Shoe Recorder 














DATES TO. REMEMBER 


MAY 
15-16-17-18 
Sunday to 
Wednesday 


CHICAGO SHOE TRAVELERS 
INVITE YOU TO ATTEND 
THE 


Fall 
Shoe 
GS, OW 


MORRISON HOTEL 
CHICAGO 





April 15, 1949 


| 


Urges Educating 


Retail Salesmen 


NEw YorkK—“The retail shoe sales- 
man’s responsibility is, in a sense, the 
greatest of any man in the shoe busi- 
ness. When the shoes are made and 
passed on to the salesman, he has the 
shoe industry’s welfare in his hands,” 
L. E. Langston, executive vice-presi- 
dent of the National Shoe Retailers As- 
sociation told the members of the New 
York Association of Younger Shoemen 
at their dinner meeting held recently 
at the Hotel New Yorker. Mr. Langs- 
ton also said that if the Younger Shoe- 
men will cooperate with the National 
Shoe Institute in disseminating infor- 
mation to the salesmen and retailers, 
it will help to insure a better job of 
selling at the retail level. 

One of the important points made by 


| Mr. Langston was the education of the 





retail shoe salesman on fashions and 
how to tie up shoes with them. To 
this end, he explained, his association 
has prepared a fashion guide book for 
retailers titled Fashion and Foot- 
wear, which contains sample fabrics 
and leathers used in various wardrobes 
from head to toe. Mr. Langston said: 
“The salesman should have a talking 
knowledge of fashions and fashion 
trends. He should make the most of a 
proper chance to use a medium that 
will help him sell shoes, such as this 
fashion book. This is the only book 
of its kind, and the demand has already 
exceeded the supply.” 

Other important recommendations 
made by Mr. Langston were that there 
should be more cooperation between 
manufacturers and retailers, that sales- 
men.should stress shoes for the proper 
occasion, that better information on the 
shoes should be given to manufacturers’ 
salesmen who sell shoes to the retailers, 
that retail salesmen should be trained 
to be courteous and attentive to all cus- 
tomers, and that there should be more 
enthusiasm in the industry. 

During an informal discussion after 
the talk, Mr. Langston told the mem- 
bers that a good beginning has been 
made by the interest they have shown 
in the shoe industry’s problems, and 
that it is this kind of cooperation and 
spirit which will help the shoe industry 
to progress. 


Family Shoe Store Opens 


INDIANA HARBOR, IND.—A complete 
family shoe store to be known as Ed- 
ward’s Shoe Salon opened here recently 
at 3715 Main Street. The store is oper- 
ated by Edward’s Men’s Store, located 
adjacent to it. There is a separate en- 
trance to the shoe salon as well as a 
connecting entrance through the store. 
George Petrick, formerly manager of 
the shoe department in Goldblatt’s in 
Hammond, Ind., is manager. 
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. . . White Kid Suede with 
brown Calf or black Patent 


(Mitiid, 
Leather tip, foxing and 


17/8 Cuban covered heel. Wheeled 
extension sole. N 5¥2 to 9, M 4 to 9. 


3. 90 





. . . White Kid Suede with 
black Patent Leather or 
brown Calf tip, strap and 
17/8 Cuban covered heel. Wheeled 


extension sole. N 5¥2 to 9, M 4 to 9. 
3.90 





. .. White Kid Suede 
with brown Calf tip, 
back strap, quarter- 


inch platform and 23/8 covered heel. Also 
with 18/8 Cuban heel. M4to9. 3.35 


IDEAL SHOE 
“Company 


4TH & ARCH STS. + PHILA. 6, PA. 
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Speed with Economy 
DAILY, THROUGH SERVICE 


FROM ALL POINTS IN THE 
EAST and MIDWEST 
To ALL POINTS in 
ARIZONA — CALIFORNIA — OREGON 
TEXAS — UTAH — 


| 





| 
| 


| 


WASHINGTON 





From 
EASTERN SEABOARD POINTS 
To ALL POINTS in 
ARKANSAS — KANSAS — MISSOURI — OKLAHOMA 
And To 
CHICAGO — DENVER — MILWAUKEE — TWIN CITIES 








PERSONALIZED, FREIGHT FORWARDER SERVICE THAT IS SUPERIOR 
REPUBLIC CARLOADING & DISTRIBUTING CO.,INC. 


Offices in Principal Cities 
General Office: 90 West St., New York 6, N. Y. 











Leaves Father; Opens 
Own Store 


DeTrRoIT— The House of Shoes, a 
family type neighborhood store, has 
been opened in a new northwestern sec- 
tion of the city, at 17139 West Mc- 
Nichols Road, by David C. Goldsmith. 
He is the son of Sam Goldsmith, for- 
merly owner of Sam’s Cut Rate Shoes, 
who recently opened the Goldsmith 
Family Center here. 

Young Goldsmith has been associ- 
ated with his father in the business for 
two decades, helping to sell shoes since 
he was 11 years old. 
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Store to Have Parking Lot 


BEVERLY HILLS, CALIF.—A new 
Chandler Boot Shop is being built at 
9626 Wilshire Boulevard, Beverly Hills, 
to be opened this Spring. It will be the 
first of three new Chandler stores to be 
opened in the Los Angeles area in the 
Spring of this year, it was said by W. 
E. Polley, who is in charge of the Los 
Angeles division of Edison Bros. Stores, 
nationally-known retailers of women’s 
shoes. The Beverly Hills unit, designed 
by Architect I. Herman Kanner, will be 
a show place, it was said, and a parking 
area at the rear of the building will be 
provided. 


| the Popular 


Fashion Show Is 
Planned by PPSA 


New YorkK—The production staff for 
Price Shoe Show of 
America, “Fall Footlights Preview,” 


| was announced recently by Edward At- 


kins and Maxwell Field, co-managers. 





TOM LEE 


The fashion presentation will take 
place May 23 at 10.15 A.M. in the Grand 
Ballroom of the Hotel Statler. It will 
be the feature of the PPSSA Fall mar- 


| ket week which is expected to attract 
| over 3000 shoe retailers to more than 


700 exhibits of popular price and vol- 


| ume footwear for Fall, which will be on 


display at Hotels New Yorker and 


| McAlpin. 


Tom Lee, one of the country’s out- 
standing producers, is in complete 
charge of the presentation. Mr. Lee is 
known for his staging of the New York 


| City Golden Jubilee fashion show, shows 
| for the 


Millinery Creators Fashion 
Guild, Celanese Corporation of America, 


| Glamour and Mademoiselle magazines. 
| He has done sets and costumes for the 
| stage and was formerly display director 


for Bonwit Teller, Bergdorf Goodman 
and other leading fashion stores. 

Nancy Pepper, whose dynamic teen- 
age presentation was a highlight of the 
last PPSSA fashion show, will do the 
entire commentary for the forthcoming 
event. Miss Pepper-is an editor of 
Calling All Girls and Parents’ maga- 
zine. 

Beth Levine, one of the country’s 
well-known designers of fashion shoes, 
will again be in charge of styling of 
shoes for the presentation. Mrs. Levine 
was formerly designer for Andrew 
Geller, Carlisle Shoe Company, and 
other fashion shoe manufacturers. 

Mimi Aleinikoff, formerly with lead- 
ing fashion publicity firms, will be in 
charge of clothes and accessories for 
the show. Miss Aleinikoff handled all 
the clothes and fashion accessories at 

[TURN TO PAGE 248, PLEASE] 
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IN STOCK 
STYLES: 


Outflare Last 
5100 and 5400 


One of the strongest repeaters you've ever known! 


COPEGS for men and women are the kind of shoes that make their 
wearers supremely happy with them. It’s an extraordinary shoe in 


every way — in design, in craftsmanship, in 


tures, and in marvelous fitting, wearing and comfort-giving qualities. 
Its sturdy, resilient, hand-pegged arch never lets the foot down — 
one of the secrets of the tremendous popularity of COPEGS! 


Yes! Dr. Scholl’s COPEG is the same footwear made since 1868 by 


5106 and 5406 


Dover Last 
5107 and 5407 


Knox Last 





The Custom Crafted LARGE 
Shoe with th 
‘euluaasied | N $STOC K 
foot DEPARTMENT 
24 hr. Service 











Inwood Last for Women: 
2407 and 2107 


Tim Last 
5144 and 6144 


the old guild of master shoemakers of Copeland & Ryder Co., 
Jefferson, Wis., now a division of The Scholl Mfg. Co., Inc. 





unique structural fea- 





Write for COPEG Catalog today! 








THE SCHOLL MFG. CO., INC. 
213 West Schiller St., Chicago 10, Ill.* 62 West 14th St., New York 11, N.Y. 








January Footwear Output Up 4 Per Cent 








(thousand pairs) 


Kind of Footwear 


Percent of Change, 
January 1949 
Compared With 


Production 











- { 
| January 1949} Dec. 1948 January December | January 
(preliminary) (revised) 1948 1948 19. 

Shoes and Slippers, Total. . 36,888 35,508 40,731 3.9 —9.4 
Shoes, sandals, and playshoes.... 34,285 31,673 37,900 | 83 —9.5 
Men’s......... vat ee 8,656 | 8,901 9,264 | -2.8 —6.6 
Youths’ and boys’......... 1,180 1,310 1,397 —10.0 —15.5 
. ora Are 16,479 13,875 18,483 18.8 —10.8 
ei EE IEE se eS 2,504 | 2,333 2,785 7.3 —10.1 
IES boc o0us a oaa.vo 30's 2,312 | 2,187 2,565 5.7 —9.9 

_ ae ee ar 2,C39 1,993 1,996 2.3 2.2 
Ee ree re ee 1,115 1,074 1,409 3.8 —20.9 
Slippers for housewear........-. 2,186 3,313 2,349 —34.0 —6.9 
[0 RSS a 238 79 304 —14.7 —21.7 
Giher Teobwent....... occ ee es 179 243 179 —26.3 lake 





Minus sign (—) denotes decrease. 





WASHINGTON, D. C.—Shoe and slip- 
per production in January totaled 37 
million pairs, 4 per cent more than the 
35.5 million pairs produced in Decem- 
ber, 1948, but 9 per cent less than the 
January, 1948, output of 41 million 
pairs, according to the Bureau of the 
Census, Department of Commerce. 

Shipments of footwear in January, 37 
million pairs, were valued at $137 mil- 
lion, an average value per pair shipped 
of $3.69. The average value in Decem- 
ber, 1948, was $3.76 and in January, 
1948, it was $3.92. 
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Shoe, sandal and playshoe output in 
January totaled 34 million pairs, 8 per 
cent more than the December produc- 
tion of 32 million pairs, but 10 per cent 
less than the 38 million pairs produced 
in January, 1948. Women’s footwear of 
these types, comprising 48 per cent of 
the January footwear output, totaled 16 
million pairs, 19 per cent more than the 
December output of 14 million pairs, 
but 11 per cent less than the January, 
1948, total of 18 million pairs. 

lippers for housewear produced in 
January totaled 2 million pairs, a drop 


of 34 per cent in comparison with the 
December output, and 7 per cent less 
than the January, 1948, production. 

Comparative production figures for 
January, 1949, and December and Janu- 
ary, 1948, and the per cent of change 
for the two periods are shown in the 
accompanying summary. 





Chain Expands Into South 


ATLANTA, GA.—Wise Quality Shoes 
has launched a Southern expansion pro- 
gram by opening a store at 16 Broad 
Street, N. W., Atlanta. 

The three-day opening program fea- 
tured free hosiery and bags for ladies 
purchasing shoes. Mayor Hartsfield 
and Fulton County Representative 
Muggsy Smith were among civic leaders 
on hand for the opening ceremonies 
when Miss Jerry Long, “Miss Atlanta 
of 1948,” was fitted with a pair of shoes. 
Company President L. A. Schoen, Buyer 
S. K. Kaufman and Sales Manager 
M. Winston attended the opening. 

The store has a 35-foot front 
salon-type interior with no stock 
ing. Stockrooms in the back can 
10,000 pairs of shoes. The price 
is from $4.99 to $12.95. 

Allan Hibel, who managed a Wise 
store in Harrishurg, Pa., has moved to 
Atlanta to head the new store. Mr. 
Hibel said plans are being formulated 
for opening other Wise stores in 
Georgia. 


and a 
show- 
house 
range 
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REQUIRE IDEAL COMFORT 


IN THE WARM MONTHS 


Summer styles in IDEAL shoes answer 


every foot comfort need. Romping feet enjoy 


the barefoot-freedom, the flexibility and 


protective guidance these quality shoes supply. 











446. IDEAL Sandals 
Heel - bugging 2- strap of 
choice white elk with cut-out 
vamp. For the average foot. 

Sizes 3-8. The same Sandal for 
the wide foot, Style 564. ° 


Mla 





DANVERS - 


Sf) . 
AL BABY SHOE CO., INC. 


MASSACHUSETTS 


That's why mothers buy with confidence 
from the dealer who sells IDEAL. 


Twin-strap T- sandal 
“well ventilated” 
for warm weather com/fort 


"The ahoe of the baby 


° 








To Hold Shoe Clinic and 
Style Show 


St. Louis—The staff of Martha 
Grigsby, Inc. will stage their third 
breakfast shoe clinic and style show 
on April 27 in the Hotel Statler ball- 
room. 

Models will dramatize the new sil- 
houettes in Fall coats, suits, sports- 
wear, cocktail and the evening dresses 
completely accessorized to set the back- 
ground for the shoes to be shown. 


A. J. Brauer, Jr., president of the 
St. Louis Shoe Manufacturers As- 
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sociation, will be toastmaster at the 
breakfast and Marcus Rice, divisional 
merchandise manager of the Famous- 
Barr, will open the clinic. 

The first part will be devoted to the 
dramatization of ready-to-wear fashion 
trends as they have influenced the 
styling of shoes. The second part will 
cover the co-ordinated presentation of 
shoes and ready-to-wear with other 
fashion accessories. The third part of 
the clinic will be devoted to the subject, 
“Selling of the Shoe Wardrobe,” with 
sales training ideas given in the com- 
ment. 


Caution Displayed 


By Volume Buyers 


New York, N. Y.—Cautious buying 
marked the 24th season of the Shoe 
Manufacturers Fall Show at the Hotel 
New Yorker, April 3 to 7. Approxi- 
mately 300 manufacturers displayed 
their lines of men’s, women’s and chil- 
dren’s shoes on seven exhibit floors. 
Attendance was moderate to good, with 
Sunday reported by several manufac- 
turers to have been active. 

Prices in volume lines were steady 
and firm for the most part, with some 
reductions ranging from 10 to 15 cents 
a pair on men’s work shoes. But this 
was not believed to be an indication of 
a trend to lower prices, because of the 
current firm, high levels of material 
and operating costs. 

Manufacturers reported that buyers 
were continuing to buy in small quanti- 
ties, and were merely filling in their 
stock. Retailers claimed that their 
shelves were well stocked with mer- 
chandise. 

Not too much price resistance was in 
evidence, according to manufacturers. 
Instead, more attention was being de- 
voted by buyers to the quality of shoes 
for a given price. Promotional mer- 
chandise received considerable atten- 
tion. One manufacturer of slippers 
said, “There’s plenty of buying if you 
have promotional merchandise. But as 
far as regular merchandise is con- 
cerned, the buyers want to wait.” 

Slippers to retail at $2 were said to 
be strong in women’s lines. Women’s 
shoes to retail at $8 did well; and men’s 
welt work shoes to retail at $3.50 also 
were good. Men’s heavy brogues were 


| also popular. 


Much attention was given to a new 


| zipper, leather cuff for work shoes 
| which increases the height of the shoes 
| from 6 to 16 inches. With the cuff at- 
| tached, the shoe resembles the popular 


Army combat shoe. 
The show was under the management 


| and direction of Eugene A. Richardson 


& Associates. 


New Store to Carry Shoes 


ToPpekA, KANSAS—A new store here, 
known as Posey’s, and located at 523 
Kansas Avenue, has been opened by 
Paul Munk, who recently concluded five 
years of service in the U. S. Army Air 
Force. 

The new establishment, to be known 
as “Topeka’s most unusual store,” will 
feature footwear, wearing apparel, 
sporting goods, and complete stocks of 
surplus war merchandise. Bedding also 
will be sold and other kindred items 
that permit this new store to use the 
“most unusual store” as part of the 
name. Mr. Munk plans an extensive 
advertising campaign. 
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Big Buyer Attendance 
Expected at Dallas Show 


DaLLas, TEX.—So great has been the 
demand for display space at the Fall 
shoe show of the Southwestern Shoe 
Travelers Association that it has been 
necessary to arrange for mutual agree- 
ments whereby some non-competing 
companies will share rooms in the three 
hotels in which space has been set aside 
for this big trade event. Display room 
applications were mailed as early as 
late February and definite assignments 
were made on March 31. 

The dates of the show are May 8, 
9, 10 and 11 and the participating hotels 
are the Adolphus, Baker and Southland. 

From reports received, officers and 
members of the committees believe that 
the buyer attendance will be exception- 
ally heavy, at least 2,000. Exhibitors 
number 360 with 400 sales representa- 
tives. As at the last show, there is to 
be distributed to all who attend a buyers’ 
guide, 2,200 copies of which are in 
process of being printed. 

Tom D. Collins, secretary of the as- 
sociation and manager of the show, has 
announced the removal of the associa- 
tion headquarters office from the Adol- 
phus Hotel to the Fidelity Building 
where eventually two rooms will be 
occupied. 


210” Associates Launch 
Membership Drive 


St. Louis—More than seventy mem- 
bers and friends of The 210 Associates, 
Inc., the national philanthropic founda- 
tion of the shoe, leather and allied 
trades, recently attended the first 
luncheon meeting ever held in St. Louis 
by the association. The guests met at the 
Columbian Club. I. M. Kay of the Ber- 
land Shoe Stores was toastmaster. The 
principal speaker was Frederick Bloom, 
executive secretary of the association, 
who explained the philanthropic func- 
tions of the organization. 

Mr. Bloom stressed the fact that the 
“210” is a national institution and hence 
deserves support from members of the 
shoe and leather industries everywhere 
in the country. He stated that at pres- 
ent the expenditures on relief cases in 
the Midwest exceed the income received 
from advertising in the Year Book. 
After reviewing briefly the history of 
the organization, Mr. Bloom answered 
questions in an open forum discussion. 

This luncheon was the second in a 
series of “210” meetings throughout 
the country. The first regional dinner 
was held recently in Chicago at the 
Standard Club. Mr. Bloom was also 
principal speaker at that affair. Local 
membership and advertising committees 
were appointed in both these shoe cen- 
ters to help build up membership. 

Other luncheon and dinner meetings 
will be held in the near future in Colum- 
bus, Cincinnati, Philadelphia and other 
shoe centers. 
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alher Comfort” says 
Style with Comfort means 


MORE SALES... 























The smart-new styling of Dr. A. Reed cushion shoes is typified by these 
New York last, tan Bal oxfords. Available in the custom grade line in 
all popular sizes and widths, this first-quality shoe combines popular 
style with traditional Dr. Reed comfort and quality. Write for the 
In-Stock catalog today and see the complete line of Dr. A. Reed 


cushion shoes for men. 


*Walker Comfort enjoys real shoe and foot comfort, the kind he gets when 


he wears Dr. A. Reed cushion shoes. 





DirAReed, 
CUSHION SHOES 


THE ATT WITH THE SOLE OF COMFORT 











Will Buy for Two 
Texas Shoe Stores 


Dauias, Tex.—Oscar Lalla, manager 
of Lalla’s shoe stores here, recently an- 
nounced the appointment of Frank 
Trammell as manger of the new Lalla’s 
store. Mr. Trammell will have his head- 
quarters at the Lalla store at 1920 
Abrams Road and will do the shoe buy- 
ing for both that store and the other 
store at 4420 Lovers Lane. 

He is former manager of a down- 
town women’s shoe store and has been 
in the shoe business in Dallas since 
1939 with the exception of three years 
in the Marine Corps. 


Traveler Buys Store 


CHIcAGoO—Mort B. Gibian, member of 
the Shoe Travelers of Chicago, has re- 
cently purchased the Howard Bootery, 
a long established retail shoe store at 
1642 W. Howard Street. Mr. Gibian 
has been associated with Dr. Reed A. 
Cushion Shoe Corporation. 





Chicago Store Sold 


CHIcAGO—Mash Footwear has recent- 
ly purchased the store of Donley Shoes 
at 2545 E. Seventy-fifth Street. Lee 
Kreins, former owner, still has a store 
under the name of Donley Shoes at 2538 
E. Seventy-first Street. 
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EPHRATA SHOE COMPANY erurata 


LOW PRICE is NOT the answer to increased volume. 


a temporary ‘Breather’ 


It is at best 


until the consumer discovers that true 


value and honest quality, at a FAIR PRICE are the practical and 


sound ways to buy children’s shoes. Ephrata Shoe Company, Inc., 


employees and management, has no substitute for QUALITY. 


Retailers selling Ephrata Shoes, under their OWN BRAND NAME, 


despite economic conditions, have established sound businesses. 


The answer is simple: UNDISPUTED QUALITY AT A FAIR PRICE, 


WITH AN IN-STOCK SERVICE FOR YOUR CONVENIENCE. 


PENNSYLVANIA 





Retailing School to Direct 
Clinies at Show 


New YorK—The 1949 series of daily 
conferences on store modernization will 
be conducted under the direction of the 
New York University School of Retail- 
ing, it has been announced by Dean 
Charles M. Edwards. Professors Hans 
E. Krusa and Theodore D. Ellsworth 
will head the planning board for the 
conferences, which are to run concur- 
rently with the 3rd Annual Store Mod- 
ernization Show at Grand Central 
Palace in New York City, June 19-24. 

As in 1947 and 1948, when America’s 
top experts spoke on the basic problems 
of modernizing stores at the Store Mod- 
ernization Shows, the conferences will 
have nationally recognized authorities 
as speakers. They will be announced at 
a later date by John W. H. Evans, presi- 
dent of Store Modernization Institute, 
which sponsors the shows. 


Shoe Buyer Resigns 


LOUISVILLE, Ky.—Louis Pessin, shoe 
buyer for the Kaufman-Straus store in 
this city, has announced his resignation, 
effective April 1. Mr. Pessin has ac- 
cepted a similar position with the Leo 
Schear Company, Evansville, Ind. 
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Brussels Stores Celebrate 
Christmas Season 


BROCKTON, Mass.—Despite the rav- 
ages of war, some of them still unre- 
paired, Belgian merchants carry on, is 
the word received here from Brussels. In 
a letter received recently by Harold C. 
Keith, president of the George E. Keith 





The mayor of Brussels greets P. Pis- 

singer, manager of the Brussels Walk- 

Over store during the Christmas season. 
With Mr. Pissinger is his wife. 


Company, from P. Pissinger, manager 
of the Walk-Over store in Brussels, the 





latter describes the Christmas season 
promotions put on by many of that city’s 
stores. 

“Following the lead given in the 
States,” Mr. Pissinger wrote, “the shops 
of the Rue Neuve have had during the 
Christmas and New Year weeks, a fort- 
night called ‘The Christmas Fairyland.’ 
The title chosen did not over-rate things 
as the luminous dome over the street 
and the wonderful window displays 
made really a fairy-like scene to watch. 
The stores had been asked to do their 
best with their windows during that 
time, and it is with great pleasure that 
we now send you a photo showing the 
visit of our heroic mayor of Brussels 
at the George E. Keith Company store.” 





Retailer Buys Shoes 
From Customers 


Gary, IND.—For one week recently, 
Sax Fine Footwear, 682 Broadway, went 
into the local customer market and pur- 
chased old shoes to be donated to Euro- 
pean relief. The firm gave $2.00 for any 
pair of the customer’s old shoes and ap- 
plied that amount toward the purchase 
of one new pair at the regular price of 
$8.95 and more. 

Old shoes were accepted regardless of 
their condition. This same event in 1948 
brought in 2,372 pairs of old shoes. 
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Using Humor to Promote 
High Grade Shoes 


eS 
) 2 KANGAROOS 
> A are New York’s 
( De}, favorite pets 
tans 





An Edicin Clapp Specialty 


fm the sidewalks of New York. 2 pair of 
Kanga ee are in their fight-feoted clement. 
Sleek. soft and kindly to the tenderest 
tors. they em te carry 2 man threngh « bard 
day"s pacing on wings. A epevial quality 
predurt of Edwin Clapp for many years. they fir 
Hike a well-made glove. wear like ~hees 
twice a> rugged in appearance. and alway- 


blend «nenthly with the loral scene. 


19.85 


Weber a Heilbroner 


<< stch St and Bresdeay “iled 8. and Wadies Wee, +86 % aed Breeder 
STeb Sereet god Rremdeas Moiker ferme a Sb Street 38 Broad Sireet 
fee Reesdeess ‘meer Mattes Lames | Newark: “36 Bema ore Morte 
“Open Fhursdeg sights wari! 3 Open erery wight «stil 9 


New York.—An excellent example of 
@ reasoned appeal to men is this recent 
advertisement of Weber and Heilbroner. 
There is a humorous approach which 
helps to stress the softness and quality 
of the leather; and the name of the man- 
ufacturer, well displayed, carries 
weight. 





New Officers Named by 
Shoe Corporation 


CoLumsBus, O.—F. G. Steiner was 
elected a director and chairman of the 
financial advisory committee of Shoe 
Corporation of America at the recent 
annual meeting of the company in Co- 
lumbus, according to an announcement 
by Robert W. Schiff, president. Mr. 
Steiner is also chairman of the finance 
committee of A. S. Beck Shoe Corpora- 
tion, a subsidiary. 

Mr. Schiff also announced the elec- 
tion of four new vice-presidents, Joseph 
Blatt, Earl Coplon, Joe Zox, and David 
Gray. Robert W. Schiff, Albert Schiff, 
Edward E. Schiff, Jack Schiff, Herman 
R. Tingley, and Dr. L. A. Lurie were 
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in-stock department. 


YOU CAN EXPECT STEADY PROFITS WITH 


PRIMA 


DANCE FOOTWEAR 


The only line with Parent's seal of approval! 
Here’s the shoes that practically walk out of your store by 
themselves. They're your “bread-and-butter” styles that 
are the same year after year. Never a mark-down needed ‘v5 Naar 
with these steady sellers—and for a traffic builder, there’s 
none better! They offer a minimum investment with 
satisfactory profit, due to our large 
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World's largest 
dance footwear 
manufacturer 
and 
distributor! 





ACROBALLET SANDAL 








ADVANCED PLEATED-TOE BALLET 











Soft ballet in black or white colf, 
unlined, with non-skid sveded sole, 
style 10, $1.90. 

Style 12, same as style 10 only 
lined, $2.15. 








‘ Sueded elk sandal in 

iy fawn, block, white, red 

~ or green. Style 1, $.75. 

ee a Style 8C, same as style 

“a 1 with 6-iron crepe 
rubber sole, $1.35. 


Full sole student ballet (not illustrat- 
ed) in black or white colt, unlined, 
with non-skid sueded sole, style 11, 
$1.90. 

Small sizes include elastic across in- 








THEO TAP TIE 











Featuring improved ‘‘feather-flex’® 
construction, over-the-toe, profession- 
al-type master tops, unottached, in 
block patent or white leather. Style 
17 — Child's 512/12, M, $2.50; 
Misses’ 1212/3, A & C, $2.75; Girls’ 
32/9, AA & B, $3.00. 








Writ 


for our new, FREE 
catalog of PRIMA 
dance footwear! 


HANDMADE 


HARD TOE BALLET 








PRIMA, Ine. 


705 Ann Street 
Columbus 6, Ohio 


flex” 





In pink satin only, with new “Feather- 
construction, no breaking in re- 
quired, style 18, $4.00. 


Service charge of 15c per pair on orders for less _. ms poirs 
of a style, 25¢ on 3 pairs or less. Terms — net 


HAND-LASTED 








re-elected to the board of directors. 

Consolidated sales of the corporation 
and its wholly-owned subsidiaries for 
1948 amounted to $37,635,250, highest 
in its history, and an increase of 13.1 
per cent over 1947 sales of $33,262,244, 
Mr. Schiff said. 


Store Adds Shoes 


OAKLAND, CALIF.—A new shoe salon 
has been opened here as a part of the 
store of Goldman’s, women’s clothing 
firm, at 14th and Washington Streets. 


Designed by Architect Mario L. Gaida- 


no, the new shoe store has several un- 
usual features. The wall along one side 
is finished in natura] antique brick, with 
a series of redwood boxes filled with 
plants, shrubs and vines arranged along 
the center of this wall. The ceiling has 
a slight slope to it and is made of acousti- 
cal plaster to deaden the noise. The 
floors are covered with a thick taupe car- 
peting. Large, comfortable leather 
seats are provided for customers’ use. 
In addition to a full line of women’s 
shoes, the new salon will also handle 
bags, gloves and hosiery. Alfred Keran 
is the manager of the new department. 
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NATIONALLY 
KNOWN LINES 


Augusta, Ga. 









ON 
~ DISPLAY 
UNDER ONE ROOF 
For SOUTHEASTERN SHOE 
And ACCESSORY RETAILERS 
“YOUR VERY OWN SHOEMARKET" 


WIRE or Write — Reservation Committee 
Sheraton Bon Air Hotel 
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ABOUT $3.95 


38-42 OTTER 















THE- Mond spoticHt 1S 


CHILDREN’S SIDE-GORE 


with chrome bend sole very flexible— 


A HIGH-GRADE SLIP- 
PER RETAILING AT 


Proven slipper lasts—plenty of toe room. Moulded 
counters—three-sole stitchdown construction. 
Plaid lining hand lasted under insole. 


IN RED, BLUE, BROWN 
Full 





Genuine Kid 






easy on small feet 













and half sizes 
6-10%4, 11-3 






Grn Sock 


irae 1°), 1°) to Ce So Pee 


STREET + OSHKOSH > 


WISCONSIN 








Cut-out Mother Goose characters help decorate the new Frischman Bros. Walk- 
Rite Juvenile Shoe Shop in Brooklyn. 


BROOKLYN, N. Y.—Children came 
from far and wide to the new Frisch- 
man Bros. Walk-Rite Juvenile Shoe 
Shop when it was opened recently at 
1569 Pitkin Avenue, to delight in sing- 
ing canaries, bubbling fish aquarium, 
the antics of real clowns, and to receive 
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a great variety of gift souvenirs. 

This ultra-modern, completely air- 
conditioned, two-story shoe store, oper- 
ated by the Frischman brothers, Sol and 
Albert, is the realization of a dream of 
many years. Designed by Ben L. Rose 
and decorated by Phil Schuss, the store 


has a strong attraction for children be- 
cause of its color and arrangement. 
Liberal use has been made of glass 
in the design of the display windows 
and entrance. Walking in on a terrazzo 
floor, the children are greeted by the 
singing of canaries in three cages hung 
against the rear wall, and they are fas- 
cinated by the bubbling fish aquarium 
set flush into the wall. Overhead on a 
valance, behind which is indirect light- 
ing, are cut-out cardboard characters 
from Mother Goose rhymes. The rear 
walls and one side wall are of grey, stri- 
ated plywood. The other wall is laven- 
der and is decorated with three yellow 
picture-frame shadow boxes. The ceil- 
ing, also in lavender, has several banks 
of flush spotlights which brighten every 
corner of the store. In the fitting area, 
a silver grey carpet covers the floor. 
Green leatherette fitting chairs and 
stools line the perimeter, and several 
high fitting chairs for tots have side 
boards cut out in the shape of kanga- 
roos, giraffes, elephants and ponies. 
Teen-agers also look forward to buy- 
ing shoes at Frischman Bros. because 
their department on the second floor has 
a campus spirit complete with juke box. 
Walking up the stairway. immediately 
to the left of the entrance, a mural of 
campus life makes them feel at home. 
Jive music coming from the juke box 
attracts them like the proverbial mag- 
net. An ample number of fitting 
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chairs of red leatherette are arranged 
around the department. A wide band 
of corrugated, frosted glass, which 
runs the length of both sides of the 
store, gives a maximum of light and a 
maximum of privacy. Overhead stock 
shelves make it convenient for sales- 
men to service their teen-age custom- 
ers quickly. Also on this floor are the 
business office and a stock room. 

The Frischman brothers put on a 
rather large campaign to announce the 
opening of their new store. Prior to 
opening, 15,000 direct mail pieces were 
sent out, and advertisements were run 
in The New York Post, Brooklyn Eagle 
and the Brooklyn Herald. It is planned 
to mail out an additional 15,000 direct 
mail pieces in a few weeks. Advertising 
will appear regularly and plans for ad- 
vertising on television are in prospect. 

All sales are followed up regularly. 
Every three months, card reminders are 
sent to previous customers, in addition 
to birthday remembrance cards. Com- 
plete records are kept on the foot his- 
tory of every child. Fit is checked with 
an X-ray machine. 

The Frischmans have been in busi- 
ness for 20 years, and are still in their 
thirties. Sol went into business when 
he was 14, and at the same time studied 
to be an accountant. Albert started out 
on a law career and passed the bar ex- 
aminations, but the attraction of the 
shoe business was so strong, he left the 
law field and joined his brother in open- 
ing a shoe store. Both of them were 
inspired by the example of their father 
who had his own shoe store for many 
years. 

They have worked out an arrange- 
ment with several manufacturers to 
make styles which they have created 
and to which they have given the name 
“Walk-Rite.” 





Leather Research Report 
Issued by Government 


WASHINGTON, D. C.—Leather re- 
search in fields ranging from greater 
durability to the development of sub- 
stitute tanning materials is being car- 
ried on by the Federal government in 
cooperation with the leather industry, 
according to a report new available from 
the Office of Technical Services of the 
Department of Commerce. 

“Areas of Quartermaster Research 
in Leather” discusses the progress made 
and immediate future plans in major 
fields of investigation including skin 
chemistry, wear resistance of leather, 
water resistance, stability, comfort fac- 
tors, and the development of alternative 
tanning chemicals. Cooperating in these 
programs are government laboratories, 
universities, research organizations, a 
trade association, and a large manufac- 
turer. 

As part of its Leather Series the 
Quartermaster Corps has also issued re- 
ports on leather technology obtained 
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PITTSBURGH PA. 


masters ... 
beauty and constructed for durability. All 
available in 36 shades. 
the smart economical solution to your par- 





MORRIS LAPIDUS, Architect 


To complete the richness and luxury of their 
new Pittsburgh, Pa., store London Character 
Shoes selects these banquette seats by Chair- 


one of 30 styles designed for 


Chairmasters have 


ticular seating problem. 


Inf. 


4451 THIRD AVENUE - NEW YORK 57 


WRITE OR WIRE FOR CATALOG AND PRICES OF OVER 30 STYLES OF CHAIRS 
RB RB 








from Germany after the war. “German 
Synthetic Tanning Agents” deals with 
the properties and synthesis of the tani- 
gans, and their applications. It is a final 
summary of information previously ac- 
quired on the subject. “German Ex- 
change Lipids” deals with the develop- 
ment in Germany of fat-like materials 
for fat liquoring, oiling and stuffing 
leathers, and also with the use of syn- 
thetic oils as tanning agents. “The Tan- 
igan Extra Stuffing Materials” discusses 
the disadvantages of natural fats for 
the preparation of leather, and covers 
the synthesis and uses of derminal fats, 
fat liquoring aids, synthetics for im- 


pregnation, and immergan, a substitute 
for cod oil in chamois dressing. 

All reports are available from the 
Office of Technical Services, Department 
of Commerce, Washington 25, D. C. 





New Store Opens in Chicago 

CHIcaco—Leasing of the store at 36 
N. Clark Street in the Chicago Title 
and Trust Building to H. Gold & Sons 
for a men’s shoe store has been an- 
nounced by L. J. Sheridan & Co., leas- 
ing agents. The new store is air condi- 
tioned. It will be the third Chicago 
store operated by H. Gold & Sons. 
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Our 50th Year 








IN-STOCK 

K50l 4 -6 B-E White Elk 
F501 6i2- § B-EE White Elk 
cS0l 8-12 B-EE White Elk 
F400 ‘a- & B-EE Tan Elk 
C400 82-12 A-EE Tan Elk 


“SADDLE” YOUR SALES. .- - 


Made by skilled master craftsmen . . . 





JULIUS ALTSCHUL, INC. C10 SF -12 «BEE White Elt Tan Saddle 
M510 1212- 3 B-E White Elk Tan Saddle 
117 Grattan St., Brooklyn 6, N. Y. 4-9 AAA-D_ White Elk Tan Saddle 


to these ever-popular Spring and Summer Shoes! 
and offering you, as always, ALTSCHUL’S consistent high quality. 


IN-STOCK 








IN-STOCK 














"1.25 


Minimum packing 36 
pair. Mixed colors if 
desired. 








Infants’ 4-8 
Child's 8!/2-12 
Misses’ 12!/2-3 


To retail at 
$9.98 


A truly amazing QUALITY san- 
dal, made in Brown, White and 
Red Elk with "No-Mark" Sport 
Sole for longer wear. 


Write for catalog and samples 


Delivery—10 days to 2 weeks. 


DARLING SHOE CO. 
769 GRAND STREET 
BROOKLYN II, N. Y. 














Store Redecorated 


RUSSELL, KAN.—The L. Banker Mer- 
cantile Company here has been com- 
pletely redecorated and remodeled. 
New fixtures, new flooring and a new 
front have been put on the store to 
make it one of the finest equipped 
stores of its type in the Russell area. 

The stock, including the shoe depart- 
ment, has been rearranged for cus- 
tomer convenience. The interior archi- 
tectural work was done by the Store 
Planning Company, St. Louis, Mo., and 
the exterior work was planned by 
Stuart Smith, local architect. 
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Martin Made Manager of 
Selby New York Store 


New York—Arthur F. Martin is the 
new manager of Selby Fifth Avenue, 
5th Avenue and 38th Street, New York 





ARTHUR F. MARTIN 


City, succeeding J. A. Zahn, who died 
recently. 

Mr. Martin was associated with I. 
Miller stores for over 20 years in the 
capacity of general manager of the Mid- 
western group of stores, and later as 
general manager of New York stores. 

More recently, Mr. Martin has been 
manager of Hanan’s New York store. 
He assumed his new duties at the Selby 
shop on April 1. 


British Shoe Retailers 
Also Buying Cautiously 


GLascow, ScOTLAND—Although man- 
ufacturers and wholesalers report that 
British shoe firms are buying much 
more cautiously than for many years, 
the first Shoe and Leather Fair, held 
recently, was a major success in terms 
of attendance and volume of business 
done. The volume of export business 
done in the period was exceptionally 
good and suggests that the future of 
export may be rather brighter than is 
at present evident. 


(KEE-WEE) 
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SHOE POLISH 





It’s Going 
Like a House Afire! 


1, KIWlIis by far the top-quality shoe 
polish in America! 
2. The favorite of millions of serv- 
icemen who tell their friends! 
3. Eye-catching, high-frequency 
KIWI advertising in leading 
newspapers and magazines! 

4, For your customers-—§8 rich colors 
—plus transparent dressing! 


THE KIWI POLISH CO. PTY. LID. 
836-844 South Swanson St., Philadelphia, Pa. 
ee TE 





In the men’s and children’s trade, 
especially, buyers were very cautious. 
There is rather less anxiety over the 
future of feminine footwear since ex- 
perience has shown that women will 
shop for attractive shoes whatever the 
condition of their purses. Reason for 
the decreased anxiety to buy is the now 
common admission that the seller’s 
market has passed. 

Style points from Britain include a 
prediction by some buyers that plat- 
forms will return to favor because of 
the support given by the Royal Family 
to this style. 
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About Shoe People 


Frank B. Griswold, vice-president of 
the Lehigh Safety Shoe Co., Allentown, 
Pa., has been re-elected to the Execu- 
tive committee of the Chamber of Com- 
merce. 





* * * 


W. H. Dietrick, formerly manager of 
Harold’s Westwood Shoe Store in West- 
wood Village, California, has just been 
made a branch manager of a Cuboid Re- 
lief Salon at 327 E. Manchester in Ingle- 
wood, Calif. 

x ~ * 

Robert J. Livernash, of the J. F. Mc- 
Elwain Co., shoe manufacturers in Man- 
chester, N. H., has been named by Gov. 
Sherman Adams to serve on a special 
industrial advisory committee in connec- 
tion with an exhaustive study to be made 
on classification of state employees and 
wages which they are paid. 


* * * 


Mrs. Margaret Schuidt, of Ashland, 
Neb., has sold the apparel and dry goods 
sections of her department store here to 
William Cunningham of Omaha, but 
will retain ownership and management 
of the shoe department. 


* * x 


Loren Mills, merchandising manager 
for Wells & Frost, Inc., family shoe 
store in Lincoln, Neb., has been appoint- 
ed a member of the Lincoln Chamber of 
Commerce house committee. 

x * * 


G. A. Rowlan, formerly shoe depart- 
ment and assistant manager at the J. 
C. Penney store in Casper, Wyo., has 
been named manager of the firm’s store 
in Thermopolis, Wyo. 


* * * 


Mel Freeman has resumed his old job 
as manager of Berland’s Shoe Store in 
Fresno, Calif., succeeding Lee Miller, 
who has been transferred to San Ber- 
nadino to open the company’s new store 
there. 


* * * 
Albert Hesse, formerly associated 
with the Baxter store in Tacoma, 


Wash., for four years, has assumed the 
management of the Seattle Stetson 
Shoe store on Union Street between 
Fourth and Fifth Avenues. Mr. Hesse 
has completely remodeled the store. 

~ * = 


Huntley N. Spaulding, head of the 
Spaulding Fibre Co., manufacturers of 
shoe counters in Rochester, N. H., and 
former governor of the state, was 
elected to serve his 26th consecutive 
year as president of the N. H. Chil- 
dren’s Aid Seciety at the organization’s 
annual meeting at the Carpenter Hotel. 

* * * 


David’s, women’s apparel store in 
Rochester, N. Y., has announced the 
promotion of Paul Salatino to manager 
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The 7,500,000 workers who cre each investing 
on the average of $20 per month in Savings Bonds 


| Here’s a sales force that’s helping to 

win economic peace of mind for the 
nation. These people have dealt heavy 

blows to inflation, fear, and doubt. 

| 


They are building security for themselves 
by buying Bonds. Every $3 they invest 
will pay $4 at maturity. 


They are building security for their com- 
panies. As each Bondholder’s own 
sense of security increases with his 
Bond purchases, he becomes a better 
worker. Plant morale improves. Pro- 
duction increases. Absenteeism, labor 

turnover, and the accident rate all de- 






* 
* 
* 
* 
* 
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* 





The executives of the more than 20,000 cc mpanies 
that have sponsored the Payroll Savings Plan 


keeweeee® 





The employees who serve as volunteers selling 
U. S. Savings Bonds to their fellow employees 


cline. Relations between employer and 
employee improve. 

They are building security for the nation. 
Savings Bond dollars are deferred pur- 
chasing power—an assurance of good 
business to come. The Treasury uses 
net Savings Bond dollars to fight infla- 
tionary credit potential in the banking 
system by retiring short-term bank-held 
Federal securities. 

If your company isn’t an active part 
of this sales force, better join now and 
get in on the benefits! Phone your State 
Director, Savings Bonds Division, U.S. 
Treasury Department. 


The Treasury Department acknowledges with appreciation 


BOOT & 





the publication of this message by 


SHOE RECORDER 


This is an official U. S. Treasury advertisement prepared under the auspices 
of the Treasury Department and The Advertising Council. 





of its shoe department. John Curtis has 
been appointed as his assistant. Mr. 
Salatino has been associated with the 
store since the shoe department was 
opened two years ago and leased to 
Ruth Shoe Co., Inc., New York. He suc- 
ceeds Harry Fogel, who is opening his 
own men’s shoe department with Pos- 
mantur’s men’s apparel store in Buffalo. 
~ * 7” 

Raymond A. Laub of Geo. Laub’s 
Sons, Buffalo tanners, has been ap- 
pointed chairman of the personnel com- 
mittee of the Buffalo, N. Y., YMCA for 
the coming year. 


Monroe Somers and Arthur L. Wor- 
cester have bought the Hawthorne Boot- 
ery at 337 N. Hawthorne Blvd., Haw- 
thorne, Calif., and are carrying nation- 
ally advertised shoes for the entire fam- 
ily. Mr. Somers was connected with 
Karl’s Shoe Stores for 16 years as man- 
ager, while Mr. Worcester was buyer 
for Rosenbloom’s, Inc., of Cleveland, 
Ohio, for nine years. 

* - ~~ 

John W. Slayden of Poplar Bluff, 
Mo., has been named manager of 
Joseph Footwear Store, in Jonesboro, 
Ark. 
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a firm that gives you VALUE! 











WHAT DOES UA Lie MEAN? 


It means a great deal more than price. 
It means chcracter . . . reliability . . . confidence in a product. 


So, before you order sandals, make sure you're getting them from 


“price without quality is a fool's dream" 
SANDALS FOR MEN, WOMEN AND CHILDREN 


707 BROADWAY e 





New York 3, N. Y. 

















Remember Mother— 
And Mother’s Day—May 8th 


New YorkK—Practically no one will 
forget Mother’s Day, May 8th, but they 
may forget what you are selling for 





Arthur Sarnoff, nationally famous artist, 
painted the original illustration for this 
year's Mother's Day poster. 


Mother’s Day gifts if you don’t let them 
know. And they won’t be interested in 
what you have if you fail to make your 
merchandis2 appealing. Slippers, ho- 
siery or a pair of shoes make ideal gifts. 
Begin with your windows. These 
should be played up in the most attrac- 
tive manner possible. A window card 
with your sales message could be the 
focal point. This should be done in 
pink, traditional Mother’s Day color. 
Then, take several lengths of pink rib- 
bon and run it from item to item, point- 
ing up the most important ones with a 
perby ribbon bow. A satiny Dennison 
ribbon called Texray is excellent, for it 
is extremely rich and lustrous in ap- 
pearance, comes in an attractive soft 
pink. For added interest, several at- 
tractive dummy packages might also be 
used to dress up your display. 
Duplicates of window cards should be 
made for counter use. Showcases can 
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then be decorated in a miniature of the 
window set-up. 

This is what to do. What you need 
in the way of materials is little, their 
cost small. Your local dealer carries a 
plentiful stock of all types of wrap- 
pings. Tissues and heavier stocks in 
solid colors are readily available. There 
are also printed stocks, if you care for 
this type. Either white or pink should 
be chosen for the occasion, the former, 
of course, more economical for year- 
round use. Heavier stocks are gener- 
ally sold in sets of three standard size 
sheets; tissue is available by the quire. 

But paper alone will not make your 
packages glamorous. The ribbon tie 
serves that purpose, and is particularly 
important for truly feminine packages. 
It is generally advisable to have a con- 
trast between paper and ribbon. Pink 
paper with white ribbon or vice versa 
is standard. You might vary the pro- 
cedure by using ribbon in two colors or 
a striped pink and white effect. Blue 
can be combined nicely with either pink 
or white, and the addition of a third 





Attractive wrappings can be used in 

windows and interior displays to empha- 

size the suitability of footwear for 
Mother's Day gift purposes. 


color makes a gay wrapping. Most rib- 
bons are sold on 50 and 100 yard rolls, 
500 yard spools. 

Remember to simplify the packaging 
chore by having bow ties made sep- 
arately. Cutting paper to fit boxes in 
advance of packing is also a time-saver. 


During this period, women clerks might 
wear pink carnations or one of the new 
bow ties. 

Such requisites as gift cards should 
be readily available. If your budget 
permits, you might have a small num- 
ber done in pink. By adding your store 
name, they could be used on the outside 
of packages for a further decorative 
note. Simply punch a hole in the left 
hand corner and fasten on to ribbon. 

That is all there is to it. A few sim- 
ple ingredients wisely used—a Itttle in- 
genuity. 





Chicago Stores Successful 
In Selling Hosiery 


CuHIcAaGo—Joseph Salon Shoes of Chi- 
cago were the first stores in the country 
in mid-March to introduce and sell a 
new seamless nylon stocking without 
reinforcement at heel or toe, manufac- 
tured by Prim Hosiery Co., Chester, 
Ill. This line, because it is especially 
designed for wear with open heel and 
toe sandals, lends itself to shoe store 
promotion, say store executives. An- 
nouncement of the fact that the new 
stocking was making its initial appear- 
ance in the Joseph stores appeared in 
a full page advertisement in the April 
issue of Harper’s Bazaar. The adver- 
tisement was made up against a back- 
ground of the front of the firm’s Orring- 
ton Avenue store in Evanston, IIl. 


Small reproductions of this adver- 
tisement were used as a mailing piece 
to all store customers. The new stock- 
ing was also mentioned in by-line form 
in one of the regular Joseph shoe adver- 
tisements. Most of the promotion, how- 


* ever, was directly to the customer in 


the store, and, according to Miss Ruth 
Fledman, accessory buyer, the response 
was excellent. 

Through a consistent policy of sug- 
gesting proper hosiery for each style 
of shoe, volume has been steadily in- 
creasing in the hosiery division of 
Joseph accessory departments. Each 
customer is taken to the accessory coun- 
ter after she has purchased shoes and 
is shown the styles and colors in hosiery 
considered most suitable. 
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Hanan Commemorates 
Century in Shoe Trade 


NEw YorK—In commemoration of the 
100th anniversary of the founding of 
the firm of Hanan & Son, windows of 
the Hanan store at 16 West Fiftieth 
Street, Rockefeller Center, contained 





HERBERT G. HANAN 


early this month an interesting collec- 
tion of old advertisements, posters and 
shoes of former periods in the history of 
this famous shoe business. The exhibit 
will be shown in other Hanan stores in 
different cities during the remainder of 
this year. 

Ever since James Hanan arrived in 
New York from Ireland in 1849 and 
opened a small cobbler’s shop in Dey 
Street, the name of Hanan has been 
associated with the shoe business in this 
country. The firm assumed its present 
name in 1878, when Mr. Hanan made 
his son, John H. Hanan, an active part- 
ner in the business of manufacturing 
fine quality men’s and women’s shoes. 

John Hanan established many of the 
Hanan retail stores throughout the 
country. He was also one of the foun- 
ders of United Shoe Machinery Corpora- 
tion and was a vice-president and direc- 
tor of that company for many years. 

John Hanan died in 1920 and was snc- 
ceeded by his two sons, Herbert W. 
Hanan anc Addison G. Hanan. In 1933, 
following the death of Herbert W. 
Hanan, Herbert G. Hanan assumed the 
presidency, a position he still holds. In 
January of this year Robert B. Hanan 
joined the company, the fifth generation 
to carry on the family business. 





Saul Berner Dies 


SAN FRANcisco—Saul Berner, 62, 
one of the hest known shoe travelers in 
the country, died suddenly from a heart 
attack April 3 at the San Francisco 
Hospital. 

He was born and raised in Cincinnati 
and had been connected with such firms 
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I ustow 


Careful designing of lasts, rigid selection of materials and 
exacting standards of workmanship make Play-Poise the logi- 
cal selection for the merchant who is determined to build a 
QUALITY business. Consistent National Advertising tells this 
Quality story to “PARENTS” effectively and forcefully. 


IN-STOCK 


Investigate Virginia Per- 
petual Inventory Plan. 
It is the modern, scien- 
tific way to keep your 
Selling geared to our 
IN-STOCK Department. 





Style 341 


Tan Elk Moccasin Oxford 
with Avonite sole, 8!/2-11, 


B,C, D, E widths. 12!/)-3, 


B, C, D widths. 


ADVERTISED 








as Krohn-Fechheimer and the Feder- 
Gregg Company, of which he was part 
owner. Later, he held an important 
position with Plaut Butler Company, 
and more recently had sold the Life 
Stride children’s line of Milius Shoe 
Co. 

For the last 40 years Mr. Berner 
had made his home in this city. He 
had retired from the road two years 
ago. 

He was made an honorary member of 
the West Coast Shoe Travelers Associ- 
ates in recognition of his many years 
of unselfish work in the interests of 
traveling men. 


Store Name Changed 


EVANSTON, ILL.—Joseph Salon Shoes 
has closed the Sherman Avenue store 
in this city which operated as Joseph’s 
Town and Country Shop. All shoes pre- 
viously carried here have been moved 
to the Orrington Avenue store and 
placed in the newly decorated balcony 
section, which also serves as the Sub 
Deb shop. 

The former Town and Country store 
has been reopened under the name of 
Evanstonian Shoes. Still operated by 
Joseph’s, this store carries a less ex- 
pensive grade of shoes running to 
$12.95 in price. 








THE MASTER 
TRAVEL TREE 


In the store that 
affords the finest 
footwear, this shoe 
keeper will make its 
way profitably. 


Retails 
from 
$2.75 to 





» 
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AOE man © 


100 Gold Street 
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Eye-see becomes I-want when your 
shoes have the precious RANDAK 





appeal — 24 k. gold and silver kid, as 
developed by KOHNSTAMM and made in our 
own Camden tannery. 
RANDAK will not spot or tarnish. Specify this 
superior metallic leather in your orders. 


distributed by 
DREHER LEATHER MFG. CORP. 


New York 7, N. Y. 














Chicago.—Officers of the Chicago Shoe Club elected to serve for the current 
year are, left to right, Sam J. Appel, secretary; Julius A. Blumenthal, vice-president; 
Ralph Wolpe, president; and Otto Bluhm, treasurer. The club, with headquarters 
in the Republic Building, has inaugurated a series of open meetings one night a 
month and also special social evenings to which ladies are invited. 








National Bureau Recommends 
Hosiery Size Revisions 
WASHINGTON, D. C.—A recommended 
revision of hosiery lengths and sizes has 
been circulated to manufacturers, 
distributors, and users of hosiery for 
written acceptance, according te an 
announcement by the Commodity Stand- 
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ards Division of the National Bureau of 
Standards. This standard was first 
issued in 1933 and revised in i936 and 
1940. 

This recommended revision as ap- 
proved by the standing committee, was 
proposed by the National Association of 
Hosiery Manufacturers to bring the 
standard in line with current practice, 


and to include standard measurements 
for men’s athletic socks, men’s crew 
socks, and men’s and boys’ slack socks. 
It provides standard methods of 
measuring, and lists standard sizes and 
lengths, with length tolerances for men’s, 
women’s’ and children’s hosiery, thus 
providing a uniform basis for guarantee- 
ing full length and full size hosiery. 





Store Cuts Prices on 
Two-Pair Purchases 


MICHIGAN City, IND.—Quantity pur- 
chases were encouraged by the Feallock 
Shoe Co. for the community’s three-day 
“Dollar Days.” More than 200 pairs of 
women’s shoes were offered at $3 a pair, 
or two pairs for $5, regular values up 
to $10.95. 





Shoe Retailer Sells Store 


SPOKANE, WASH.—The sale of the 
building and stock of the well known 
women’s apparel store, Alexander’s has 
been announced here. B. J. Saad, the 
owner and also the owner of a shoe store 
at Richland, Washington, sold his entire 
stock of merchandise to the Spokane 
Dry Goods company which operates the 
Crescent Department store. 

Mr. Saad is understood to be retiring 
from business in Spokane, but he will 
continue operation of his shoe store in 
Richland. 
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Trade Literature 





Wake Up Brother! 


“Wake Up Brother! Your Adjectives 
Are Showing” is the arresting title of 
a booklet of observations about modern 
salesmanship by E. W. Elmore, direc- 
tor of public relations for Burns Cuboid 
Co., of Santa Ana, Cal. Mr. Elmore has 
spent more than 25 years in large de- 
partment stores as advertising or mer- 
chandise manager and has conducted 
many large classes in advertising and 
salesmanship, besides writing several 
books, one of which ran into seven 
editions. 

The booklet is based on the premise 
that six years of boom have come and 
gone and the customer is becoming more 
selective, price conscious and brand 
conscious. It declares that 1949 will 
challenge the ingenuity of salesmen. At 
the same time it maintains that the 
boom can be prolonged by those who put 
forth intelligent sales effort. 


Written in language that is readable, 
interesting and forceful, Mr. Elmore’s 
booklet tells seven things the successful 
salesman must do to achieve the maxi- 
mum results of which he is capable in 
the field of selling. These are: Be cour- 
teous. Be helpful and serve. Know 
merchandise. Suggest other merchan- 
dise. Be enthusiastic. Study people, 
Listen well and never argue. All of 
these ““Musts for Selling” are taken up 
in detail and discussed in a breezy, in- 
teresting and highly stimulating way. 

One of the helpful features of the 
booklet is a suggestion for reading of 
three books that the author himself has 
found especially helpful. It is attrac- 
tively printed in colors and arranged for 
easy reading. It is published by the 
author, E. W. Elmore, Box 658, Santa 
Ana, Cal. Individual copies are 25c. and 
special prices are quoted for quantities. 





Booklet Published on 
Retailing Fundamentals 


NEw YorK—A 40-page illustrated 
booklet entitled “Fundamentals of Re- 
tailing” has just been published by the 
Better Merchandising Institute of 1270 
Broadway, this city. The author is 
Irving Goldenthal, lecturer at the 
School of Retailing, New York Univer- 
sity, personnel consultant, and author 
of severa] other texts dealing with re- 
tail merchandising. 

Some of the subjects covered are: 
Retailing and Distribution, The Con- 
sumer’s Dollar, Reducing Cost of Dis- 
tribution, The Functions of a Retailer, 
Careers in Retailing, Store Markups 
and Profits, and a Blueprint for an 
Effective and Happy Organization. Sev- 
eral interesting tables of store figures 
are included. 
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Cash In Ov’ Cleo! 
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| is a slipper that’s a natural when it 
comes to re-orders! A natural because it appeals 
to all age groups .. . and because it can be had 
in six colors, sizes up to 11, and in AA and B widths. 


Display Cleo, and you’ve sold it! 


|: IN WITH our National Advertising for Mother’s “~.__ 
Day. Seven popular slipper styles in Ladies’ 
Home Journal, Charm and Seventeen. All models 





...@ proven best seller 
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featured are in stock AND CAN BE SECURED AT ONCE. 


DANIEL GREEN 29 S722 


Dolgeville, New York 


| MADE BY MASTER CRAFTSMEN SINCE 1882 





Buffet Meal Feature 
Of Indiana Show 


INDIANAPOLIS, IND.—Hilary B. Thrall, 
secretary of the Indiana Shoe Travel- 
ers’ Association, and chairman of the 
association’s show committee, said re- 
cently that plans for the twenty-eighth 
annual Fall display of footwear, to be 
held June 5, 6 and 7 in the Hotel Severin 
here, are practically complete. An inno- 
vation, which takes the place of the 
banquet which has been a Saturday 
night feature and which has preceded 
by one day the opening of shows in the 


past, will be a buffet meal to be held 
on Sunday, June 5, between 2 and 6 
P. M. in the hotel’s roof garden. Tick- 
ets, for which there will be no charge, 
will be available at the registration 
desk for salesmen and retailers alike. 

“This change,” Mr. Thrall said, “has 
been made so that buyers, if they wish, 
may have some place to meet, discuss 
their problems and make decisions.” 

The dates of this year’s show have 
purposely been made later than has 
been customary in the past, in the be- 
lief that they will fit better into the 
retailers’ buying schedules. 
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7 
Scott leads with 


REDUCED PRICES! 





Scott's Sponge Rubber Insoles 


Here's an exceptional value!—Quality UP, Price 
DOWN! Full length, extra thick and resilient, super- 
soft material. Now has improved, extra durable, 
perspiration - resistant topping. Provides utmost 
foot comfort. Worn by thousands who stand or 
walk a lot. Popular with nurses, teachers, mailmen, 
salesmen, etc. Order a dozen or so at these lower 
prices: 


Stock +702—$4.80 Per Doz. Pair 


Write for Catalog showing 
Scott's Complete ‘'Profit'’ Line. 







SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
AND FOOT SPECIALISTS 
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FOOT APPLIANCE 


OMAHA? 


NEBRASKA 
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7) Maines AMARKS| 


FOR Feminine Footwork... ' 
CALIFORNIA CONSTRUCTION 2 


UTILITY OXFORD 











. for 
Housewives 
Waitresses 
Nurses 
Beauticians 


YOUR PRICE 
2d 


pair. net—30 


A-2337 ... Women's White Elk Blucher Oxford, no-mark sole 
A-2338 ... Same in Brown Elk. A-2359...Same in Black Elk 
AA, B and C widths... Sizes 4 to 10 (10¢ extra for size 10) 








Write for latest circulars showing IN STOCK VALUES! 
Wo house every Live Retailer should know 


“wom 


C. W Marks Shoe Company 
FOOTWEAR FOR EVERYBODY 
41S. Wells St., Chicago 6, Ill. 


Rstablished 1870 
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Washington, D. C.—The National Security Resources Board is consulting scores 
of informal industry task groups to develop the most efficient methods of mobiliza- 
tion in the event of an emergency. Recommendations of these small groups later 
will be reviewed by formal industry-wide advisory committees before final adop- 
tion by the board for transmission to the president. Shown here is the group 
selected from the shoe industry at its first meeting in Washington. They are (left 
to right): A. C. Jackson, Arnold Bros. Co., East Weymouth, Mass.; L. B. Sheppard, 
Hanover Shoe Co., Inc., Hanover, Pa.; Joseph W. Byron, director of NSRB's shoes 
aad leather division; Verne Power, Montgomery Ward & Co., New York City; 
Wearren Coombs, United Shoe Machinery Corp., Boston, Mass.; Edgar Rand, Inter- 
actional Shoe Co., St. Louis, Mo.; and R. C. Erb, J. F. McElwain Co., Nashua, N. H. 


before at a date as early as the one 
mentioned.” 

Despite this large attendance, Mr. 
Gerland added, the association and the 
city of Augusta will have enough first 
class hotel and private home rooms to 
accommodate the more than 2000 retail- 
ers who are expected. “I suggest, how- 
ever,” he said, “that all buyers who plan 
to attend, write or wire our Reservation 
committee in care of the Sheraton Bon 
Air Hotel, Augusta, Ga., as soon as 
possible.” 


Edison Bros. Name New 


Vice-Presidents 


St. Louis, Mo.—The board of di- 
rectors of Edison Brothers Stores, Ine., 
has elected Sidney Levinson, Jack West- 
brook, and Frank Ricca, all former as- 
sistant vice-presidents, to vice-presi- 
dents of the company. 

Mr. Levinson is merchandise con- 
troller in the company’s home offices. 





Southeastern Show to Have 


400 Exhibitors 


tions. 


before, judging from advance reserva- 


“We will have more than 400 shoe 


Jack Westbrook and Frank Ricca are 
executive supervisors for the company, 
Mr. Ricca with headquarters in New 








ATLANTA, Ga—lIt was announced 
here at a recent meeting of the Board 
and Reservation committee of the 
Southeastern Shoe Travelers, Inc., that 
the Muy 1 to 4 show of this association 
will have more members exhibiting and 
more retailers in attendance than ever 
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manufacturers and distributors under 
one roof at the Sheraton Bon Air Hotel 
in Augusta,” said Mr. Gerland, associa- 
tion president. “Our Hotel Reservation 
committee says that six weeks before 
the opening date, there were 50 per cent 
more retailer reservations than ever 


Orleans, La., and Mr. Westbrook with 
headquarters in Chicago. 

For the twelve months ended De- 
cember 31, 1948, sales amounted to $75,- 
022,175 as compared with $70,938,706 
for the year 1947. This is an increase 
of $4,083,469 or 5.76 per cent. 
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Obituaries 





Howard E. Sandum 


ROCHESTER, MINN.—Howard E. San- 
dum, assistant manager of Richmond’s 
Bootery here and a former president of 
the Northwest Shoe Retailers’ Associa- 
tion, died recently following a heart 
attack. He was 49. 

Prior to moving here in 1943, Mr. 
Sandum had been for twenty-one years 
manager of Mann’s shoe department 
in Devil’s Lake, N. D., where he was a 
past commander of the Tim Running 
Post, American Legion. Continuing 





his Legion activity after coming here, | | 





he became a member of the William T. | 
McCoy Post and served for a time as | 


its adjutant. 

Mr. Sandum is survived by his widow, 
Mrs. Gladys Irene Sandum; four chil- 
dren, Howard, Jr., Avis, Beatrice Mae 
and James; his mother, three sisters 
and two brothers. 





H. William Bergmann 


St. Louts—H. William 


Bergmann, | 


employed for the last thirty-four years | 


by Brown Shoe Company as findings 
buyer for all divisions, died recently at 
Barnes Hospital in St. Louis after a 
short illness. 


After gaining considerable experience | 


in factories both in St. Louis and Mil- 
waukee, he joined Brown Shoe Com- 
pany on March 1, 1915, where he acted 
as buyer until his death. 


Born April 5, 1882, he was married | 


and resided at the Winston Churchill 
Apartments in St. Louis. 





William H. Keller 


Syracuse, N. Y.—William H. Keller, | 


retired shoe merchant, died recently. 
Mr. Keller operated the Keller Shoe 


Company on North Salina Street for 


about 30 years. 


He later moved to the Empire Build- | 
ing where he also operated a shoe | 


business. Before retiring several years 
ago, he was employed in the shoe de- 
partment of E. W. Edwards & Son. 

Mr. Keller is survived by his daugh- 
ter, a son and a brother. 





Lewis Burk 


MANHATTAN, KAn.—Lewis Burk, 67, 
who had been associated in the shoe 
business here and at Hanover, Kan., in 
earlier years, died recently in a local 
hospital. 

In Manhattan he had been associated 
with the Knotsman Clothing Company, 
and later had worked in the shoe de- 
partment at Cole’s Department Store. 
He had also owned and operated a shoe 
store in Hanover, Kan. 

Later he became a traveling salesman 
for the Bragg Leather Company of St. 
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Order NOW while complete sizes and widths 
are available... 


HERE is a shoe featured in our current national advertis- 
ing* which has proven consumer demand. This is a typical 
example of the traditionally fine women’s footwear which 
The Krippendorf - Dittmann Com- 








pany has produced exclusively for our new folder 
77 years. Order this shoe today and \ write foro clete line 
send for our latest in-stock folder. \ show'"S shoes- 


of stock 






THE KRIPPENDORF - DITTMANN COMPANY 


CINCINNATI, OHIO 
New York Showroom: Marbridge Building 


FOOT REST 


shia “Makers of Women’s Fine Footwear 


since 1872” 


* NATIONALLY ADVERTISED IN VOGUE, LADIES‘ HOME JOURNAL, GOOD HOUSEKEEPING, 
COSMOPOLITAN, AND WOMAN'S DAY 





His widow, a daughter, mother, four 


Joseph, Mo. Lately, and until his retire- 
oe . brothers, and a granddaughter survive. 


ment, he had been traveling for the 
Driscoll Leather Company of Omaha. 

He is survived by his widow and one 
son. 





Archibald Stilwell 


WARREN, Pa.—Archibald Stilwell, 70, 
said to be the inventor of the Korry- 
Krome process of tanning leather, died 





Leslie H. Crockett 


INDIANAPOLIS, IND.—Leslie H. Crock- 
ett, 55, manager of the Florsheim Shoe 
Store, 2 E. Washington Street, Indian- 
apolis, died recently in St. Vincent’s 
Hospital. He came here from Chicago 
in 1919 to become manager of the 
store. 


in a local hospital recently following a 
heart attack. 

Born in England, Mr. Stilwell began 
his career as a chemical engineer and 
perfected his leather working process. 
He had been in poor health for many 
years. 
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OVER 200 LINES ON 


2 KENDAL AVENUE 


MID-ATLANTIC 
SHOE SHOW 


Sponsored by MIDDLE ATLANTIC SHOE TRAVELERS’ 
ASSOCIATION and MIDDLE 
ATLANTIC SHOE RETAILERS ASSOCIATION 


ADVANCE FALL SHOWING 


THE RETAILERS SHOE SHOW OF THE EAST 
May 14-15-16-17-18, 


1000 SHOE BUYERS from the MID-ATLANTIC 
STATES WILL ATTEND 


COME - SHOW - TELL - SELL 
THE BENJAMIN FRANKLIN—PHILADELPHIA 


May | 4th thru 18th, 1949 


FOR DISPLAY SPACE INFORMATION 
WRITE—WIRE OR PHONE ROSEWOOD 9872 


CAL J. MENCH, MANAGER | 
PITTSBURGH 2, PA. 
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Wise parents are today choosing these popular 
priced kiddie shoes, as they did in 1894, with 
confidence that they are right for growing feet. 
Made in a wide variety of styles, with plenty of 
models to choose from. Profit-dears that bring 
repeat business. 


Sizes 


{ Write for complete details—NOW. Address Zone I. 


te A.S.KREIDER CO. 








KREIDER'S 
“homfies’ and 


“Sweethearts” 


Soft Soles 00 to 3 
First Steps 1 to4 
Baby's 2t06 
Infant's 62 to9 
Child's 92 to 12 





Lebanon - Pennsylvania 








Newly installed front of Townsend's Shoe Store in Rome, N. Y. The owner Is pian- 
ning another store in Oneida, N. Y. 


RoME, N. Y.—Townsend’s Shoe Store 
at 175 Dominick Street was remodeled 
and modernized last Fall because of 
growing pains. Two years ago, John A. 
Townsend acquired additional space to 
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take care of expanding business, but he 
misjudged the rate of expansion and 
was forced to enlarge again. 

Planned action, determination, appli- 
cation of sound business policies are the 


reasons for Townsend’s success. But, 
in addition, he believes that being on 
the job at all times and the supervising 
sales and merchandising are also im- 
portant. 

About 18 years ago, Townsend came 
to Rome from St. Joseph, Missouri. 
After a modest start, he now has the 
reputation of being one of the most suc- 
cessful independent shoe store mer- 
chants in Central New York. In plan- 
ning his business, which he started in 
the middle of the depression, he deter- 
mined to concentrate his purchases in 
order to simplify his merchandising 
program and secure the cooperative help 
and guidance which were offered. These 
helps included an exclusive franchise on 
nationally-advertised, branded merchan- 
dise; planning and designing of a 
modern store; an exclusive accounting 
system; the assistance of field consul- 
tants and, of most importance, a plan- 
ned promotional program to increase 
sales and profits. 

His formula must be sound, for he is 
considering opening another store in 
Oneida, New York. 


Kinney Store Expands 


ABILENE, TEX.—F ollowing remodeling 
work at its building site, the local 
branch of the G. R. Kinney Co. reopened 
for business, recently. Added space has 
enabled the store to increase its stock 
and personnel 50 per cent. W. A. Mason 
is manager. 
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Arch-Preserver Dealers 
Hold Spring Meeting 


NEw YorK—The Metropolitan 
Wright Arch-Preserver Shoe Dealers 
Association held its Spring business 
and dinner meeting recently at Keen’s 
Chop House to discuss the E. T. Wright 
& Co. local advertising campaign for 





ROBERT |. MERIANS 


the next six months. Among the more 
than 40 dealers and guests present 
were J. A. Munroe, treasurer and gen- 
eral salesmanager of E. T. Wright & 
Co.; and Leo McCarthy, vice-president. 

At a business meeting the dealers, 
presided over by Robert I. Merians, 
president of the association, listened to 
Herbert Hand, Jr., of the H. B. 
Humphrey advertising agency, outline 
the advertising campaign, and saw 
proofs of advertising to be used. The 
dealers then voted to run the ads for 
the next six months in the New York 
World Telegram and the New York 
Times. 

After the dinner, representatives of 
Holiday and Time magazines, in which 
E. T. Wright advertises nationally, pre- 
sented their stories. 


Mr. Munroe told the dealers that 
manufacturing costs are still fully as 
high as they have been, and said that 
lower price prospects are uncertain. In 
conclusion, he emphasized, “We will 
help you all we can to help you sell 
more Arch-Preserver shoes.” 





British Industries Fair 
To Feature Shoes 


LONDON, ENGLAND.—At the 1949 Brit- 
ish Industries Fair to be held May 2 to 
May 13, shoes will be shown which will 
prove that quality and comfort can be 
united with high fashion without sacri- 
fice. 

Children’s shoes from Britain have 
always kad a world-wide reputation. 
Extensive orthopedic research has been 
carried out during the past year by 
makers of children’s shoes, and models 
constructed on the basis of results from 
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All year ‘round 
best seller 


A truly magnificent combina- 
tion of styling and leather in a 
sweeping wing-tip oxford. Mar- 
tin’s super quality Albion-grain 

. . specially hand-selected skins. 
Detail work is in the 1949 “bold 


T-8315 


distinctive 


A—THE DIPLOMAT... 
catching lightweight wingtip of 
Willow calf on the Sandhurst last 


B—THE WESTCHESTER ... the 
medium-weight 
golden russet leather T-8125 


Feature this British brogue 


—_ ~ Berkeley 
8’ LOTUS 





look” manner. Leather soles and 
heels ... leather lined. Built on 
the comfortable Berkeley last. 
Sizes 515 through 12, widths A 
through E. Order number T- 
8185. 


. eye- 


shoe, 


C—ORIGINAL VELDTSCHOEN 
.. . the world-famous waterproof 
shoe (nationally advertised) 
T-8113 


D—THE SPECTATOR ... an 
ideal combination of white buck 
and brown or black leather T-8310 


IMMEDIATE DELIVERY on all LOTUS 
footwear from New York stock 








LOTUS SHOES, INC., 47 W. 34th STREET, 


this most recent survey of children’s feet. 
These, made of only the best and softest 
leathers, will be shown at the fair. 
Britain’s leather goods and glove in- 
dustries have always taken a prominent 
part in the fair. In May they will again 
form the largest group in the leather 
industries section. Here again, fashion, 
comfort and “easy working” are the de- 
velopments which will be featured. 





Passaic Store Moves 


Passaic, N. J.—In a move which 
brings it closer to Main Avenue, the 


NEW YORK, N. Y. 





Lady Frances Shoe Store recently re- 
opened at 28 Broadway, this city. The 
store formerly was located at 101 
Broadway. The new store is consider- 
ably larger than that at its former 
location. High style, better grade 
women’s dress shoes are carried as well 
as casual types. The store is owned and 
managed by William Sideman. 


Chain to Open Store 


CuiIcaGo—The Hardy shoe chain, re- 
tail men’s shoe outlet, has leased a 
store at 20 North Dearborn Street, 
here. a 
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Catalogue On Request 
To Retail Profitably from $3-00 ¢. $4.00 








STYLE 452 
SIZES 2/9 


IMMEDIATE 
DELIVERY 


Warehouse facili- 
ties in key cities 
throughout the 
country, insure 

prompt delivery. 


FE SE lam Shoe Cx 


DISTRIBUTORS IN KEY CITIES 


ae 


oy ae .. .....Boston, Mass. 
Krohngold Shoe Co. .........Cleveland, Ohio 
Boston Shoe Co. ... .........Los Angeles, Calif. 
8. ey - oenmt...... ..New Orleans, La. 
Horper & Kirschten Shoe Co. ......... Chicago, iit. 
eS oO eae Rochester, Y 


we. ¥. 
C. A. Bachman, 3737 Dupont Ave., Minneapolis, Minn. 


Immediate delivery from above sources. Write to distributor nearest 
your city or direct to factory for catalog and prices. 





She Runs Her Store Alone 


SALLY MOORE GRIENEISEN, owner of the Moore Shoe 
Store, 2324 Brown Street, Philadelphia, is one of the few 
women who have run their own shoe stores continuously and 
alone since 1916. Her’s is a complete family shoe store that 
makes every effort to cater to the specific needs of every 
member of the family. Many people wonder how she can 
manage the whole business singlehanded, satisfy customers 
who demand personal attention, and actually do enough 
business to warrant a sizable shoe stock of more than 
$10,000 in value. All of this is based on a developed repu- 
tation for giving unhurried and individual attention to each 
customer. She is justifiably proud of the business that 
comes to her store from residential areas far from her own 
vicinity. 

“I call myself a diplomat rather than a shoe sales- 
woman,” Mrs. Grieneisen maintains. “I try to satisfy cus- 
tomers without ever actually telling them what is best for 
them to wear and buy. I never force an issue. If they 
want a certain style that they have in mind through a pic- 
ture or ad seen elsewhere and which I don’t have in stock. 
I do not high pressure them into buying what I do have to 
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Concentrate 
Your Buyint 
AT THE 


MARBRIDGE BUILDING 


Here you have the 
grectest continuous 
display of Men's, 
Women's and Chil- 
dren's Shoes, Play 
Shoes and Slippers 
in the country. 








show them. When I let them know that I will make an 
effort to get the shoe they want from the wholesaler or 
manufacturer, they will pay more attention to what I have 
in stock. More often they prefer what I already have in 
stock to leaving a special order. 


Please the Customer 


“The main thing is to please the customer; she must be 
satisfied with the type of service you offer and she will buy 
her shoes from you almost exclusively. If a customer thinks 
you are trying to sell her a pair of shoes just to make a sale, 
that’s the last you'll see of her and my customers have been 
returning for years. I have all types of customers—all 
types of personal preferences to suit. People are always 
asking how I manage to wait on several customers at the 
same time, satisfy each one and make sales. This comes 
from working with a system, getting to know each cus- 
tomer personally. I learn how they like their shoes to fit 
and the type of shoes they prefer. You never waste time 
showing a customer wrong types of shoes when you know 
her likes and dislikes. I could have a store full of the cus- 
tomers that I know so well and wait on every one of them 
to our mutual satisfaction. 

“I could probably sum things up by saying that I built 
a shoe business on just giving people a personal shoe fitting 
service that satisfies. I know that when they come in to be 
fitted and, after spending some time with me, have to leave 
without a pair of shoes, they will be back another time. I 
know that once I have sold them the idea of liking my ser- 
vice, I don’t have to think of when they will buy the shoes. 
That’s the way I keep on in a paying shoe business without 
outside assistance.” 
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Abraham Shapiro Memorial 
is Planned 


BostoN—The establishment of the 
Abraham Shapiro Memorial Committee, 
headed by U. S. Secretary of Labor 
Maurice J. Tobin, Governor Paul A. 
Dever of Massachusetts and C. Law- 
rence Miinch, President of the Boston 
Chamber of Commerce. as honorary 
chairmen, was announced by a nation- | 
wide group of friends and business as- | 
sociates of the late Boston indus- | 


Another } 
wud f EXCLUSIVE 


PURE GUM RUBBER FOOTWEAR 


Beautiful amber translucent natural rubber material. 
So transparent the rubbers blend perfectly with 
shoes of every style and color. The ulti- 

mate in lightweight, flexible, cush- 










trialist and philanthropist. | 


In reveaiing the plans of the group, 
A. W. Berkowitz, of Boston, chairman 
of the Memorial committee, stated: 
“During his life, Abraham Shapiro de- 
voted himself and his resources to just 
and worthy causes with monumental 
generosity. We now, therefore, feel it 
appropriate that we dedicate in his 
memory a monument both to, and in 
furtherance of, the values he cherished 
so dearly.” 

Although the exact form of the 
memorial tc be established has not as 
yet been determined, the Memorial 
committee did announce: “Abraham 
Shapiro’s sustained interest in the de- 
velopment cf educational opportunities, 
his pioneer role in the establishment of 
Brandeis University, and his selfless 
dedication to ensuring the successfu! 
growth of that institution, renders it 
most appropriate that his friends erect 
the memorial on the Brandeis Univer- 
sity Campus.” Brandeis University, 
located in Waltham, Mass., is the na- 
tion’s first Jewish-sponsored non-sec- 
tarian institution of higher learning. 
The late Mr. Shapiro served as a found- 
ing member of the board of trustees of 
Brandeis and was chairman of the uni- 
versity building committee until the 
time of his death. 

Members of the Memorial committee 
indicated that they are contemplating 
erection of a university auditorium at 
Brandeis which would commemorate 
Mr. Shapiro’s continued interest in 
Brandeis and the field of educational 
opportunity for young people. Plans 
for the Abraham Shapiro Auditorium 
would include provision of the neces- 
sary facilities for convocations, com- 
mencement exercises and student ac- 
tivities. 

Frederick Bloom of Boston will serve 
as secretary of the Memorial commit- 
tee. Other members whose acceptances 
have been announced include: James 
J. Molloy, Lowell, Mass.; Louis Fried, 
New York City; Hyman M. Cohen, 
Augusta, Maine; Benjamin Solnit, Los 
Angeles, Calif.; Robert Goldstein, 
Middleboro, Mass.; Samuel Edison and 
Seymour Fabric, both of St. Louis, 
Mo.; John E. Daniels, Boston, Mass.; 
Joseph Bluestone and Abraham Cort, 
both of Cleveland, O.; Albert Wechsler, 
Malden, Mass.; Ira A. Watson, Birm- 
ingham, Ala.; Leon Goldin, Baltimore, 
Md.; Frank S. Shapiro, Newton, Mass.; 
Louis Ostrov, Akron, O.; Joseph 
Bienenstock, Detroit, Mich.; Samuel M. 
Levine, Paterson, N. J.; Joseph Grace 
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ioned comfort. 


sizes of footholds 
shoe sizes 3% to 9%. 


These footholds snug-fit all lasts from opera pumps 
to medium heeled walking shoes, including platforms. 
Especially designed to cling to the 
back strap of open heeled shoes. 


Retailers who have seen these new 
rubbers are now enjoying amazing 
sales. Join them. Order your stock 
of pure gum clogs, sandals and 
footholds today. 














of Worcester, Mass.; Louis H. Salvage, 
Milton Kahn, James T. Gormley, Max- 
well Field, Louis Eisenberg, Nathaniel 
P. Lyons, Samuel Saxe, Meyer Saxe, 
Frank Masterson, Carl Spector, Joseph 
Weinstein, Alfred Morse, Sidney Elkind, 
Jack Ansin, Kivie Kaplan, Jack Shain, 
Charles Milender, A. I. Schiller, Jacob 
W. Shoul, Arthur Rosen, A. A. Bloom, 
Henry G. Cohen, Dr. Samuel Proger, 
Louis Rosen and Thomas Small, all of 
Boston. Also: A. S. Burg of Lynn. 
Mass.; Benjamin Lemchen of Quincy, 
Mass.; Samuel Smith of Newmarket, 
N. H.; and Michael Lunder of Dover, 
N. H. 


TINGLEY-RELIANCE RUBBER CORP. 


RAHWAY, NEW JERSEY 


Wyoming Store Adds 
Shoe Department 


CASPER, Wyo0.—Two new shoe de- 
partments have been established here. 
They are both on the first floor of the 
newly-finished Gordon store, and Fred 
Haga is the manager of both depart- 
ments. In the men’s section, the west- 
ern theme is carried out. Shadow- 
boxes are fenced in half way up with 
rugged posts. Huge photos depicting 
Western scenes line the walls. 

The management is proud of the 
wide range of colors, sizes and styles 
offered women and children. 
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NOW! At The Same Price as Ordinary Horns 


HOOK GRIP 


A 


the 


SKOOP 


(Pat. No. 90286) 


THE PRACTICAL SHOE HORN 


No Tugging or 
Jerking 








VacABonn SHOES 





in one job only... 
devoting all our skil! to creating America’s Finest Low 


Prevents Counters 
from Spreading 


© Heel Shoes—to retail profitably at $6.95 to $8.95. 


LISGSAK & CEC O.srockton mass 


Retains the Narrow 


Heel 
es 


So Easy to Use 


. GETTING PRICE RESISTANCE? 


Rapidly Supplanting 
NEED POPULAR PRICED STYLES 


the Old-Fashioned 
Shoe Horn TO BALANCE YOUR LINE? 


if FOR THE BIGGEST AND SMARTEST LINE OF 


Plain or Stamped JUVENILE SHOES 


with Customer’s 
TO RETAIL AT 


Name and Address | 
$2 = 53 and $4 














“WON'T STICK IN THE SHOE 
—AS OTHER HORNS DO." 


= For Sale Only By see 
| GOODWEAR SHOE COMPANY, INC. 
y WOOLMAN and ROBLES 144 Duane Street & New York 13, N. Y. 


61 East 11th Street New York 3, N. Y. 


Where You Get “The Most for the Least!” 




















Three-Fourths Yellow; One-Fourth Aqua 





vertisements announced the grand open- 
ing of the shop. 

Mr. Holtz, with 23 years of experi- 
ence in the shoe business in Toledo, 
used advertising designed to reach his 
trade, and had a store which was taste- 
fully decorated to show his stock to best 
advantage. A mailing piece was also 
sent out, to supplement the newspaper 
advertising, to a list of his former cus- 
tomers. 

His store, with the salesroom as inti- 
mate as a parlor, is decorated in strik- 
ing colors, having three walls of canary 
yellow, and a fourth of dark aquama- 
rine, with gray carpeting. The walls 
have two silk Chinese scrolls with gold 
writing, and an ancestral print in opa- 
que colors on rice paper, showing a 
picture of Princess Kngsi, made in the 
early 17th century. Mr. Holtz was aided 
by his wife, a local newspaperwoman, 
in planning the store. 

Chairs are finished in black, of Chi- 
nese Chippendale design, with some 
seats upholstered in yellow, others in 
red. The chairs were designed by Mr. 
Holtz, and have a shelf underneath for 
various items, including measuring- 
stick, shoe horn, button hook, etc. 

Chandeliers in the store are gold bird- 


Chinese scrolls of silk with characters in gold decorate the walls of the Richard 
Holtz, Inc., store in Toledo, Ohio. 





ToLepo, O.—When Richard Holtz, 
president of Richard Holtz, Inc., opened 
his shoe salon at 206 Huron Street, 
Toledo, it was an event that his many 
friends and customers had been await- 


246 


ing, and he did not disappoint them. 
He opened his shop in a good location 
in the downtown area, and invited them 
to a cocktail party for a “prevue” of his 
store. A few days later, newspaper ad- 


cages, With trailing vines hanging from 
the bars. Lamps are of Chinese style, 
and the bamboo screens which separate 
the window from the store and form 
the back wall were lacquered in blaek. 
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Shoes are displayed on small tables and | 
on the floor surrounding the lamp tables. 
Mr. Holtz was buyer for the second 
floor shoe department of Lamson’s, de- 
partment store, for 14 years, and prior 
to that was with Lauber’s, now out of 
business, which sold custom-made shoes. | 





RICHARD HOLTZ 


Mr. Holtz advertises (about one-sixth 
page ad) every Sunday, Wednesday, 
and Thursday, his ads being in the 
society section. Occasionally on Friday 


he will run a smaller ad with institu- 


tional copy. 

Window displays are changed weekly, 
and always carry out the Chinese deco- 
rative motif, with small Chinese figures 
and statuary (vases, etc.) to lend added 
interest. 

Since the store is not too deep, what 
stock cannot be carried on the main 
floor is kept in the basement. The entry 


to the basement and the stairway is | 


decorated in the same shade of dark 
aquamarine, so that when this door is 
opened, no jarring note is apparent. 
Mark Noffsinger, who worked with 
Mr. Holtz for many years, is manager. 





Many Exhibitors Expected 
At Chicago Show 


CuHiIcaGo.—A total of approximately 
250 exhibitors are expected to show Fall 
shoe lines at the Fall Shoe Show to be 
given by the Shoe Travelers’ Associa- 


tion of Chicago May 15 through May 18 | 


at the Morrison Hotel, John F. Walsh, 
president, announces. 

A special feature of the show will be 
a buffet luncheon for retailers and ex- 
hibitors to be held Tuesday, May 17. 
There will be special entertainment at 
this time. Retailers will secure their 
tickets at the registration desk at the 
time of the show. Billy Hubbard, chair- 
man of the entertainment committee, is 
in charge of the luncheon. 

Preliminary announcements are being 
sent to some 3,200 retaileres in Illinois, 
Indiana and Wisconsin. Some parts of 
Minnesota, Iowa, Michigan, and Ohio 
are also included in this mailing. The 
importance of making selections of Fall 
shoes early is being stressed in the an- 
nouncements. 
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HURRY TO 


Top values you can merchandise 

successfully because they come to 
you in a fitting variety of colors 
and sizes in all price ranges. 


Hurry for the 
$2.50 Retailer 


The Sporty 


Supple elk leather uppers on longer 
wearing rubber soles. Full and half 
sizes 5 to 3. Price 





HURRY YOUR 
ORDER 


But you needn't order too) 
. many. Surrey has 
prepared sufficient 
in stock to supply your 
reorders promptly. 








143 DUANE STREET 


a 
% 


SURREY, 


Yes! Surrey Sandals make friends of 
customers wherever they're featured. 





#860 Brown 
#861 Red 
. $1.45 #362 White 


Sturdy elk leather uppers—neatly stitched 2850 
on durable nine = 
and half sizes 5 to 2. Price 


FOR SMART, 
POPULAR, 
FAST SELLING 


SANDALS 
















Hurry for the 
$3.00 Retailer 


The Dandy 


Fine quality fully-lined elk uppers with pano- 
lene sole and leather insole. Full and half 
sizes 5 to 3. Price. $1.85 


#870 Brown 
#871 Red 
#872 White 








Hurry for the 
$2 Retailer 


The Budget 


iron rubber soles. Full 3851 Red 
$1.30 +852 White 





SURREY FOOTWEAR, inc. 


NEW YORK 13, N. Y. 








This May show is the largest on the 
calendar of shows sponsored by the Chi- 
cago Shoe Travelers. 





NESLA Sponsors Labor 


Relations Course 


BostonN—The New England Shoe 
and Leather Association is sponsoring 
for the second consecutive year a spe- 
cial course for top-level management 
on “Labor Relations In The Shoe In- 


dustry,” according to Maxwell Field, 
executive vice-president of the associa- 
tion. The instructor is E. Robert 
Livernash, former chairman of the New 
England War Labor Board, and at pres- 
ent director of industrial relations for 
the J. F. McElwain Company. 
Membership in the course is limited 
to owners of association member com- 
panies and their executives who handle 
labor matters. Classes are held on 
Wednesday evenings, for a 10-week 
period, at the University Club in Boston. 
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CHILDREN’S $1.98 RETAILER! 


2 Strap Barefoot Sandals 


Get your share of sandal profits. Sell this 
quality sandal with rubber sole and heel 
wear. 


33 4,8 Brown $1.27'/, 
23131 41/,-8 Red 1.271, 
23132 4'/,-8 White 1.27), 

3314 8-3 Brown —=1.37!/, | 
i 33141 81/,-3 Red 1.37, 
2 23142 8'/,-3 White —‘1.37'/, 


Terms: 2%, ten days. 


36 pr. case lots to style ond 
color—EXTRA 3% discount 


IMMEDIATE DELIVERY 


CENTERVILLE SHOE CO. 
CENTERVILLE, MICHIGAN | 


PhyI-Flex 








low heels 


Salesmen: Some open territories. Write for details. Lowell, Mass. 


They are walking out of scores of 
America’s best stores with thousands 
of customers inside them. Save by 
buying direct from the manufacturer. 
Write for new Spring Catalog. 


retailers 


Women’s, Misses’, Children’s 
Wedgies, Casuals, Sports 


PHYLLIS 
SHOE CO. 











NEW Ventilated sandal in white, 
smoke, brown and red elk. 

NEW Exclusive thread feature! Spe- 
cially processed nylon thread 
gives Extra Wear in soles and 
handsewn toes. Found only in 


COMMENDED 





PARENTS 
= Sizes & Half Sizes: 3-8 
Widths: B-C-D and E. 


BERKSHIRE FOOTWEAR CORP., INC. 





HOLLISTON 2, MASSACHUSETTS - 


Fashion Show Is 
Planned by PPSSA 


[CONTINUED FROM PAGE 226] 


the last PPSSA presentation. 

The “PPSSA Pediscope” will again 
be used for screening in full color de- 
tails of shoes shown on the runway. An 
entirely automatic projection system 
will be used for the first time. 

The forthcoming PPSSA fashion 
show is being scheduled in the morning 
so as to give buyers and manufacturers 
information that will be valuable to 
them in planning their Fall purchases. 
It will be the only official function 
scheduled during “business hours” of 
the market week and is planned to run 
one hour. Cards of admission will be 
furnished retailers and manufacturers. 


248 





Paul Kirsh Manager of 
Bullock Shoe Department 


PASADENA, CALIF.—Paul Kirsh is now 
buyer and manager of the Bullock 
Pasadena fine shoe department. 





PAUL KIRSH 


Mr. Kirsh has long been identified 
with the better shoe business in this 
section. During the last 20 years he 
has held executive positions with three 
firms—Gude’s, J. W. Robinson Co., and 
more recently with The May Co. The 
new Bullock store in Pasadena is con- 
sidered one of the country’s outstand- 
ing stores with an exceptional shoe 
section. 


Store Name Changed 


FortT WAYNE, IND. — Reed’s Shoe 
Store, 816 South Calhoun Street, Fort 
Wayne, Ind., reopened recently under a 
new name, Reed’s Mary Jane Store. 
Byron Moss is manager. 

The store had been closed since Janu- 
ary 10 to complete an extensive remodel- 
ing program, which included a new 
front giving the store a two-story fa- 
cade, new display windows, and a com- 
pletely redecorated interior, including 
new chairs and display cases. Interior 
decoration included walls in coral with 
an off-white ceiling. The store’s bag 
and hosiery department was enlarged. 

Mr. Moss has been associated with 
chain store shoe retailing in Fort 
Wayne for the last 20 years. 





White Shoes 


that can be Kept Clean with only 


Soap and Water 
- More Sale-able © 


Write for reports on Lux and Ivory Tests 
Ask your manufacturer about this 
Really Washable Elk 


This teg attached to shoes 


vuppered with Kleen-ette 


A.H. Ross & Sons Co. 


Tanners Stnce (S88 
Chicago 22, Ill. 








I. Miller Store 
Changes Ownership 


SEATTLE, WASH.—The I. Miller Shoe 
store, located at 1521 5th Avenue, was 
recently purchased by Pessemier’s, and 
although the change took place the first 
of the year, the transaction was not an- 
nounced at that time. The store will 
operate under its former policy, carrying 
I. Miller shoes and merchandise of the 
same high quality as in the past. 

Don Rutter, former assistant mana- 
ger, has been appointed manager under 
the new ownership. 


Boot and Shoe Recorder 








Financial News 


Sees 1949 Earnings Below 
Those of 1948 


CuHIcAGO—Both sales and net income 
of Marshall Field & Co. increased in 
1949, according to the annual report to 
stockholders issued by Hughston M. Mc- 
Bain, president. Net earnings of the 
firm were $11,234,000 in 1948, equal to 
$5.45 a common share, compared with 
$10,557,000 or $5.10 a share, a year 
earlier. Sales rose to $224,547,000 from 
$211,403,000. 


He stated, however, that the immedi- 
ate outlook for 1949 is disappointing, 
thus far. “In our Fieldcrest Mills 
sales have declined sharply,” he stated. 
“Unfilled orders on our books, as of 
Dec. 31, were 37 per cent less than at 
the end of the preceding year. Gross 
profit margins have fallen in all divi- 
sions of the business, mainly because 
of a fairly general downward trend in 
prices.” 

The value of inventories plus mer- 
chandise on order at the end of 1948 
was 3 per cent higher than a year 
earlier, he said. The sum of $800,000 
was appropriated out of 1948 net in- 
come to raise the company’s reserve 
against inventory price decline to $8,- 
100,000. However, he asserted earned 
surplus is higher than it has been for 
many years and the company is in the 
strongest financial position it has been 
in “for a generation or more.” 

Inventories alone, as of December 31 
were $31,300,000 against $26,600,000 at 
the end of the preceding year, the re- 
port disclosed. Merchandise cn order 
totaled $11,900,000, a decrease of more 
than 3 million dollars from a year ago. 
Expenditures for plant improvements 
and equipment amounted to $5,100,000 
in 1948 against $6,800,000 in 1947. 

“The probability is that our earnings 
for 1949 will fall below the level of the 
last three years,” Mr. McBain said. 
“The extent of the possible decline 
hinges in part on the severity of the 
‘adjustment’ which seems to be under 
way. Whether we are in the midst of 
a re-adjustment or a recession of more 
serious proportions remains to be seen. 
In either event the immediate effect 
upon earnings would be substantial.” 





Record Profits Reported 
By Armstrong Cork Co. 


LANCASTER, Pa.—H. W. Prentis, Jr., 
president of the Armstrong Cork 
Company, reported in the annual state- 
ment sent to stockholders that net 
profits on 1948 operations in the United 
States, after taxes, reached an all-time 
high of $11,567,524 on a record domestic 
sales volume of $173,088,849. 


The 1948 profits compare with net 
profits of $9,648,592 for 1947 on a sales 
volume of $143, 971,154. Earnings on 
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Sounds kind of righteous but it’s really just good business sense. 
When Ear! Bevins shows you how Grinnell Shoes can increase your 
volume profitably, he helps himself and his company, too. 


Grinnell Shoes do offer the dealer some important profit advan- 
The line sells the year ’round. 
Styles are particularly popular with teen 
Grinnell’s fast, in-stock order service lets you 
operate on a small inventory, frees working capital and protects 
against overstocking and costly clearance sales. 


It’s well made for easy 


Use the Grinnell man to select a hard-working stock of casual 
shoes, suited to your area and season. 


A letter today will bring 


Catalogue and samples on request. 


| (Srtnnell sHOE COMPANY 


GRINNELL, IOWA 
MANUFACTURER OF WOMEN'S AND GIRLS’ SPORT WELTS 





the common stock during 1948, on the 
basis of the income of domestic compan- 
ies only and after deducting dividends 
paid on the preferred stock, were $7.54 
as compared with $6.41 in 1947. The 
net profit for 1948 represents a return of 
6.7 per cent on sales, the same as in 1947. 





Melville Reports Increase 
In Net Income 


New YorK—Melville Shoe Corpora- 
tion reports for the year 1948 net in- 
come of $5,907,816, after all charges 
and taxes, equal after preferred divi- 
dend requirements, to $2.64 per share of 


common stock. This compares with a 
net income of $5,419,690, or $2.45 per 
share, for 1947. 

Combined store and factory sales in 
1948 were $124,015,243, as compared 
with $120,559,367 in 1947. Retail store 
sales in 1948, in 536 Thom McAn and 
11 John Ward stores, were $75,568,381, 
compared with $71,992,773 in 1947. 
Sales of the J. F. McElwain Co., the 
company’s manufacturing division, were 
$48,446,862, compared with $48,566,594 
in 1947. Total shoe sales for the year 
1948, both at retail and to outside cus- 
tomers, were 11,939,419 pairs, compared 
with 11,531,036 pairs in 1947. 
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Sling-Back Chosen for 
April Promotion 


BROCKTON, Mass.—Receipt of a 
timely style promotion “package” has 
been acknowledged by Walk-Over deal- 
ers from coast to coast. It gives feature 
billing to the line of Easi-Gaits, star- 
ring the Romp sling step-in as a sales 
“natural” for April promotion. It has 
the extra advantage to retailers of 
being backed by Walk-Over’s large in- 
stock service for at-once shipment. 

The Romp is a “softie” that comes in 
unlined calfskin on a mid-heel. It is a 
buckled style with open back and toe. 

The Easi-Gait promotional package 
contains reprints of Walk-Over’s April 


advertising in Vogue, Ladies’ Home 
Journal and Woman’s Home Com- 
panion. 





English Shoe Exporter 
To Visit U. S. 


LONDON, ENG.—R. C. Linton Cron- 
bach, export director of Joseph Cheaney 
& Sons, Ltd., English shoe manufactur- 
ers with factory at Desborough, plans 
to leave here on April 19 for an ex- 
tended trip through the eastern parts 
of Canada and the United States. The 
firm manufactures a line of men’s ox- 
fords for town and country wear, 
brogued golf shoes, cruise shoes and 
officers’ ankle boots. 
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New Sales Staff Built Up 

By Athletic Shoe Co. 
CuHIcaGco— The Athletic Shoe Com- 

pany of Chicago has just completed its 


fiftieth year in business and its presi- 
dent, Willy Nordwind, announces that 





WILLY NORDWIND 


one of the first objectives he set up when 
he took over the company management 
in 1942, that of selecting and training 
a complete staff of direct salesmen, has 
now been achieved. Top management, 
in addition to Mr. Nordwind, consists 


of Floyd Treat, general sales manager; 
Johnny Cullen, assistant to the general 
sales manager; and Maurice Nagle, 
vice-president and comptroller. 

The salesmen are R. P. Kypke and 
Dave Weinshanker, New England; Vic 
Francis and Herb Johnson, New York 
City and vicinity; Bob Rodrick, Ohio, 
Pennsylvania, New York State, Vir- 
ginia and West Virginia; Bill Hallowell, 
Carolinas, Florida, Georgia, part of 
Tennessee and Alabama; Dick Treat, 
Illinois, Wisconsin, Indiana, Michigan 
and Ohio; Ned Sheill and Johnny John- 
son, Texas, Oklahoma, Arkansas, 
Louisiana, Mississippi and part of Ten- 
nessee; Milt Grimsrud, Minnesota, 
Iowa, North and South Dakota, Ne- 
braska, Kansas, Missouri, Colorado and 
Wyoming; V. G. Nelson, Nevada, Ari- 
zona, New Mexico and part of Califor- 
nit; Steve Andrako, Montana, Idaho, 
Utah, Colorado and parts of Washing- 
ton and Oregon; Sid Selig, East Central 
States; Irv. Rosen, North Central 
States; Vin Baker, parts of Washing- 
ton, Oregon and California. 

The firm manufactures an extensive 
line of hard-soled shearling footwear 
under the trade names of Rest-Rite and 
Tarmigans and Athco athletic shoes. 
New in the Athco line are Athco golf 
shoes and shearling-lined storm boots. 
To the Tarmigan line, after-sport shoes 
have been added. 
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Promotions Announced by United Last Co. 





O. S. PORTER 





E. G. TREMAINE, JR. 





R. J. HOLMES 


G. A. ADAMS, JR. 


Boston.—The United Last Company announces the promotion of four major 
executives. Mr. Porter has been appointed director of research; Mr. Tremaine, Jr., 
and Mr. Adams are now assistant general managers; and Mr. Holmes has been 
made sales promotion and advertising manager. The first three also are members 


of the board of directors. 





Commonwealth Sales Manager 
Announces °49 Increase 


WHITMAN, Mass.—Contrary to a re- 
ported trend toward declining men’s 
shoe business in some centers, the 
Commonwealth Shoe and Leather Com- 
pany of Whitman, has shown a sub- 
stantial increase in sales so far this 
year in comparison with the cor- 
responding period of 1948. Announce- 
ment to this effect was made by M. 





M. ROBERT SHAFFER 


Robert Shaffer, vice-president and sales 
manager of Commonwealth, at the 
opening of the company’s recent sales 
conference, which was attended by 20 
sales representatives from all sections 
of the country. 

This increase in sales was attributed 
by Mr. Shaffer to a number of factors, 
including an expanding market for the 
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styles and types of shoes that Com- 
monwealth is offering tc the trade and 
public, the consequent development of 
a substantial number of new accounts, 
plus the increased program of national 
advertising which was authorized for 
this year. More important than any 
other factor, according to Mr. Shaffer, 
has been the aggressive sales efforts 
made by the company’s representatives 
in their several territories. 

After the showing of new Fall lines 
the salesmen left for their territories 
carrying, in addition to their samples, 
elaborate portfolios showing in color- 
ful detail the advertising and promo- 
tional material developed around the 
following lines: Bostonian, Footsaver, 
Mansfield, Denny Murray and Bos- 
tonian, Jr. The sales conference is said 
to have been one of the most interest- 
ing and successful meetings of its kind 
in the company’s history. 





Drew Leaves Magazine 
To Join Johansen 


St. Louts—Roger Drew, formerly on 
the sales staff of Good Housekeeping 
magazine, has been appointed director 
of merchandising and advertising of 
Johansen Bros. Shoe Co., St. Louis. 

He will officially take over his new 
responsibilities April 25, according to 
Harry B. Johansen, executive vice- 
president. ‘ 

Mr. Drew has a wide, varied adver- 
tising and promotional background, 
having been connected with the Coca- 
Cola Company and the General Outdoor 
Advertising Company, as well as with 
Hearst Publications. 


Adds Growing Misses’ Sizes 


FREDERICKSBURG, VA.—The Virginia 
Shoe Company has added sizes 3%, 4, 
4% and 5 to its line of misses’ shoes 
and has given this added size range 
the name of growing misses’ shoes. 
They are made over lasts identical with 
those used for the normal range of 
misses’ sizes and will be carried in the 
same colors and patterns found in the 
regular line. This addition to the line, 
the company announces, is to care for 
child customers whose feet are some- 
what larger than what has hitherto 
been considered normal. 





Bolt Now Traveling 
For Stacy-Adams 


BROCKTON, Mass.—Alexander (Mac) 
Bolt, formerly with A. E. Nettleton 
Company, Syracuse, N. Y., has been 
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ALEXANDER BOLT 


appointed to represent the Stacy-Adams 
Company in the Midwestern States. 

Mr. Bolt has had many years of com- 
prehensive shoe experience in styling, 
designing and selling. For the past 18 
years he has covered the Midwestern 
territory and has served many of the 
largest men’s shoe accounts in that 
area. He is now in his territory, and 
says it will be his pleasure to call on 
his many new accounts as well as his 
old friends and customers. 





Remodels Showrooms 


CuHIcaGo—C. W. Marks Shoe Co., 
well known firm of Chicago wholesalers, 
has recently extensively remodeled the 
firm showrooms at 41 S. Wells Street. 
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New Service to Aid Independent Retailers 





Paul Atkins, Winthrop general manager, explains contents of technical advisory 
service analyzing all phases of independent retail shoe store operation to Inter- 
national Shoe Company executives (left to right) A. B. Fletcher, vice-president; 
Edgar E. Rand, vice-president in charge of merchandising men's shoes, and A. L. 


Johnson, advertising manager. 


St. Louris—A technical advisory ser- 
vice analyzing all phases of independent 
retail shoe store operation, has been an- 
nounced by the Winthrop Shoe Com- 
pany. 

The service, named “Winthrop’s Plan 
of Profitable Action,” will be presented 
for the first time by the Winthrop sales- 
men when calling on their accounts dur- 
ing their Fall selling trip. It is intended 
to acquaint veterans and new entrants 
in the shoe retailing field, with basic 
operating procedures, and to provide a 
“refresher course” for established re- 
tailers. 

“For many years, the great shoe 
chains have demonstrated that sales can 
be vastly increased and sharp economies 
effected, through organized planning 
based on coordinated national experi- 
ence,” Paul Atkins, Winthrop general 
manager, said recently. “So we are pro- 
viding independent retailers with an 
operating procedure service similar to 
those which every chain provides its 
subsidiaries.” 

“The necessity for meeting chain 
store competition is steadily increasing,” 
Mr. Atkins added. “Last year’s rise of 
24 million dollars in chain store shoe 
sales, compared with a 20 million dollar 
drop in independent retailer sales, 
speaks for itself. The chains have al- 
ready climbed back to the relative posi- 
tion they occupied during pre-war 
years. 

“Unless manufacturers serving inde- 
pendent retailers work out with them 
a coordinated program, the competition 
from well-organized chains will continue 
to sharpen.” 

The new Winthrop service will be dis- 
patched in loose-leaf reference form, 
bound in letter-size file folders, with 
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periodical supplements to be added at 
regular intervals. Contents announced 
by Mr. Atkins are grouped under the 
following basic headings: General Man- 
agement; Sales Management and Retail 
Salesmen’s Training; Market Analysis: 
How to Sell The Youth Market; Selling 
the Adult Market; Selling the Boys’ 
Market; Extra Pair Sales; National 
Advertising; Dealer Advertising and 
Merchandising; Profitable Promotions: 
Dealer Public Relations. 

The first and several other sections 
will be sent out complete. Others, such 
as the Salesmen’s Training Program, 
will be sent out from time-to-time on a 
regular mailing schedule, with sufficient 
copies for each salesman in the store. 

“The service is designed to be a liv- 
ing, continuous one, to keep interest and 
enthusiasm at a high pitch,” Mr. Atkins 
said. “As such it should be invaluable.” 

Material for the new Winthrop ser- 
vice is, in the main, a compilation of 
methods used by Winthrop’s most suc- 
cessful dealers. Considerable use has 
also been made of surveys conducted by 
the Bureau of the Census, Department 
of Commerce, and of material appearing 
in BooT AND SHOE RECORDER and other 
business publications over the past ten 
years. 


Fargo Leaves Heywood 

WoRCESTER, MAss.—Charles S. Hoar, 
executive vice-president of the Hey- 
wood Boot and Shoe Company here, an- 
nounces the resignation of Edward A. 
Fargo, Jr., for several years vice-presi- 
dent in charge of sales and advertising 
and prior to that a member of the staff 
of salesmen. Mr. Fargo has left the 
shoe business for another line of en- 
deavor. 


Television Being Used 
To Promote Keds 


New YorkK—The footwear division of 
United States Rubber Company is 
sponsoring the juvenile television pro- 
gram, “Lucky Pup” over the entire CBS 
network. “Lucky Pup” is a lively puppet 
show, with dialogue by Miss Doris 
Brown. It is popular with boys and 
girls from 5 to 13 years old. 

Commercials on the program will be 
designed to build traffic for the rubber 
company’s Keds dealers. The Keds’ 
Handbook of Sports, the shoes and their 
features will be stressed. Attractive 
posters on “Lucky Pup” are being fur- 
nished stores handling the shoes so that 
they can be easily identified by young- 
sters. 

The program appears for 15 minutes 
every Friday from 5:30 to 5:45 P. M. 
Central Standard time in Chicago, and 
from 6:30 to 6:45 P. M. Eastern Stand- 
ard time in New York, Philadeiphia, 
Baltimore, Washington, Detroit, Pitts- 
burgh and Cleveland. 





Heyman Sales Manager for 
Lester Pincus 


New YorK—Lester Pincus, president 
of Lester Pincus enterprises, New York 
and Chicago, announces the appoint- 





LEO HEYMAN 


ment of Leo Heyman as general sales 
manager, effective April 1. 

In previous connections, Mr. Heyman 
has acquired many years’ experience 
with women's high style novelty foot- 
wear and he thus brings with him a 
wide knowledge of the styling, mer- 
chandising and promotion of shoes of 
this kind. 

Mr. Heyman plans in the immediate 
future to launch an extensive program 
of sales expansion. 





Kadison with Gardiner 


CHICAGO—Barney Kadison has recent- 
ly taken over the Midwest representation 
for the Gardiner Shoe Co., Inc., Gardi- 
ner, Maine. 
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NATIONALLY ADVERTISED 





Patented sandals for men, with 
arch support. Famous for good 
fit, comfort and durability. 


RECORDIA MFG. C0., INC. 


142 WEST 14th STREET °¢ 


All leather scuff, distinguished 
by Esquire Fashion Council. 
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-.. it's Snow White 
in Smooth and Elk 
N. BREZNER & CO., INC. 
BOSTON 11, MASS. TANNERY: PENACOOK,N.H. 
Elk, Smooth, Alligator Grains ... Sides 
and Kips ... in staple shades, and in 
hich colar. 











Fitting Demonstration Is 
Sponsored by Mishawaka 


MISHAWAKA, IND.—As a special serv- 
ice to its customers and to footwear 
merchants in general, the Mishawaka 
Rubber & Woolen Mfg. Co. is sponsor- 
ing a fitting demonstration and last 
display in ten principal cities. During 
the course of its tour the display will 
be shown over a four-month period 
(March through June) in Houston, New 
Orleans, Salt Lake City, Sacramento, 
Chicago, St. Louis, Toledo, Rochester, 
N. Y., New York City, and Boston. 

The purpose of the lectures and dem- 
onstrations is to give footwear retailers 
a more thorough understanding of lasts 
and the proper fitting of all types of 
leather shoes with the right type of 
waterproof footwear. During the course 
of the lectures, the history of last mak- 
ing will be discussed and its various 
applications in the manufacture of rub- 
ber and fabric footwear. Fitting dem- 
onstrations will be made over a complete 
line of leather shoes. Merchants and 
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their sales personnel will be given the 
opportunity to examine the lasts on 
display and ask questions. 

To design rubber footwear that will 
properly fit all lines of men’s, women’s, 
and children’s shoes selling in volume 
in the United States, it will be pointed 
out how the Mishawaka Company reg- 
ularly conducts a last survey among 
the leading shoe and last manufacturers 
which gives them information on what 
the trend in leather shoe styling is going 
to be from 6 to 18 months in advance. 
This information is used in styling their 
Ball-Band footwear. 

The program is being conducted by 
E. W. Speiser and G. K. Cunningham 
of the Mishawaka Rubber & Woolen 
Mfg. Co. 





Wesseling, Jordan Company 
To Expand Plant 


St. Louis—James E. Wesseling, vice- 
president of the Wesseling, Jordan Shoe 
Co., has made known the company’s 
plans for expansion of its Eldon, Mo. 
plant by approximately 10,000 square 
feet of floor space. 

With the additional space, Mr. Wes- 
seling said, production can be increased 
from a present run of 1200 pairs a day 
to about 1800 to 2000. The company 
hopes to have completed the expansion 
by next Fall. 

Mr. Wesseling said the increased 
daily production will make it possible 
to stock pile shoes in advance of peak 
buying periods. 

Manufacturers of babies’, infants’, 
children’s and misses’ shoes, Wesseling 
Jordan plans to introduce at the Third 
Fall Showing of the St. Louis Shoe 
Manufacturers Association a line of 
pre-teen shoes, sizes 342 to 7. 





To Sell Robin Hood Line 


Cuicaco—B. R. Davis, Jr., has re- 
cently taken on representation of the 
line of Robin Hood shoes made by the 
Brown Shoe Co. of St. Louis. He will 
cover the Chicago territory. 
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NEOLITE SOLES 
PREWELT CONSTRUCTION 


Selected elk leather uppers. Leather insole. 
Leather counters. Made on special sandal lasts. 
2 to 6 $1.80 612 to 9 $1.95 91/2 to 12 $2.15 
Widths: N (B-C). M (D) 

#733 Brown. 


#734 White. © +=736 Red. 











CREPE SOLE | ae 
STITCHDOWN CONSTRUCTION 
Elk leather uppers. Sturdy imported crepe soles. 
Grain leather insoles. Grain leather counters. 
Sizes 5 to 3. Price $1.95 pair. 
#5633 Brown. $5634 White. 25636 Red. 
TERMS: 2%—E0M 
WIGGLETOE SHOE CoO. 
355 BADGER AVE. NEWARK 8, N. J. 
N. Y. Showroom: 200 West 34th St. 
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W.L. Douglas Shoe Co., Brockton 15 Mass. 
New York Offices, 508-510 Marbridge Bidg 
New York 1, New York 5 
West Coast Offices, 401-502 Haas Bidg 
les Angeles 14, California : 








Where Shoe Fitting Is Taught 
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First class in shoe fitting at the new school established by the Schoil Manu- 


facturing Company in New York City. 


NEw YorK—The Scholl Manufactur- 
ing Co., Inc., has installed a new school- 
room at 62 West 14th Street, New York 
City, where the company offices are. 

Classes will be conducted regularly 
throughout the year for training shoe 
retailers and their salespeople in the 
fitting of shoes and foot appliances. The 


hours of the school are from 9:00 A. M. 
to 5:00 P. M. daily except Saturdays. 

O. C. Gruen is the director of this 
school. He has had more than two dec- 
ades of experience in the retail shops 
of The Scholl Manufacturing Co. as well 
as in the training of shoe salespeople. 





Proposed Profit Cut 
Fought in Britain 


GLAsGow, SCOTLAND—The Boot Man- 
ufacturers Federation of Great Britain 
has taken exception to proposals by the 
Board of Trade that gross and net 
profit margins in the manufacturing 
industry should be reduced. 

The Board of Trade originally in- 
tended to lower the net profit margin 
to 4 per cent and to lower the gross 
profit margin on different categories 
approximately 20 per «ent. 

These proposals were opposed by the 
federation in view of present condi- 
tions, and success has been achieved in 
retaining the net profit margin at 5 
per cent, subject to varying conditions 
in certain categories. On the other 
hand, it has been found necessary to 
accept certain reductions in the gross 
profit margin. 

A fear expressed by the Board of 
Trade was that manufacturers might 
switch from the gross profit method to 
the net profit method should one or the 
other prove the more attractive. The 
federation has given assurance to the 
board that its members will adhere to 
the methods they already had selected. 





Feldman Selling for Gale 


CHIcAGO—Joseph L. Feldman has re- 
cently taken over representation of the 
Daytimer line of shoes for the Gale 
Shoe Mfg. Company, North Adams, 
Mass. His territory is Chicago and sur- 
rounding area. 


Manufacturing Firm 
Changes Name 


Pomona, CALIF.—With the retirement 
of Hiram Gordon as general manager 
of Rathy-Gordon Shoes, Inc., manufac- 
turers of women‘s Compo footwear in 
Pomona, announcement has been made 
of a change in the corporation name to 
Rathy Shoes, Inc. 

Mr. Gordon has had 37 years’ experi- 
ence in the shoe business, including 
positions as general manager of Walker 
T. Dickerson Co., Joyce, Inc., and the 
Irving Drew Corporation. Last May 
he acquired the stock interests in Rathy 
Shoes, Inc., of James Harwell, Monte 
Briggs, and Clyde Dibble and the cor- 
poration name was changed to Rathy- 
Gordon Shoes, Inc. The company name 
now reverts to that under which it was 
originally organized, with Joseph J. 
Rathy as president. 

It is also announced that Oliver D. 
Powell, who purchased an interest in 
the company some eighteen months ago 
after many years experience in shoe 
manufacturing in the’ East, has retired 
from active participation. 


Building a New Plant 


MONTREAL — Northern Shoe Manu- 
facturing Co., Winnipeg, is building a 
new single-story factory at McDonald- 
Gomez intersection, about 8,100 square 
feet of concrete block to cost $30,000. 
The new plant provides for a 25 per 
eent increase in production capacity 
from the present daily output of 400 
pairs of shoes and a corresponding in- 
crease in employment. 
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SADDLE OXFORD 


White Elk with 
Brown or Red 
Trim 


In Stock 


Immediate 
Delivery 


No. 6525—White, with’ Brown Saddle and 
backstay; 642 to 42 

BCD. No. 6528—Same with Red Saddle. 
No. 6526—White, with Brown; 12% to 
3 ABCD. No. 6529—Same with Red Sad- 
die and backstay. Sizes 1242 to 3 have 
53 heels. Write for descriptive price list. 
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New Hosiery Catalogue 
Issued by Kramer Bros. 


PHILADELPHIA — Kramer Bros., Inc., 
makers of Trimfit sox, have just issued 
their 24-page, color catalogue for Spring 
and Summer 1949. The catalogue illus- 
trates and describes the complete Trim- 
fit line which covers the sock and 
stocking requirements of every age 
group. Special emphasis is given to 
such outstanding features as the “Trim 
Top” anklet, toddler sox, spun nylon 
sox, link-and-link and rib styles, two- 
tone “Pom Pom” sox in school colors, 
colorful “Frats” for lads and dads, and 
Trimfit ladies’ nylon hose. Counter and 
window displays are illustrated and 
there is a complete mat service. 





Superintendent Appointed 


St. Louis—M. Bernard Browne, pres- 
ident of the Bernie Browne Shoe Co.. 
has named Engell Sarigo superinten- 
dent of his factory. Mr. Browne also 
named John Seibel as a salesman. 
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Has Joined Sales Staff 
Of Servus Rubber Co. 





PAUL E. GILMORE 


Mr. Gilmore, as previously announced, 
has joined the Eastern sales division of 
The Servus Rubber Company of Rock 
Island, Ill., and makes his headquarters 
at 330 Broadway, New York City. 





St. Louis Company Develops 
New Wedge Heel 


St. Louis—Joseph Gauthier, presi- 
dent of the Genco Heel Co., manufac- 
turers of the patented Genco shock ab- 
sorbing heel, has announced the devel- 
opment of a new fibrous (wood) wedge 
heel on which production has just start- 
ed in the firm’s new plant in Cuba, Mo. 
Plans for moving Genco from St. Louis 
to Cuba, Mo., were previously reported 
in BooT AND SHOE RECORDER. 

Research on the new wedge heel start- 
ed about two and a half years ago. Like 
the standard Genco heels, the new prod- 
uct,- according to Mr. Gauthier, will 
have all the advantages of precision 
manufacture, except for the shock ab- 
sorbing feature. 

It is claimed that the heel is lighter 
than wood, non-absorbent, insures per- 
fect fit and is produced without a back- 
line, as it is turned by a single opera- 
tion. In the new plant, the firm has 
approximately twice the floor space of 
the former location in St. Louis. This, 
plus new machinery, Mr. Gauthier said, 
will enable the company to turn out 
20,000 pairs of heels a day, whereas 
maximum production in the St. Louis 
plant was 8000 pairs a day. 





Factory Reopens 


MANCHESTER, N. H.—Announcement 
has been made here that the Sibulkin 
Shoe Co. plant on Silver Street, which 
had been closed since last November, 
will open immediately. 

Employees were advised to prepare 
to return to their jobs in a joint state- 
ment issued by Morris Sibulkin, presi- 
dent of the concern, and George 
Fecteau, regional director of the United 
Shoe Workers of America (CIO). 
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Exclusive distributor of the popular ART 
CHROME Stee! Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for illustrated folder 
and prices. 


LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, WN. Y. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
79-81 Reade St., Mew York 7, MW. Y. 
Sample Office, Haas Bidg., Los Angeles, 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
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“AMERICA'S FINEST” 


Toe and Ballet Shoes 


ELVA 


& SONS, Inc. 


1607 Bway 
New York 19 
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Men's Popular Priced Work Shoes 
and 
Men’s Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 














Store Changes Ownership 


ERIE, Pa.—Goldfarb’s, a local depart- 
ment store at 442 West 18th Street, is 
now owned and operated by E. J. Das- 
hofy and Mrs. M. B. Ackerman. Mr. 
Dashofy was formerly associated with 
Royer’s Department Store in McKees- 
port, Pa. 





Pre-Easter Business 
Reported Satisfactory 


SPRINGFIELD, ILL.— Shoe business 
throughout this area is about on the 
same level as last year. This is the 
opinion of Charles A. Grellner, Fried- 
man-Shelby representative. Although 
in some spots, trade is weaker because 
of local conditions, generally speaking, 
pre-Easter buying has been satisfactory. 





To Open Shoe Store 


GRAND Rapms, MicH. — Ehinger 
Shoes, Inc., has been organized to oper- 
ate a retail store in a new building just 
erected here. Incorporator is Ray M. 
Ehinger. Capitalization is $50,000. 


New Children’s Store 


CuHiIcaGo —ShoeLand is the name 
given to a new children’s and young 
people’s shoe store which opened re- 
cently at 351742 W. Lawrence Avenue. 
Owners are Dr. M. Lane and L. Guyse- 
nir. The store is specializing in infant’s 
to teen-age shoes. 
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Selling Shoes on Road for 
Dunn & McCarthy 





LYNN B. FRANKLIN 


Mr. Franklin, as previously reported, is 
among several Dunn & McCarthy sales- 
men who have had extensive retail ex- 
perience before taking to the road. In 
his case, Mr. Franklin was buyer for a 
Central New York State store until the 
war, during which he served for 28 
months in the Army Air Force. His home 
is in Rochester, N. Y., and his territory 
includes the central and western part 
of that state. 





Daytimer Purchases 
Rasmussen Shoe Co. 


NorRTH ADAMS, MASs.—It was an- 
nounced recently that the Daytimer 
Shoe Company of North Adams has com- 
pleted arrangements to acquire the 
capital stock and factory of the Ras- 
mussen Shoe Company of Worcester, 
Mass., manufacturers of Saddle-Master 
shoes. 

J. Edson Andrews, president of the 
Daytimer Shoe Company, and John E. 
Gale, treasurer, stated that the addi- 
tional production of this factory. to- 
gether with shoes being made in their 
other affiliated factories, will make it 
possible for them to more adequately 
meet the demand for their Modern Miss 
shoes. 

Present plans contemplate the instal- 
lation of additional machinery to make 
the lighter types of “flats” for the teen- 
age and college-age groups. Charles 
Cristy, the announcement says, will 
continue in his capacity as general 
superintendent, and the same high 
standards of materials and workman- 
ship will be maintained. 

Both lines now to be produced in this 
plant will be merchandised through the 
Daytimer Shoe Company. A complete 
line of Fall shoes will soon be available. 





Dudley Gann Now Selling 
Rice-O’ Neill Line 

St. Louris—Paul Roberts, vice-presi- 
dent of Rice-O’Neill Shoe Company, 


announces the addition to the company’s 
sales staff of Dudley Gann. 
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Ideas 








SHOE RETAILERS 


LOOK AHEAD! 


for quick help from the only book of its 
kind; encyclopedia of practicable, workable 
ideas for the experienced merchant. No 
theories—all tried, true . . . NOT just an- 
other shoe book, but offers in addition to 
138 specific shoe promotions, the best ideas 
from the entire retailing field for instant 
adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 

Please remit with order. 

5% 28 40 Chpts. 
306 Pages 3.50 Postpaid 
BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 














Mr. Gann, who formerly covered the 
Southeastern states for the J. P. Walker 
Shoe Company, will travel the same 
territory with the Rice-O’Neill line, 
and will display the line at the advance 
Fall showing sponsored by the South- 
eastern Shoe Travelers, Inc., at 
Augusta, Ga., from May 1 to 4. 





Wide Range of Colors 
Presented by Colonial 


BostoNn—Twenty-three colors and 
white have been recently presented by 
Colonial Tanning Company in a swatch 
book described as “one of a limited 
edition for stylists and shoe designers.” 
The colors cover the following group- 
ings: Gunmetal, Platinum, Slate; Ad- 
miral Blue, Unity Blue, Bluejacket; 
Cherry Red, Liberty Red, Grenadier 
Red, Red Port, Bungundy Wine; 
Gypsy Brown, Chaudron, Promenade 
Brown, Mascara, Cognac Brown, Cocoa, 
Golden Tan, Palomino Blond; Park- 
way Green, Kelly Green; Copper, 
Bronze. 
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Open Shoe Design Studio in St. Louis 





VIRGINIA McCUNE 


St. Louris—Two St. Louis girls, one 
who made plans for a career as a com- 
mercial artist, and the other a former 
dancer on the New York stage, have 
teamed up to provide the shoe industry 
here with an independent styling service 
which they hope will contribute to the 
city’s reputation as a shoe style as well 
as shoe production center. 

They are Alice McCallister and Vir- 
ginia McCune. Their firm, located 
downtown in the Shell Building, is 
known as St. Louis Shoe Stylists. Both 
Mrs. McCallister and Miss McCune 
were associated for a number of years 
with the Dunbar Pattern Co., and both 
also have worked as designers, the for- 
mer on a free lance basis and the latter 
with Valley Shoe Co., after an ap- 
prenticeship as a model with that con- 
cern. 

In addition to making their talents 
available to the industry, however, the 
firm is set up to operate as a free lance 
pool for other independent shoe stylists 
in the St. Louis area, with assignments 
made to specialists in any particular 
field of shoe design that a client may 
desire. 

Mrs. 


McCallister’s work with the 





ALICE McCALLISTER 


Dunbar organization originally was that 
of a color artist, finishing up rough 
sketches of designers. She soon pro- 
gressed to the status of designer and 
had made great progress, according to 
John Dunbar, when the war and order 
M-217 put a crimp in the shoe design 
business. 

Moving into the field of industrial de- 
sign during the conflict, Mrs. McCallis- 


ter has free lanced since hostilities 
ended. 
Miss McCune’s interest in design 


sparked from the design of her own cos- 
tumes while a professional dancer in 
New York. Her career in shoe design 
grew out of her contact with the shoe 
industry as a model for the Valley Shoe 
Co. Later this expanded from her ac- 
tivity as head of a retail style survey 
service she established in New York 
for a number of St. Louis shoe manu- 
facturers. 


Mrs. McCallister and Miss McCune 
believe that there is an increasing de- 
mand for original styling in women’s 
footwear and that there will be a con- 
tinuing demand so long as originality 
is combined with practicability. 





Brothers Cover West Coast 
For Shoe Firm 


Los ANGELES—Lawrence Russel] has 
joined his brother, MacLain Russell, as 
representative of L. B. Evans’ Son Co. 
in the West Coast office, 1109 Haas 
Building, 219 W. Seventh Street, Los 
Angeles. 

Additional territory now covered 
from this office includes Nevada, Ari- 
zona, Utah, Colorado, New Mexico and 
E] Paso, Texas. The Evans company 
is experiencing an immensely brisk 
business in the Western territory, par- 
ticularly on the Evans Stroller in suede 
as well as in smooth leathers, it is re- 
ported. 


April 15, 1949 


Quebec Shoe Manufacturers 
Elect Officers 


QUEBEC CiTy, QuE.—J. Edouard Gag- 
non, vice-president of the Quebec Stitch- 
down Shoe Co., was re-elected president 
of the Quebec Shoe Manufacturers’ As- 
sociation at the recent annua! meeting 
held here. 

One of the speakers, Marcel Belanger, 
professor of economics at Laval Univer- 
sity, predicted a better price readjust- 
ment rather than a decrease in pro- 
duction in 1949. The downward drift 
will be caused by present weaknesses 
apparent in private capital and re- 
duced buying, but its effect will most 
likely be good, he added. 
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¥ QUALITY SHOES 


BELOW CURRENT PRICES 


Quality Shoes wy Since 1932 


Nationally Known for Surpluses from the 
Nation's Leading Manufacturers 


=; M.K. WEIL SHOE CO. = 


é, Whae in Town See Weil 3 

9 1215 Washington Ave. ~) 

FARIA St lovis 3, Mo. eS 
Los Angeles Office——1005 Haas Bidg. 


New York Office — 855 Marbridge Bldg. 
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AND CHIROPODY 


APPROVED FOR VETERANS 
Write for Bulletin BS-4 
NORTHWESTERN INSTITUTE OF 
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185 No. Wabash Ave., Chicego 1, lil. 
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No. 2174 


* Goodyear Welt 


© Sizes 62-12 Terms: 
© 8 Other Styles in Stock 2/10 N/so 
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PLAYTIME SANDALS 
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Black, red, 
white, fawn 
green and blue 


SIZES 9 to 3 
and 
SIZES 4 to 9 


Also available 
with leather sole 


q 
Crepe a 


JAYRICH FOOTWEAR CO. 
East Lynn, Mass. 
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IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 





What’s New 


Dr. Posner Develops 
New Toddler’s Shoe 


NEW YorK—With the aid of leading 
medical men and shoe designers, the 
makers of Dr. Posner’s shoes for chil- 
dren have developed a new toddler’s 





Designed to train the infant foot cor- 
rectly and to aid proper walking. 


shoe which has been added to the 


Muscle-Builder line. 

This shoe, designed to aid proper 
walking, to train the foot correctly, and 
to help prevent pronation, has a wedge 
at the inner border of the heel which 
tilts the heelbone so the forepart of 
the foot is pointed properly, and wear 
resistant heel pegs designed to keep 
the tilt angle constant. There is also 
a special outside heel counter. 

According to Herbert Posner, pres- 
ident of Dr. Posner’s Shoes, “The 
Muscle-Builder Toddler cannot cause 
the child to walk with a rolling gait; 
the foot cannot slide forward in the 
shoe; and, because the shoe sits on a 
broad, wide heel base, it prevents the 
child from wobbling.” 

Plans are being made to promote the 
shoe in consumer publications, medical 
journals, and by direct mail to doctors. 
It will be available in a variety of styles 
up to misses’ size 3. 


New Display Easel to 
Advertise Soles 


Lima, O.—An attractive, space sav- 
ing display easel is offered, free of 
charge, to shoe retailers and manufac- 
turers by the Gro-Cord Rubber Co., of 
Lima. 

These easels are 12% inches wide by 
16 inches high, are printed in three 
colors, and are of unusual design. An 
actual shoe is easily fitted into the dis- 
play board and becomes a part of it. The 
shoe is not only prominently highlighted, 
but acts as a support which holds the 
easel in an upright position. 

Boards are available for Gro-Cord, 
Neoc-Cord or Gro-Cork soled shoes. 
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THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 

This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 

of the trade.” 


The Shoe and Leather Lexicon 
75¢ per copy, prepaid 
BOOT and SHOE 


100 East 42nd Street 
RECORDER New York 17, N. Y. 











Juvenile Bootery Buys 
Family Store 


PonTIac, MicH.— Stapp’s Juvenile 
Bootery here has purchased the Conwell 
Shoe Shops at 928 W. Huron Street, 
Pontiac, and will operate it as a family 
shoe store. 

J. B. Roosa will manage this unit. 
Mr. Roosa formerly managed Nisley 
stores in Fort Wayne and Cleveland, 
and until taking over his new assign- 
ment, was buyer for Millers Shoe 
Store in Mt. Clemens, Mich. 





Made Store Manager 


JACKSONVILLE, FLA.—Joe Harmon has 
been appointed manager of the Marilyn 
Shoe Store, 119 Main Street. The store 
has been remodeled and redecorated 
and modernized in every particular. 
Harmon has been with the organization 
for eight years, taking time out to 
serve in the Army for three years. 
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Big Magazine Campaign 
Planned by Wellco 


WAYNESVILLE, N. C.—National mag- 
azines with a total readership of 40,- 
280,000 will be used to advertise Wellco 
Foamtread slippers during the Fall of 
1949, President H. W. Rollman, of 
Wellco Shoe Corporation, Waynesville, 
has announced. 

The advertisements will appear in 
Saturday Evening Post, Collier's, La- 
dies’ Home Journal, Farm Journal, 
Charm and Parents’ Magazine during 
October and November. These will be 
in addition to the trade publication ad- 
vertising. 

A retail advertising service for dezal- 
ers also will be prepared. This will 
include a complete package of news- 
paper mats, radio and television an- 
nouncements, window and counter dis- 
plays and mats of trade marks and 
slogans. In addition, the service insti- 
tuted in the Spring campaign will be 
continued, all advertising will carry the 
words “For your nearest Foamtread 
dealer, call Western Union and ask for 
Operator 25.” 

The program will feature Foamtread 
slippers exclusively designed for every 
member of the family. Included will be 
Welkins, the zip-boot slipper for infants 
and children, zip boots for men, and a 
number of popular models of slippers 
for misses and women. A new style to 
be known as Foamtread deluxe slipper, 
a loafer-type felt in styles for the whole 
family, will be introduced. All models 
are of felt or corduroy and will be in 
a variety of color choices. 

These slippers all have the patented 
Foamtread sole exclusive with Wellco. 





Calf Leather Stylist 
Predicts Tailored Effects 


New YorkK—“There will be variety 
in clothes for the coming Fall season 
—no specific line or detail but clothes 
marked for types and moods,” accord- 
ing to Doris V. Beechman, fashion ad- 
viser of the Ohio Leather Company. 

“A wardrobe,” she said recently, 
“will consist of tailored coat-dresses 
and suits for functional wear in hardy 
textures with new surface interest, such 
as tweeds in multicolor and tweed ef- 
fects in monotone. This will be in suits 
and coats, the latter to wear over 
gabardines. Softer fabrics in sheer 
wools, sueded surfaces, and silks for 
the dressier occasion. 

“The silhouette expresses its moods 
in line and detail to go along with the 
occasions for which clothes will be 
worn. The only news item is the skirt 
length, which has become standardized 
and a little shorter than the New Look 
called for. Colors tone on tone—im- 
portant such as light beige, buff tones, 
maple, spice and deep brown. The 
very pale grey to deep smoke grey, 
lime tones in green to a deep forest 


green. New slate blues and some ma- 
hogany for promotion and_ high 
fashion.” 


April 15, 1949 


Shoe Traveler Meets 
Famous Baseball Leader 





West Palm Beach, Fia.—£. J. Walker 
(right), representative of L. B. Evans‘ 
Son Co. in Chicago, visits his friend 
Connie Mack of the Athletics while on 
his Winter vacation in Florida. 





Made Vice-President 
Of Brown Co. 


BERLIN, N. H. — Wentworth Brown 
has been named as vice-president and 
assistant to the president of the Brown 
Company, shoe innersole manufactur- 
ers. 

Mr. Brown has been associated with 
the concern since 1929 and at one time 
was vice-president of the Canadian 
subsidiary. He was transferred to 
Berlin in 1942, as production manager, 
and four years later became vice-presi- 
dent in charge of all manufacturing 
operations of the Brown Company in 
the United States and Canada. 

In his new post, Mr. Brown will work 
in close liaison with Frederick G. Co- 
burn, president. 


Cooperative Advertising 
Campaign Planned 


BROCKTON, Mass.—To introduce their 
“Miracle Elevator” shoes, Stone-Tarlow, 
Inc., is supplementing its national cam- 
paign with a large-scale program of 
cooperative advertising with key re- 
tailers in principal cities throughout 
the country. The campaign, planned 
by Emil Mogul Company, Inc., will cen- 
ter around full pages, many in full 
color, in Sunday newspaper supple- 
ments, supported by retailers’ copy in 
local papers. 


Scott Steele to Sell Women’s 
British Walkers 


Cuicaco—The J. P. Smith Shoe Com- 
pany announces the appointment of 
Scott Steele as Southern representative 
for British Walker women’s shoes, as of 
May 1. 

Mr. Steele has had extensive experi- 
ence in the shoe field, having been as- 
sociated with Marshall Field & Com- 
pany, Saks Fifth Avenue and the Vic- 
tory Shoe Company of St. Louis in both 
buying and selling capacities. 
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| Box 548-K 


| A proven fast-seller 
| shows the quality of fine American 


lined, crimped vamps 
} by the famous Justin Boot- 
| makers. 
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Reece Wood So 


Hower sandals 


available with or vaidians silencers. 
Colorful straps attached with rust 


Reece “Perfect a 


proof nails. Maroon or brown for 
men — multicolored checks for ladies. 
No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Dept. B-S! Columbus, Nebraska 
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A Jodphur that Sells on Sight 


The Justin AERO Shoe 


because it 






craftsmanship. Favorite with 
flyers for 11 years. Popular for 
sport and business wear. Lus- 
trous Brown Calf, full —_ 


Write for Catalog 
and Price List. 


JUSTIN BOOT & SHOE CO. 
Fort Worth |, Texas 


Made in 
U.S.A. 
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Rhinestone Side Bow 


Imported crystal stones 


clips. 
IMMEDIATE DELIVERY 
Fastest selling Buckle 
retailing ct a “DOLLAR” 


_sthingstone Creations 


N. 39th St. Phila, Pa. 
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SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 











top-flight opportunities for 


SALESMEN 


with a really top-flight line—one of the largest in-stock 
lines on the market. Includes all the types of novelties 
and casuals ($4 to $12 retail) that your customers want 
to order. Nationally advertised. Men receive full sup- 
port and cooperation from home office—we do every- 


thing possible to assure you maximum earnings. Terri- 


tories open as follows: 


NEW ENGLAND 
GEORGIA, ALABAMA, FLORIDA 
TENNESSEE AND KENTUCKY 
MISSISSIPPI. ARKANSAS, LOUISIANA 
INDIANA 
TEXAS, OKLAHOMA, NEW MEXICO 
IOWA, KANSAS, NEBRASKA 


Address replies to Mr. Leo Heyman, at the New York office, 
i31 Duane St., New York 13. Personal interviews can be arranged, 


where necessary. 


LESTER PINCUS 


NEW YORK 





CHICAGO 








REPRESENTATIVE 


For the Following Territories: 
West Virginia, Virginia, North 
Carolina, South Carolina, Florida, 
Georgia, Alabama, Mississippi, to 
carry Nationally Advertised Line 
of Top Grade Children’s and Grow- 
ing Girls’ Welts, both regular and 
orthopedic. No objection to non- 
conflicting side line. Write, giving 
details of qualifications and experi- 
ence. 

Address Bex 183, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 

















SALESMEN 


Need experienced men with fol- 
lowing for volume-selling line of 
Men's Dress and Work Shoes, 
retailing between $4.00 and 
$6.50. Drawing account can be 
arranged after sales are proven. 


Territories Open: 
Michigan, Ohio, Texas, Oklahoma, 
Illinois, Indiana, Kentucky, 
Georgia, Alabama, Ten2essee, 
Virginie & Rocky Mountain States 


Address Box 227, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 























HANDBAG SALESMEN 


Reputable Chicago Manufacturer of Calf 
and Cobra Handbags retailing at $10.95 
and up, wants salesmen for several ter- 
ritories. Bags ideally suited for shoe 
trade. Commission basis. State territories 
covered and shoes carried. 


GAFFIN HANDBAG CO. 
302 S. Market St. Chicago 6, III. 








PENNSYLVANIA MANUFACTURER 
ESTABLISHED CONCERN 


Looking for reliable salesmen to cover fol- 
lowing territories with POPULAR LINE of 
INFANTS’ and CHILDREN’S PREWELTS,. 
with stock department: Ohio, Indiana, Il- 
linois, Wisconsin, Minnesota, Iowa, Missouri. 
Nebraska. Kansas, No. and So. Dakota. Colo- 
rado,. New Mexico. Arizona. 

Address Bex 243, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17. N. Y. 








SALESMEN WANTED 


Manufocturer of quality Line of Rubber 
and Canvas Footwear and Sport Sandals 
is interested in sales representation in 
following States: 

@ LOUISIANA 

@ TEXAS 

@ ALABAMA 

@ MISSISSIPPI 

@ GEORGIA 
Excellent opportunity for side line com- 
mission arrangement. Write full particu- 
lars regarding yourself to 


Box 223, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. : 
The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


[=> Advertisements for this page must be in our New York Office 15 days preceding publication date “Sej 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








ILLINOIS - 





ARE YOU AVAILABLE NOW ? 


A real opportunity open for good man well known in Depart- 
ment Stores and Independents in 


INDIANA ° 


Nationally advertised line of Women’s and Children’s play-shoes 
and slippers retailing at $3-$5. Our company has an enviable 
record of 75 years of wonderful relationship with Department 
Stores. We prefer a man under 45, aggressive, in good health. 
Have very attractive remuneration set-up with monthly salary 
PLUS commission PLUS expenses. Want this man immediately! 


Address Box 219, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 


OHIO 














SALESMEN WANTED 


Executive type. by Manufacturer 
of Men’s High Grade Shoes; Must 
have a thorough knowledge of 
selling as well as a knowledge 
of factory styling and merchan- 
dising. Confidence respected. 


Address: Box 3239, core BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 








SHOE SALESMAN 


By Manufacturer of Men's fine shoes. 
Southwest territory—Teses, Louisiana, 
Arkonses, T b Must 
have thorough selling experience 
either at retail or wholesale. This 
territory has a well established bus- 
iness. Reply for interview, stating 
ege, experience and qualifications. 
This is a very fine opportunity for a 
top-notch man. 





All replies confidential 


Address: Box 240, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 


























OPPORTUNITY 


tion program. 





THIS IS A PERMANENT AND LONG RANGE 


Several young men will be added to the Field Sales Organization of this top 
flight manufacturer of Rubber, Canvas and Casual Footwear during 1949. 
This is a trade marked line known to millions with National Consumer and 
retailer acceptance, backed by a powerful advertising and Sales Promo- 


If you are between 25 and 35 years of age, in good health, have retail foot- 
wear experience, own an automobile or in a position to buy one, and have a 
clean record that will bear the closest investigation . . 


this is the opportunity you have been looking for. 
Tell about yourself in your first letter. Write in confidence to 


Address Box 246, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 


. then, you may find 




















DISTINCTIVE LINE 
WOMEN'S AND GROWING GIRLS’ 


NOVELTY CASUALS AND SLIPPERS 


popular priced for In-Stock and 
Make-Up delivery. Territories open: 
Indiana, Southern Ohio, Eastern 
Pennsylvania, North and South Car- 
olina, Virginia and others. Non- 
competing side line permitted. Give 
full particulars with application. 
Write to: 


PFEIFFER'S, INC. 
77 Beacon St., Worcester 8, Mass. 








April 15, 1949 





XPERIENCED SALESMEN CALLING 

ON INDEPENDENT RETAILERS. Fast 
moving Jobbers, offers Line of low priced Wo 
men’s Casuals, Children’s Stitch-downs. Prices 
will meet competition. We pay 7% commission. 
Write us in strict confidence. Address #146, 
care Boot & Shoe ae. 100 East 42nd 
Street, New York 17, N. 





S ALESMEN: TEXAS, OKLAHOMA, TENN- 
ESSEE territories. Full time representatives 
to sell old established Line of Men’s and Boys’ 
Work and Medium-priced Dress Shoes. Guar- 
anteed salary and expenses. Give previous sales 
experience and _ references. Address JUNG 
SHOE MFG. CO., Sheboygan, Wisconsin. 





WANTED: SALESMAN, contacting mining 

trade in Western Pennsylvania to carry side 
line of Rubber Safety Boots. GOLDSMITH 
BROS., Scranton, Pennsylvania. 








— 
SALESMEN 
WANTED | 


Progressive Southern Firm 
manufacturing nationally 
advertised patented article 
will shortly have openings 
in following territories: 
West Coast, South, South- 
east and Southwest. High 
five figure earnings for 
right men. Only well in- 
troduced men with large 
following in retail trade 
should apply. 








Address Box 245, Care BOOT & SHOE RECORDER 


| 
} 
| 
| 
| 
| 
} 
| 
| 
' 
| 
| 100 East 42nd Street, New York 17, N. Y. 

















| 
i 











ALESMEN — ALL TERRITORIES OUT- 
SIDE ROCKY MOUNTAIN STATES; 
High Grade Line Beaded Moccasins. Made of 


specially tanned top grain garment icather. May 
be carried as side line. All inquiries conf.den- 
tial REIFF SHOE MANUFACTURING CO., 
1010 17 Street, Denver, Co‘orado. 

XPERIENCED SHOE SALES M EN 

WANTED to sell fast styled popular priced 
in-stock Line Women’s Fashion Footwear. Ter- 
ritories open: Iowa and Nebraska — Ohio — 
Western Pennsylvania and West Virginia. Line 
sold in these territories many years and well 
established. No objection to carrying bs 
flicting line with ours. When applyin 
record of shoe selling experience and age. Ad- 
dress $221, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 














MANUFACTURER of Men’s and Boys’ 
Dress Shoes and Men’s, Women’s and 
Children’s Cowboy Boots, desires representa- 
tive in New England on a commission basis. 
No objection to a non-conflicting side line. 
Write giving experience and references in the 
first letter. All replies strictly confidential. Ad- 
dress #220, care Boot & Shoe Recorder; 10 
High Street, Boston 10, Mass. 








SIDE LINE SALESMAN WTD. 


ANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
BOWS desires mp se Ladies’ 
Shoe — to carry on small of terrific 
Metal Ornaments, RHINESTONE CREA. 
TIONS, 751 No. 39th Street, Philadelphia 4. Pa 











SIDELINE SALESMEN 


To carry High Grade Line Barefoot San- 
dals in Misses’, Ladies’, and Men's. Some- 
thing new and different. Made of high- 
est quality Leather. 


Address Box 233, care BOOT & SHOE — 
100 East 42nd Street. New York 17, N. 
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LINE WANTED 


FOR SALE 


WANT TO LEASE 








Bort CASUALS AND SPORT LINE, 
WOMEN’S, by experienced volume sales- 
man for Chicago and St. Louis. Address: Box 
#199, care Boot & Shoe Recorder, 209 So. 
State Street, Chicago 4, Ill. 


SUCCESSFUL, ESTABLISHED SALES- 
MAN seeks new Factory Connection for 
Southeast, Maryland thru New Orleans. Ad- 
dress #195, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 











VALUABLE 
SHOE PATENT 
FOR SALE OR LICENSE 
EXCELLENT SALES FEATURE 
FOR CEMENTED WOMEN’S SHOES 
ALREADY SUCCESSFULLY USED. 
Address Box 218, care BOOT & SHOE es 





100 East 42nd Street, New York | 


WANT TO LEASE 


ESTABLISHED COMPANY DESIRES 
ACTIVE DEPARTMENTS IN EASTERN 
AREAS, MEDIUM TO BETTER GRADE 


OPERATION. 
Address Box 228, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 




















To MANUFACTURERS 


of Popular Priced Lines: 


SALES - EXECUTIVE available, 
with thorough knowledge of Fac- 
tory aspects of Styling, Merchan- 
dising and Selling. Own Show- 
room in Marbridge Building. 
Address Box 241, core BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














XPERIENCED TRAVELING SALESMAN 
wants Trade-marked, in-stock Line Men’s 
or Women’s for New England, for Manufac- 
turers only, Address #247, care Boot & Shoe 
oo 100 East 42nd Street, New York 17, 








LET US SELL FOR YOU 
ALABAM A—GEORGI A—FLORIDA 


Shoe Sales Organization interested in several 

additional lines. Know every shoe store and 

department store buyer in area. Young, ag- 

gressive, forceful, business-like. Full details 

first letter, please. 

Address Box 236, care BOOT & SHOE 2 ee 
100 East 42nd Street, New York 17, N. 














ANTED BY CANADIAN SHOE SALES- 

MAN for Eastern Canada, a fast selling 
line of Women’s and ‘*Teen Agers” Sandals and 
House Slippers, at popular prices. “California 
Process;”” Best connections; highest references; 
20 years’ experience. Address #238, care Boot 
& Shoe am 100 East 42nd Street, Nok 
ork 17 N 








SOUTH—SLIPPERS 


An executive-type salesman 
with large following has open- 
ing for a top manufacturer with 


a good line of SLIPPERS. 


Address Box 226, core BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. ‘f. 














XPERIENCED SALESMAN WITH FOL- 

LOWING; well known; representing Na- 
tionally Advertised Children’s Shoes, Metro- 
politan area, desires change, Manufacturer's 
Line Children’s Popular Price Welts, Compos. 
Will consider others. Address #234, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


ELL KNOWN SALESMAN travelinz Ohio, 
Michigan, wants Factory Line as Sideline 
of either Boys’ Popular Priced Shoes or Chil- 
dren’s 2nd Misses’ Dress Line, or $3.00 Stitch- 
Address #230, care Boot & 
100 East 42nd Street, New 





down Retailers. 
Shoe Recorder, 
York 17, N. Y 
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262 








S HOE STORE, LOCATED IN LARGE 
FLORIDA CITY, open only six months; 
netted $3,000. Trade predominantly Colored. 
Clean, well balanced family stock. Approxi- 
mately $6,000, excluding fixtures. At present 
one man operation. Should easily net $10,000 
next full year operation. Price $8,590. Good 
lease at $75 month. Partnership trouble sole 
reason for selling. Address #232, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. 








SHOE SALON FOR SALE 


Reputed to be one of the outstand- 
ing and most unusual shoe salons in 
the country, located on famous 
Worth Avenue in Palm Beach, Fla. 
Excellent lease. 
Address Box 250, care BOOT & SHOE —s 
100 East 42nd Street, New York 17, N. 











S PECIALISTS IN LARGE SIZES and Wide 
Widths seek additional Departments. Ad- 
care Boot & Shoe — 100 


dress 229, 
New York 17, N. Y 


East 42nd Street, 











| FOR LEASE 


AVAILABLE, SHOE DEPARTMENT IN 
TULSA’S most exquisite Specialty Shop. 





Potential Volume 100,000. Medium to high 
price; Wonderful opportunity. Write: IRVING 
LANG, 604 South Boston, Tulsa, Oklahoma. 


care Boot & Shoe Recorder, 100 
New York 17, N. Y 


Address #237, 
East 42nd Street, 














N DAYTONA BEACH, FLORIDA, establish- 
ed Family Shoe Store, clean stock, Nationally 
Known Brands. Very latest modern equipment. 
Good lease; real bargain; $25,000. Come and see 
ERNEST HUNT, Daytona Beach. 


AMILY SHOE STORE FOR SALE estab- 

lished 30 years; Northern Illinois city 100,- 
000 Trading area. Good location; approximately 
$14,000 required. Address #235, care Boct 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








OR SALE: ONLY SHOE STORE IN 

FASTEST GROWING Western Suburban 
community of 15,000. Established ten years: 
carrying ‘nationally advertised Family Brands. 
All clean stock. Lease very reasonable. Owner 
is retiring. Speculators do not answer. Address 
#231, care Boot & Shoe ih. ai 100 East 
42nd Street, New York 17, N. Y. 





TYPE 
Box 89, 


LADIES’ VARIOUS 
Write: P. O. 


OR SALE: 
WORN SHOES. 
Syracuse, New York. 








POSITION WANTED 








YOUNG EXECUTIVE, PROMOTIONALLY 
MINDED, experienced in Advertising 
and Sales, desires permanent position 
with Shoe Manufacturer, Shoe 
Retailer, Advertising Agency, or 
Publication. 

Experienced in shoe advertising 

with National Manufacturer; Also 


Department Store retail 
advertising. 


Knows Shoe Production, Copy, Layout, 
Advertising Agency Relationship, 
Distribution, Dealer helps, etc. 
Should be valuable to some 
progressive organization. 


Address Box 225, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








BUSINESS OPPORTUNITY 








UNUSUAL OPPORTUNITY 
NO CASH INVESTMENT REQUIRED 
Own and Manage well established Nationally 
Advertised Comfort Shoe Store, (Women's 
and Men's), Hartford, Connecticut. Highest 
references necessary. Write giving all partic- 

ulars. 
Address Bix 222, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















i HOE FACTORY IN PHILADELPHIA 

fully equipped to make women’s Compo or 
California types. Cheap rent and easy terms 
can be arranged. An excellent opportunity. Ad- 
dress #224, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 








An assured way to obtain 


A STEADY, ADDITIONAL INCOME 


with advance 
against commission 
without adding to your selling expense 


Open Handbag Depts. 
in SHOE STORES you are now selling 
We guarantee stores a profit! 
without investment 


NO LOSS — from markdowns! 
WE DO THE MERCHANDISING! 


This successful Handbag Merchandising Plan now 
in operation in over one thousand shoe stores thruout 
the country. 

For over 17 years we have specialized in manu- 
facturing and merchandising of Handbags. 
Tremendous opportunity for expansion in ‘li terri- 
tories. 

Write in confidence line carried, territory desired 
and Past Earnings. 


FREDERICK GEORGE, INC. 
14 East 33rd St., N. Y. 
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HELP WANTED WANTED TO PURCHASE | WANTED TO PURCHASE 








XPERIENCED SHOE MAN TO BUY 











MERCHANDISE and Manage Shoe De- WE BUY 
partment * Department Store ~~ - 
Kentucky. Splendid opportunity. ‘rite SUR’ AND MPLETE 
details to Box #242, care of Boot & Shoe Re- yong ye woos 70P CASH PRICES 
corder, 710 North 12th Bivd., St. Louis, Mo. OF BETTER GRADE SHOES & 
cplncnay | FOR CANCELLATIONS, 
ANTED: AN OUTSTANDING PATTERN | SHORT LEASES ASSUMED ODDS & ENDS, CLOSEOUTS 
MAKER. Here is an excellent” executive | YOUR NAME AND BRAND } ; and COMPLETE STOCKS 


sit i la N England factory special- 
position in a large New England factory spec PROTECTED 


izing in heavy duty men’s shoes, work shoes, Quality Men's, Women's 


hicuts, loafers and semi-dress types. We want a : . 

man with real ability; a man = a a IRVIN RUBIN, INC, and Children's Shoes Wanted. 
permanent position with an assured future; a | 

man who will take responsibility quickly and | “The House of Jobs”’ BRAND NAMES PROTECTED 





2 


produce better than ordinary results. We want E 
a ao, Sone pattern maker—in a a | 89 READE STREET 
worker. Address #249, care Boot & Shoe Re- . 

~~ 100 East 42nd Street, New York 17, | New York City 


MOSINGER-COHN = 


} | 1235 Washington Ave. St. Louis, Mo. 
Phone BARCLAY 7-7887 <aey 


<> 




















| a 




















MY HOBBY GET TOP VALUE 
a lg Rg oaigh oe occupied ” Buying, Selling Shoes for 35 years In Selling Your 
top Nationa amily oe ain for past 21 
years which is moving to larger store: size CASH TOP PRICES ° a A 
about 17’ x 100’; Available August Ist. Center Discontinued stocks e COM 
popular price, mass shopping area. Address 
#244, care Boot & Shoe en 100 East HARRY HESS j CAMITTA SHOE co. 
42nd Street, New York 17, N. Y. | | 76 Reade Street New York 7, N. ¥- | | | 120 NO. 4th ST. PHILADELPHIA 6, PA. 
Telephone: WOrth 2-896! | Phone Lombard 3-2062 






























MERCHANTS’ NEEDS 
BARIS BUYS for CASH 


OMIC BOOKS WILL INCREASE your | Quality Shoes for Men, Women 
Children business. All books guaranteed as | and Children *® we Term Leases Assumed 


sold on newsstands for 10c. Our price $25 per | - 
thousand, COD, FOB New York. Assorted: No | Scrupulous Protection a ee ene Se ee 


Third Avence, New York 37, NY. | ARIS SHOE CO., Inc. 


Third Avenue, New York 57 : 
New York 7, N. Y. Tel.: WOrth 2-5180 























Sere | CASH PAID FOR 
pranpeo FooTwean =| | SELL YOUR JOB LOTS | SHOE STORES 


CLOSE OUTS, JOB LOTS 














FOR IMMEDIATE DELIVERY | cana CAMITTA & SONS SHORT LEASES ASSUMED 
- re 95 Reade St., New York 13, N. Y. B. SABIN 
ways complete stocks of famous name - Foremost Shoe Buyers Since 1906 93 READE ST. NEW YORK 13, N. Y. 
quality footwear at lowest prices. Known COrtlandt 7-6378-9 Telephone WOrth 2-2515 
from coast-to-coast as headquarters for 








cancellations, close-outs, jobs from 


America's leading factories. WILL BUY CLOSE OUTS AND 


OL LAR } COMPLETE STOCKS 
WRITE TODAY! WE T o e of Quality Shoes for Men Women and 

































































CAN FILL YOUR NEEDS! FOR YOUR ODDS AND ENDS, CLOSEOUTS Children. 
OR COMPLETE STOCKS For Cash 
MOSINGER-COHN EDDY SHCE COMPANY BROITMAN-GAFFIN SHOES, INC. 
ALWAYS RELIABLE 147 Duane Street, New York 7, N. Y. 
1235 Washington Ave. St. Louis, Mo. 132 No. 4th St. Phila. 6, Po. Folens kobe 37290 ’ 
“Over A Quarter Century"’ Fine Footweor | Phone: LO 3-9533 
is = e A®CH TYPE SHOES FOR MEN, WOMEN 
WANTED TO PURCHASE AND CHILDREN. Close-outs | or com- 
q | plete Stocks. i pay top ca prices. 
NEW ADJUSTABLE | | rome same soeet stoned seaniy, pret. | | STRAHL SHOE CO., Exporters and Import 
° e olng a volume »”0 ° Uv ye ¥. . 
Price ticket G | pons in New Jersey or Metropolitan area: ers, 1230 Fifth Avenue, San Diego, California. 
remains in | but will consider elsewhere. 
desired posi- Pouy wel tP | Information will be held strictly confidential 
tion at all for Friée lickels | DAVID ABRAMOWITZ 
times. 25 Pasadena Place, Mount Vernon, N. Y. SHERIDAN BEAM PRESS 
ho is an ex- or SIMILAR TYPE WANTED 
ciusive pat- Minimum Maximum 
ented feature. Dimensions 42" x18" 48" x 24" 
$5 | | | JOBS - CANCELLATIONS - cLosE ours | Rise and Fall £ - 
TOSS | trokes 
& | AND IRREGULARS FROM FACTORY | | rte oy ee oer 
75 | Limit Adjustment % 
Me nos x | SOURCES ONLY - FOR DETAILS WRITE| | | Hone Ponce” 3 
} P. ©. BOX 805, Specifications are approzimate but must be 
M. D. POLLINGER co. SYRACUSE, N. Y. aaa ac sagem eh SHOE RECORDER 
| HOLLAND BLDG. ST. LOUIS, MO. | ae | 100 East 42nd Street, New York 17, 
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CLEVELAND, O.— Murray’ Bender 

eck: - mt Shoes, 1315 Euclid Avenue, Cleveland, 

eee ae ee eee Gost | Tecently opened its Euclid-Level Shop 

Shoe Recorder, 100 East 42nd Street, New with a special “open house” celebration. 
fe 3%5 Be “ 

















Shoe Store Moves 


TOLEDO, O.—The Clyde Shoe Shop, 
MERCHANTS’ NEEDS which formerly occupied the first floor 
space at 341 Summit St., Toledo, has 
moved to remodeled and redecorated 
space in the basement, and the main 
floor has been taken over by the Dor- 
othy May Shop, women’s apparel shop. 


— ~~ | Miuitaey 
MERCHANTS’ NEEDS SHOE STAND 


Displays a man's shoe as he sees it 


on his foot. 
Half Doz. — $5.00 
Full Doz. — $9.00 


M. D. POLLINGER CO. 











PATENTED 

















THE 
Pou SHOE INVISIBLE 























Hotver SHOE HOLLAND BLDG. ST. LOUIS, MO. 

Tv properly display arch support branded 
shoes, golf shoes and fiber sole shoes 
Always remains in the correct upright posi- _ — — 
tion Oceupies little space. Almost in- 
visible when in use. Will not fall over. 
Used for Men's and Women’s shoes. 
$3.50 per dozen $2.00 per ‘2 dezen 

2, rumen, n MAKE THAT SHOE FIT 
Holland Building St. Louis, Mo. 











For More Attractive Displays 
ee ee SHOE DOCTOR SHRINKERS 


and easily in less time. No bulkiness, fits 
either shoe and brand names are not 
concealed. Made from high quality clock 
spring steel. $3.00 per dozen pairs. Cad- 
mium plated $3.95 per dozen pairs. 


F.B.F. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indiana 




















FIT COMES FIRST. Make shoes 
fit around the ankle. Stop gap- 
ping at the sides and slipping in 
the heel (no more heel liners 
necessary). All fullness or wrink- 








i b ADVERTISING 
* ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 (CU TALUS 
Efficiency : 


Of Fit —here's how to get oe 
More Business! Special combination offer $42.50 
Yours ladle THE NEW (fluids included in above prices) 


les in leather or fabric easily 
shrunk without harm. Assure foot 
comfort for hard-to-fit feet. 





HE Vincent Edwards Idea Clipping 


Service has over 2.000 satisfied users. Send your order or write for detail information. 
Each order filled according to what 
you want; wholesalers usually request best E. C. SMELTZER CO: 


ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 





retail ads; manufacturers usually want ads 121 E. Sist Street, Indianapolis, Ind. 
— of competitive brands. 
You will find that a study of newspaper 








With the Brannock Adult and going on. ai 
Mod se coupon below to learn more ahout 

Junior : el Devices, the shoe fitter this valuable service and the — short 
can get immediate “Heel-to-Ball’’ — term trial offer. No obligation, of course. 
“Heel-to-Toe”—"Width-at-Bolldirect =» | ----------------- Made Department Manager 
measurements. This means speedy, ‘ . *: 
cient tetas thin tala gee When, ~ VINCENT EDWARDS § & co. Cuicaco—Bruce MacLeish, president 
more perfect fitting; fewer misfits World's Lar eat Advertising Service of Carson Pirie Scott & Company, has 
with their subsequent costly and ° ’ announced that J. Carl Campbell has 
troubl exchang 362 Medison Ave., Mew Vouk City been appointed department manager of 

, . : . Please tell me more about your news- ll w Ss d child ’s shoes in th 
*Available at special cooperative price 2 sail -aaaliaase oe deaed : all womens and cnliarens snoes in e 
ex dared Geevgh enricin hae eaune- meg tA = service and special short Upstairs Store. 


focturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 
COMPANY 
Syracuse 4, New York 


Mr. Campbell has been buyer and 
Section Manager of women’s casual 
shoes and slippers of the “Young Mod- 
Povey 500 Ser Si IN Eo a erns” shoes in Marshall Field & Com- 
pany Upstairs Store. 
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Ke ~The Ski Boot Loop Offers 
a a Added Security and Style 





j= | - ] 
i — } } \ 
(fe | Ke 
— = “A _ Noo fambling with frozen f dious laci 
rs = \ZA__ No fumbling with frozen fingers . . . no tedious lacing 
¢ SL KE 
Va wee >~\and unlacing when rugged G* SKI BOOT LOOPS 
fo = are a feature of your ski boots! Laces slip through loops 
4) freely, and feet remain dry because no holes pierce the 
Win, ; upper to invite in snow and moisture. Minimum friction 
\ a } f (4 . . ’ 
pm WNN NO . at the loop adds to lace life, too. Will your next season’s 
ki boot models enjoy the sales advantage of this strong 
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A sales-worthy feature for loafers, moccasins, sport and campus footwear, too! 
UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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NLY A SHORT STEP TO 
NUNN-BUSH SATISFACTION 


..< Wy not lake it? 


You pay only a little more for Nunn-Bush 
shoes... but what a difference in satisfaction 
that little more buys! It is necessary to experi- 
ence Ankle-Fashioning before you can know 
the advantages Mans Bosh shoes offer in 
greater-comfort and added miles of smartness. 
Discover for yourself what Nunn-Bush has 
accomplished by striving earnestly to build 
the world’s most satisfying 

shoes for men! 


Style434...CORDOVALast— Style 448... CLYDE Last 
Two-Tone Tan Combination. — Woven Brown Russia 
Ventilated — Rubber Heel. Calf — Rubber Heel. 


yle 290... BRISTOL Last Style 437..SWAGGER Last 
— Genuine White Buck and — Brown Russia Calf and 
Brown Calf — Flexible Pro- Cool Nylon Mesh — 
cess — Rubber Heel. Rubber Heel. 


See Your Locai Nunn-Bush Merchant 


NUNN-BUSH SHOE CO « Manufacturers « MILWAUKEE 1, WIS. 





You, Too, Can Win 
Confidence, Customers 
and Profit! 


“carry shoes that are famous for their fine leathers, lasts and 
workmanship |” 


“fit shoes with painstaking care, noting (and informing 
(Example) parents of) any room for improvement in posture or walking 


(Example) “keep careful records of each sale; name, age and address of 
child; size sold; date of fitting!” 


| "send reminder cards when size check-ups are due so that 
(Example) none of my customers need suffer the foot damage too often 
caused by outgrown shoes!”’ 


Any one of those completed sentences, used as 
a business creed, can help you win — all four 
together can work wonders for you, as a 
STRIDE-RITE Dealer! Enter the “contest” today 
—the rules are simple, the rewards tremendous! 
Just remember, decisions of the judges are final Green Shoe Mfg. Co., Boston, Mass. 


—and the “judges” are your customers! 





